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people than a revival of home building. 

Despite the claim that in many cities 
and towns there is an apparent surplus 
of houses, the fact remains that there is 
really a great need for housing, especially 
of the individual small home type; and 
notwithstanding the fact that many peo- 
ple who desire and need homes are not 
in position to build them and, even under 
most favorable conditions, would not be 
able to do so, it is true that today there 
are thousands of people who want to 
build modest homes, who have sufficient 
funds for an ample down payment and 
who could meet the deferred obligations 
promptly and regularly, if only facilities 
were provided for this financing on a rea- 
sonable basis. 

Many concerns and individuals in the 
lumber and allied trades have joined with 
the AMERICAN LUMBERMAN in_ recent 
months in an effort to secure in Wash- 
ington recognition of these facts and the 
passage by Congress of legislation that 
will enable the Government to provide 
these financing facilities that would start 
a revival of home building and put men 
to work in many lines of endeavor. 
Nothing is needed more in this country 
today than the sound of the saw and 
hammer, the clink of the mason’s trowel 
and the swish of the painter’s brush, pro- 
viding homes for people who require only 
reasonable assistance to enable them to 
undertake the building of homes. 

While these are undisputed facts, the 
situation in Washington with reference 
to needed legislation is critical and every 
person interested should immediately 


HAMMER 

AND SAW 

HARBINGERS OF 
PROSPERITY 


No person who gives the matter any real consider- 
ation will question the fact that no one thing would 
do more to relieve unemployment, create business and 
industrial activity and add to the permanent wealth 
of the nation and the happiness and well-being of the 








Some of those who 
are directly bene- 
fitted by home build- 
ing: 


Architect 
Contractor 
Realtor 
Carpenter 
Brick Mason 
Plasterer 
Painter 

Paper Hanger 
Plumber 
Electrician 
Cement Worker 
Laborer 
Glazier 


Employees of manu- 


facturers and _ re- 


tailers of: 


Lumber 

Brick 

Cement 

Paint 

Wallpaper 
Wallboard 
Hardware 

Nails 

Heating Equipment 
Electrical Equipment 
Kitchen Equipment 
Plumbing 

Furniture 

Radios 

Musical Instruments 
Carpets and Rugs 
Window Shades 
Laundry Equipment 
Household Utensils 
Curtains 
Refrigerators 





take steps to secure the active co-operation of con- 
gressmen and senators. 
the Duffey and similar bills will be replaced by the 
Steagall bill, HR-8403, an Administration measure. 
This is an admirable bill, but sadly inadequate in at 
least two features: 


Present indications are that 


It provides for Government guar- 
anty of HOLC bonds, authorizes an in- 
crease in the amount of Government 
participation in Federal Savings & Loan 
Associations, provides for Government 
financing of repairs on buildings financed 
by HOLC mortgages, but fails to provide 
any assistance in making repairs to build- 
ings individually owned or financed, and 
provides for no financing of new homes. 

Because of the evident intention to 
push this bill through to enactment it is 
vitally important that every lumber- 
man and every other citizen interested in 
seeing unemployment relieved through a 
revival of home building and home re- 
pairing immediately contact members of 
Congress and urge amendments to the 
Steagall bill that will embody the de- 
sirable features of the Duffey bill and 
others on similar lines and provide for 
Government assistance in the building of 
moderate priced homes and in making 
needed repairs and modernizing improve- 
ments to old ones. 

People will build if they are given 
legitimate assistance. This assistance 
can come quickly from only one source. 
Eventually, building and loan associa- 
tions and mortgage companies will be in 
position to supply this need. Loans for 
home building and repairs will be the 
safest loans the Government can make 
and money expended in this way will do 
more good than in any other Government 
activity. Get busy with your congress- 
men and senators right now if you want 
the hammer and saw to become active in 
your community. 
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THE MARCH OF AMERICAN CIVILIZATION HAS FOLLOWED GENUINE WHITE Pine 


Just As the Erie Canal Opened Up Great 
New Opportunities 


SO NORTHERN WHITE PINE CONTRIBUTED 
IMMENSELY TO THE ADVANCE OF CIVILIZATION 


With the opening of the Erie Canal, the cost 
of transporting a barrel of flour from Buffalo to 
Albany was reduced from $10 to 30c. Move- 
ment of merchandise became easy and cheap. 
Migration westward increased enormously. All 
along the canal towns and cities sprang up 
quickly. 


Building of the Erie Canal was a great boon 
for White Pine lumber—which was to play a lead- 
ing part in the upbuilding of this whole territory. 
Everywhere builders—and industrial concerns— 
shared appreciation of White Pine's remarkable 
workability and clean, smooth cutting qualities. 

NO. 8 No other wood has ever taken the place of genuine Northern White Pine (Pinus Strobus}—and it 

IN A SERIES will interest those who favored it in years gone by to know that this preferred lumber is still avail- 

Another chapter able in abundant quantities from International Lumber Company's virgin forests—at prices which, 

oe Pe in our opinion, make it the outstanding buy in the lumber world today. Renew your acquaintance 
Company's sorial with genuine Northern White Pine. Glad to serve you. Write us today. 

story picturing 

the close rela- 


i'tecone | INTERNATIONAL LUMBER COMPANY 


of America and 


White Pine. 1100 Builders’ Exchange, MINNEAPOLIS, MINN. 
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prepared especially so you can know more about the 
window and other flat glass you buy and use. Just 
send the coupon (or a post card will do). 


“Pioneers in Machine Made Window Glass” 


' “THERE IS A 
hy DIFFERENCE 
H 8 IN SASH CORD” 


TRADE MARK REG.U.S 








TRACE 


SCOHY SHEET > = Sistersville 
GLASS COMPANY _/“ , West Virginia 


SCOHY SHEET GLASS CO., SISTERSVILLE, W. VA 


Please send copy of “Thru the Window Glass” without cost to us. ¢C O R DA kK wo R KS 
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Time to Look and Listen — to Avoid 
Future Failures 


Hit WILLINGNESS to try Re- 
covery ideas is, of course, a hope- 
ful sign. It is a sign of vitality; 

a recognition that if affairs are not 
right they should be set right. The 
Recovery has developed national lead- 
ership, and it has revealed a readiness 
in the rank and file to submit to nec- 
essary changes in practices which have 
acquired something of a vested inter- 
est. It is only when the people quit 
trying that there needs to be concern 
about the United States. 

Sut in the anxiety for immediate re- 
sults it is possible to turn a temporary 
remedy into a habit that may be as 
(lisastrous as the disease. For exam- 
ple, there is the remedy of restricting 
production. 

A college professor—one of the clan 
so much suspected of parlor radicalism 
by business men—has made this state- 
ment: ‘Restricted production and 
price maintenance will give balance 
and poverty ; increasing production im- 
plies fluidity and change, but it is the 
road to plenty.” 

If we understand this statement and 
its collateral meanings, restricted pro- 
duction and price maintenance will 
create an artificial monopoly for the 
fewer producers who manage to stay 
in the industry. It will create poverty 
for those who are forced out. Reduced 
buying in these days is no evidence of 
fewer needs; it is evidence that distri- 
bution has become disorganized. The 
powerful medicine of restricted pro- 
duction may be necessary during the 
crisis of the disease, to keep what 
market there is from being smothered 
in excess Sut it scarcely 
touches the primary trouble, that of 
disorganized distribution. Less pro- 
duction and fewer producers may bene- 
fit temporarily the restricted industry. 

Sut it is just what the words indicate ; 

a restricted industry, supporting fewer 
people and contributing less to the na- 
tional and international exchange upon 
which legitimate profits are based. It 
is difficult to see how, in the long run, 
this can contribute much to lasting 
prosperity. If the medicine is neces- 
sary, let it be prescribed with caution 
and discontinued at the earliest mo- 
ment. We have troubles enough with- 
out adding a pernicious drug habit. 


c 
goods. 


The country has already seen some 
Recovery efforts overshoot the mark. 
When the banks were closed a year 
ago, the public was told that no bank 
would be allowed to reopen unless it 
were sound beyond all shadow of 
doubt. Reopened banks were to be op- 
erated with the very extreme of con- 
servatism; and to that end, a_ high 
standard of liquidity was imposed. To 


reach this standard of liquidity, banks 
called their loans. Insolvent borrow- 
ers escaped, for they had nothing more 
to lose. But solvent borrowers were 
forced to sell their equities, usually at 
ruinously low prices, to pay their 
debts. Those in a position to do so 
bought up these bargains at corre- 
sponding profit to themselves. General 
losses from the forced liquefying of 
bank assets are said to have mounted 
into the billions. But hardly had the 
banks reached this state of liquidity 
when it was discovered that the theory 
was all wrong. At present, bankers 
are told upon all occasions that they 
must make loans; that the interests of 
stockholders and the solvency of the 


New Conditions 


March 17, 193) 





banks must be absolutely subordinated 
to the new policy of getting money to 
work. Having been marched up the 
hill of liquidity, at serious cost to the 
public, the bankers are now to be 
marched down again. 


No one complains that policies are 
made and changed; for the crisis has 


called for experiments that could not 
be certain of success. But it will be yn- 
fortunate if costly experimentation un- 
covers no knowledge useful in avoid. 
ing future failures. The first fruits of 
this knowledge surely must be that 
strange remedies should receive more 
sanction than the early argument to 
the effect that we must “do some- 
thing.” Doing something is but part 
of the technique. It is hoped the 
country has accumulated experience 
enough to add another word to the 
formula. It can at least make an ear- 
nest and thoughtful effort to do some- 
thing wise. 


Do Not Remove 


Need for Merchandising 


GENTLEMAN who is very intel- 
ligent, so he tells us, has been 
compiling a list of “Things Once 

selieved In.” There is no missing the 
delicate irony or the suave touch of 
self-applause in that choice of title. 
The literary wits, or whatever they 
should be called, have long been ‘adepts 
at the sport of jesting about the quaint 
folk-ways of us run-of-the-mill human 
beings. Perhaps this is what makes 
them literary wits. 

Down the list of “Things Once Be- 
lieved In,” hip to haunch with the Vir- 
tuous Banker, the Puissant Republican 
Party and the Absent-Minded Pro- 
fessor, we find the entry, “Merchan- 
dising.”’ 

According to the appended defini- 
tions, the idea of merchandising di- 
vided itself into two parts. The first 
was composed of petty larceny, dis- 
tortion, minor hi-jacking, misbranding 
and other devious methods intended to 
gammon the competitor and the cus- 
tomer. This dogma, we are informed, 
was held by the less dumb among the 
practitioners. Those not so gifted with 
realism held a second doctrine ; namely, 
that merchandising was composed of 
service. (The compiler interrupts him- 
self here with a harsh laugh.) The 
poor creatures really believed that 
merchandising was intended to assure 
the buyer sound values and goods 
fitted to his particular needs. If this 
were attended to, they expected that a 
reasonable profit would follow. 

“Of course,” runs the glossary, “the 
whole sorry mess was a tissue of delu- 
sion and pettifoggery ; and the govern- 
ment had to intervene to bring it to an 
unlamented end. In the so-called lum- 
ber industry the fixing of prices by 





public fiat has deflated the alleged mer- 
chandiser to the status of a clerk; a 
position in which his natural talents 
will find ample room to function.” 

From the wisdom literature of the 
Old Testament we take the adage not 
to answer a compiler of this kind after 
his folly, lest we become like unto him, 
But it seems rather clear that some 
lumbermen are wondering, for quite 
different reasons, if the legitimate field 
for mercantile effort has not been lim- 
ited or destroyed by the new regula- 
tions. 

This, we believe, is a short-sighted 
view. There never has been a time 
when individual ability did not count. 
Sales still have to be made to customers 
and not to Codes or Code Authorities; 
and the lumberman who knows the 
facts about materials and construction, 
which will aid his customers in getting 
the structures suited to their needs 
and resources, will have quite as many 
advantages under a fixed-price system 
as he had before. In fact, the quackery 
ridiculed by our friend, the compiler, 
was in thé main a confession on the 
part of the person who followed ways 
that were dark and tricks that were 
vain that he knew nothing about sell- 
ing except cutting a price. His antics 
were efforts to camouflage that fact. 

The industry has of necessity given 
a world c* attention to the study of 
the new regulations. It is high time 
that lumbermen worked out their indi- 
vidual policies of service and advertis- 
ing; for unless all signs fail these mat- 
ters are going to be of even greater 
usefulness under the codes than they 
were before. Merchandising is one 0! 
the things to which we may wisely 
pin an increased faith. 
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Let’s Finance the Construction 


of NEW HOMES” 


Following article was written for the April issue of American Building Association News by Ben. H. Hazen, 


president Oregon Savings & Loan League, Portland, Ore. 


By permission, it is reproduced for the benefit of 


AMERICAN LUMBERMAN readers, all of whom will be interested in this viewpoint of an intensely important 


Returning from Washington, m © § bed a 
visit with E. C. Hole, veteran editor of the 
AMERICAN LUMBERMAN, valiant warrior in be- 
half of lumber, of good housing, of home owner- 
ship, and of old-fashioned thrift. Many a page 
of editorials has he written in behali of the 
building and loan movement. 

But Mr. Hole, in common with many lumber- 
men, realtors and contractors, thinks the build- 
ing and loan associations have gone astray. 

“Don’t misunderstand me,” said he. “Henry 
Rosenthal, Frank A. Chase and Herman Cel- 
larius are old friends of mine. So is Morton 
Zodfish, 1 hope, but when your League an- 
nounced the other day that we don’t need new 
houses—just modernize the old ones—and said 
that building and loan associations are prepared 
to finance all the construction we need—well, it 
was mistaken, to put it mildly. Why, we asked 
the associations in one town for loan service, 
and they refused it because they owned some 
real estate and thought there were too many 
houses in town already. So we canvassed the 
town and found that out of 1,100 houses, 200 
were occupied by two or more families. That is 
the reason we promoted the Duffey bill to lend 
some Government money direct for new con- 
struction. You building and loan men are slow- 
ing up recovery. You should be lending for 
new construction every time you get a chance.” 

I agree, part way, with Mr. Hole—especially 
that last sentence. | think that any association’s 
executive who has money to lend and turns 
down an application on a properly financed 
house construction project, is short-sightedly 
injuring his community and his association. | 
have no sympathy with the viewpoint that we 
should refuse to finance new houses until our 
old ones are sold. If the bankers of the com- 
munity took that attitude, we would be the first 
to howl. 


Building New Homes Would Sell Old! 


Why do we want to finance construction of 
new houses? Because it will employ labor, pur- 
chase materials, help revive local prosperity— 
and help us to sell our old houses! If it sounds 
paradoxical to say that increasing the supply of 
new houses will increase the demand for old 
ones, consider the reasons for this contention. 
There is, as Mr. Hole indicates in his survey of 
one community, a condition of “huddling”—two 
or more families occupying a single family 
dwelling. If that condition were cured, the de- 
mand for houses—new and old—would exceed 
the supply. There is, right, now, an actual 
shortage of 1,500,000 houses in the country. The 


_ quickest way to convert that house shortage into 


house demand is to get jobs for the construction 
industry, which is the greatest present contrib- 
utor of unemployment in the country. 


No "Huddling” from Preference 


Start financing some new houses for the folks 


subject.—Eprror. 

who want new houses. What right have we 
to tell them that they should live in old ones, 
or remodeled, modernized, renovated, or “reno- 
vized” ones? As soon as a few new houses are 
started, you will find that the huddlers will 
commence to separate. They aren’t huddling 
from preference but from necessity. As they get 


jobs, they will become prospects for more 
houses. Those are your logical buyers of old 
houses, because they haven't the money to 


finance new ones. The builder of a new house 
is the thrifty man who already has 25 percent 
to 50 percent to pay down. 

I’m no enemy of modernizing. Of course, we 
must put those old houses into clean, neat and 
maybe modern condition—if the market will 
bring enough more than book value to justify 
it. But a rising market on real estate depends 
upon more jobs—and the construction industry 
is the key to the biggest factor in recovery. If 
you have a prospective home owner who is now 
ready to risk his half of the cost of a new 
house, by all means lend him the other half. 
That is the service that building and loan asso- 
ciations are called upon to perform. That is 
why we have the Federal Home Loan Bank. 
Use its services to finance new homes at every 
opportunity. 

Of course I know that EF. C. Hole is incor- 
rect in assuming that the U. S. League is op- 
posing loans for new construction. The associa- 
tion which he quoted is an exception rather than 
the rule. 


Difference Between Need" and "Demand" 


Furthermore, I believe that much of the dif- 
ference between our friends in the construction 
industry and ourselves arises from a lack of 
discrimination in the use of the words “need,” 
“shortage” and “demand.” 

There is a “shortage” of homes in the United 
States. Pass a law prohibiting “huddling” of 
two or more families in single family dwellings, 
and you would fill the park benches. There is 
a “need” of enough houses to serve those hud- 
dled families. The need and shortage amounts 
to 800,000 to 1,500,000 houses. But the “de- 
mand” is still very slight. It was demand for 
houses to which our League announcement re- 
ferred—it is shortage and need which has mis- 
guided the construction industry to foster a bill 
for direct lending of a half billion of Govern- 
ment money on new construction at 5 percent 
interest and up to 75 percent of cost. 


Must Encourage Organized Thrift 


The construction industry must look to or- 
ganized local thrift to finance the homes of the 
future. If they were to be successful in their 
Duffey bill for direct lending by HOLC at such 
terms, they would cripple the very agencies 
which must finance them when the Federal 
Santa Claus runs out of money. What they 


really want, had they thought it through, is 
some [Federal aid to help the local sayings and 
loan associations grow and grow, so funds may 
be plentiful for modernization and new con- 
struction, interest rates attractive and terms as 
liberal as safety will permit. 

It is the construction industry which is most 
interested in promoting savings and loan asso- 
ciations. It is they who are, beneath this sur- 
face of a seeming difference of interests and 
opinions, the staunchest natural supporters of 
organized local thrift, control of loan policies 
by local business men—not political appointees 
at Washington. Paradoxically again, it is the 
political appointees at Washington who seem to 
recognize this, and who are working night and 
day to bring this about in a sound, practical 
way. Interesting to watch, isn’t it? 





To Use Two Million Feet 


Los ANGELES, CAL., March 10.—Construction 
of the racing plant of the Los Angeles Turf 
Club started last week. A contract for 2,000,- 
000 feet of lumber has been awarded a Los An- 
geles company. 





Will Boost Repairing 


New Or LEANS, LA., March 12.—Improvement 
in yard trade in New Orleans will come when 
confidence has increased and realty values have 
been restored to a value more in line with in- 
vestment costs, according to P. A. Blanchard. 
retail lumberman. The owner renting out finds 
the income from his property so much lower 
than his investment can bring, said Mr. Blanch- 
ard, that he is refusing to make any improve- 
ments beyond what is absolutely necessary to 
keep his houses occupied, and on the other hand 
the owner occupying his own house, because oi 
shrinkage in its value is disinclined to “throw 
any more money away.” When values come 
back reasonably, the attitudes of both these 
types of owners will change, and deferred re- 
pair work will keep the yards busy with profit- 
able small-order business. 


Gets Homestead Allotment 


WarreN, Ark., March 12.—Under the Gov- 
ernment plan of establishing subsistence home- 
stead projects for industrial workers, Warren 
has been allotted a unit of thirty of such home- 
steads. Under this plan, industrial workers who 
are employed only part time will he sold 5-acre 
farms, with houses and livestock furnished, on 
an easy-payment plan over a period of 12 to 15 
years. Interest will be charged at the rate of 
t to 434 percent per annum, and the owner will 
be required to pay each year the interest and a 
part of the principal. It is estimated that the 
cost of each 5-acre farm with improvements 
will average about $2,400. Selections for the 
homestead units allotted to Warren are being 
made from eligible employees of the Bradley 
Lumber Co., Southern’ Lumber Co., and the 





‘Warren Cotton Oil & Manufacturing Co. 








20 


Manufacturers and Retailers Join 
in Harmony” Meeting 


WasHINGTON, D. C., Mar. 12.—A mistaken 
impression by some of the retailers of the atti 
tude of lumber manufacturers and wholesalers 
towards the inclusion of a “distribution” clause 
as a part of the manufacturers’ NRA Code, was 
cleared up to the satisfaction of all the retailers 
present at a dinner here last night given jointly 
ior representatives of the three branches of the 
industry. Organized and directed by George W. 
Dulany, jr., of Chicago, lumber manufacturer 
and retailer, and NRA Industrial advisor for 
the Retail Lumber Code, the dinner with its 
subsequent open forum on major lumber prob- 
lems arising under NRA, proved a pleasant and 
instructive finale to four strenuous days of con- 
ferences, group discussions and code hearings 
for lumbermen in connection with the Code 
Authority Conference convened by the National 
Recovery Administration for all industries 
operating under codes. 

Among the issues freely discussed, other than 
that of distribution, and for the settlement 
of which co-operative effort was _ initiated, 
were: Mail-order and cash-and-carry com- 
petition; lumber sales to consumers in saw- 
mill communities ; assumption by contractors of 
retailer buying prerogatives; outside criticism 
of the rise in lumber prices; and financial back- 
ing for the Lumber House exhibit during the 
coming repeat season of A Century of Progress 
Exposition in Chicago. Principal talks, besides 
those of Mr. Dulany, chairman of the meeting, 
were made by C. C. Sheppard, Wilson Compton, 
and C. R. Johnson, president, Union Lumber 
Co., San Francisco, Calif., and H. J. Eckstein, 
of the National-American Wholesale Lumber 
Association. Two representatives of the NRA 
administration were present as specially invited 
guests: Lovell Bay, assistant deputy adminis- 
trator in charge of the Retail Lumber Code, and 
Fred Williams, an assistant to Mr. Bay. 


Skepticism Gives Way to Confidence 


Consideration of the “distribution” dilemma 
as it has developed under NRA consumed more 
than half the evening, and began immediately 
after the dinner when a number of retailers, 
responding to an invitation from the manufac- 
turers to present any problems in which the 
manufacturers appear to play a part or can be 
of help in solving, declared their businesses had 
suffered keenly under Code operation through 
an increasing number of manufacturers’ and 
wholesalers’ shipping of lumber direct to con- 
sumers traditionally recognized as customers 
of the retail branch of the industry. 

At the outset candidly skeptical of the posi- 
tion of the manufacturers in general with regard 
to the distribution matter, the same retailers’ 
spokesmen who had voiced criticisms joined in 
expressions of approval after the manufacturers, 
led by C. C. Sheppard, chairman of the produc- 
tion control committee of the Lumber Code 
Authority, had taken the floor and made it 
clear that the manufacturers during the past 
several months had repeatedly drafted distribu- 
tion clauses for their Code and had fought for 
their adoption, only to see each successive pro- 
posal rejected by the Administration as con- 
ducive to monopoly and tending to freeze trade 
in what might prove to be uneconomic channels. 

Strong hope for an early solution was held 
out, however, when the manufacturers told of a 
new approach to the problem now under way 
in the form of proposed amendments to “Sched- 
ule B” embodying definitions of wholesalers, 
wholesale assembling and distributing yards, and 
recognized wholesale trade. It was hoped that 
such a clause would meet with the Administra- 
tion’s approval, and that when put into effect 
would soon restore normal and orderly processes 
of distribution. A final decision on the matter 
by the Administration will be made after public 
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hearings which have been announced to start 
Mar. 27 at the Carlton Hotel. 

A contributing factor in the problem also 
discussed was the Construction Code, which it 
appears, is being interpreted in some quarters 
as letting down the bars to small contractors for 
buying lumber direct from producers. That 
this issue is likely to be settled in large part by 
the newly proposed clause for the Lumber Code, 
and further by negotiations already started, 
under the direction of Homer W. Ballinger, be- 
tween the lumber retailers’ organizations and 
the organized contractors, was brought out in 
the discussons, 

Among the retailers who spoke on the vari- 
ous phases of the distribution problem were: 
John Dobson, Minneapolis, Minn.; Homer W. 
jallinger, Springfield, Ohio, at present in 
Washington as chairman of the executive com- 
mittee of the Retail Lumber Code Authority; 
C. L. Adams, Brooklyn, N. Y., member of the 
executive committee and vice-chairman of the 
Retail Lumber Code Authority; G. D. Rose, 
Dubuque, Ia.; John Alexander, jr., Aurora, II. ; 
and J. Lee Johnson, jr., Ft. Worth, Tex. 
Wholesaler spokesmen were W. W. Schupner, 
secretary-treasurer of the National-American 
Wholesale Lumber Association and a member 
of the Lumber Code Authority, and H. J. Eck- 
stein, New York City, also a member of the 
Lumber Code Authority. 


Mail Order and Cash-Carry 


The increasingly troublesome problem for re- 
tailers presented by so-called cash-and-carry 
yards and mail-order houses was introduced by 
G. D. Rose, president of the Spahn & Rose 
Lumber Co., Dubuque, Iowa, who said: 

The Retail Lumber Code, according to our 
interpretation, provides that these types of 
concerns come under the jurisdiction of that 
code. But these concerns so far have not con- 
ceded the correctness of that interpretation, 
and particularly do they contend that the Code 
has no jurisdiction over the business they do 
outside the cities in which they are located. 
The regular retailers believe there should be 
no rules and regulations applied to themselves 
that do not apply to other competitors who 
sell to the same class of trade, and that un- 
less this class of competition is recognized as 
coming under the Retail Lumber Code chaos 
in the retail lumber business may result. 

Mr. Rose said this is recognized as a problem 
largely to be met by the retailers through their 
Code, but that it is felt that the lumber manu- 
facturer, too, has a responsibility in it and 
should give strong support to the retailer in 
securing enforcement of the jurisdiction clause 
of the Retail Lumber Code. 


Should Give Mutual Code Support 


Mr. Dulany brought up the subject of how 
best to deal with public and consumer criticism 
of the rise in lumber prices since the codes have 
been in operation. He deplored the disposition 
on the part of some manufacturers and some 
retailers to answer these criticisms by the easy 
but destructive method of placing the responsi- 
ibility for price rises on each other’s branch of 
the industry, when a much wiser course would 
be to uphold the industry as a whole by showing 
that increased prices are directly the result of 
increased operating costs throughout the indus- 
try. 


Next: A Manufacturer on Retail Authority 


The good feeling and mutual understanding 
exhibited at the dinner was materially aug- 
mented when Mr. Ballinger proposed to his 
fellow retailers that the retail branch invite the 
lumber manufacturers to select a manufacturer 
for membership on the Retail Lumber Code Au- 
thority as a return courtesy for the present 
inclusion of a retailer as a member of the manu- 
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Lumber 
Code Authority. It 
was heartily agreed 
among the retailers 
that this should be 
done. 

It was brought out 
by Mr. Sheppard that 
there has been some 
misunderstanding as 
to the sale of lumber 
to consumer in saw- 


facturers’ 





mill communities, as _ 
to whether the sale GEORGE x. 
should be made in ac- r+ holga 


cordance with the Re- 
tail Lumber Code. 
This matter, it was ‘ y 
decided, can be settled with little difficulty 
by an inter-code agreement between the two 
branches that will determine cases accord- 
ing to whether retail channels do or do not 
exist in respective communities. — 

Mr. Dulany introduced the subject ot support 
for the Lumber House exhibit at A Century of 
Progress Exposition in Chicago, which will go 
into its second season early this summer. Re- 
minding the lumbermen that more than two 
million people had visited the exhibit last year, 
he asked that all lumber interests rally to the 
need of additional funds, and said that the re- 
sponse thus far had been highly encouraging. 


Much encouragement as to the ultimate right- 


Organizer and 
Chairman 















ing under NRA of difficulties now besetting the 
industry was derived from the talk by W ilson 
Compton, whose various connections with NRA 
give him a close-up view of what is happening 
and what is likely to happen. Mr. Compton is 
chairman of the Code Authority Organization 
Committee of NRA, chief of the Trade Asso- 
ciation Division of NRA, and a member of the 
Lumber Code Authority. 


Tribute to an Untiring Leader 


Before the meeting adjourned, Mr. Compton 
took occasion to pay a tribute to Mr. Dulany 
for the untiring efforts he has devoted to de- 
veloping the spirit of co-operation within the 
lumber industry, and his willingness at all times 
to respond to any suggestion that he “carry 
the ball” for the industry in many of its im- 
portant activities. He said: 

I am ashamed of the many times I have 
asked George Dulany to put his shoulder to 
the wheel and lend his valuable assistance to 
important industry projects. I know that 
others have called upon him, and that he has 
as willingly responded to help on many other 
important activities. If the many times in 
which I considered it a disgrace to call on 
George Dulany for his help were combined 
with the many times I know others have felt 
it disgraceful for the same reason, it would 
represent a national disgrace. This idea of 
bringing the manufacturers and retailers to- 
gether this evening, conceived, organized, and 
directed by George Dulany, is only one of the 
many instances of his ingenuity and resource- 
fulness and why we are ready to point with 
pride at a man who has never spared himself 
to keep the spirit of co-operation alive within 
the industry. As chairman of the board of 
American Forest Products Industries, as vice 
president of the National Lumber Manufac- 
turers’ Association, as a man singled out by 
the Administration to act as the industrial 
advisor to the Administration on the Retail 
Lumber Code—as a man, in short, who }5 
called upon to roll up his sleeves and go to 
bat whenever we are faced with any impor- 
tant problem involving the relationship of the 
manufacturer and the retailer—we know that 
George Dulany cannot help but feel that the 
time and effort he has devoted to the cause 
of the lumber industry over many years is 
recognized and appreciated by every lumber 


(Continued on Page 61) 








March | 


All br 
represen 
Author’ 
and at 
At that 
clearly 
in wage 
that it 
putting 
separate 
that it ¢ 
proof w 

It wa 
conferet 
country: 
tives of 
industri 
ing sen 
year as 
dress bt 
ministre 
on the 

Wilse 
tional I 
member 
introduc 
sario” ¢ 
as chai 
ganizati 
brought 
ner in 
into fiv 
tices ( 
Code , 


ate muse em Of Ou oe ete eet as Ol ete Ot 











W. 
JR., 
and 
n 


) 


ifficulty 
he two 
accord- 
do not 


support 
atury of 
will go 
ar, Re- 
an two 
st year, 
r to the 
the re- 
aging, 

fe right- 
ting the 
Wilson 
th NRA 


\ppening 


npton 1s 
nization 
e Asso- 
r of the 


r 
Compton 
Dulany 
1 to de- 
thin the 
all times 
» “carry 
its im- 


I have 
ulder to 
tance to 
yw that 
- he has 
1y other 
imes in 
call on 
ombined 
ave felt 
t would 
idea of 
llers to- 
zed, and 
e of the 
esource- 
int with 
himself 
e within 
yoard of 
as vice 
fanufac- 
out by 
dustrial 
> Retail 
who is 
1d go to 
- impor- 
p of the 
ow that 
that the 
ie cause 
years is 
lumber 





march 1, 1934 


AMERICAN LUMBERMAN 


21 


Lumbermen at NRA Code Conference 


Hear Statements of Administration Policy, Tell of Compliance Problems, 
Describe Codes’ Effects on Large and Small Factors in the Industry 


All branches of the lumber industry were well 
represented at the National Conference of Code 
Authorities held in Washington, D, C. Mar. 5-7, 
and at the public hearings which preceded it. 
At that conference the Administration indicated 
clearly that it will demand a 10-percent increase 
in wages and a 10-percent decrease in hours, 
that it will make this demand of all industry, 
putting the burden of asking exceptions on the 
separate industry groups. If an industry feels 
that it can not meet this demand, the burden of 
proof will be on the industry. 

It was a remarkable group that attended the 
conference, unprecedented in the history of the 
country—more than four thousand representa- 
tives of the governing bodies of the nation’s 
industries. President Roosevelt gave it a rous- 
ing send-off Mar. 5, as he began his second 
year as America’s chief executive, with an ad- 
dress broadcast over the radio, and NRA Ad- 
ministrator Johnson gave the closing address 
on the night of Mar. 7. 

Wilson Compton, general manager of the Na- 
tional Lumber Manufacturers’ Association and 
member of the Lumber Code Authority. was 
introduced by General Johnson as the “impre- 
sario” of the conference, through whose efforts 
as chairman of the NRA Code Authority Or- 
ganization Committee the conference was largely 
hrought about. Mr. Compton described the man- 
ner in which the conference was to be split up 
into five groups—on Employment, Trade Prac- 
tices (Prices), Trade Practices (Production), 
Code Administraticn, and Small Enterprises— 


and after the afternoon session of general ad- 
dresses this was done. 

Prominent lumbermen who were present as 
delegates to the conference met each morning 
with the Lumber .Code Authority staff, at the 
Authority offices, to discuss the points to be 
brought out at the various group meetings and 
appoint members to present these points. Carl 
W. Bahr, secretary of the Lumber Code Au- 
thority, presided at these morning meetings, and 
among those attending were: 

Cc. C. Sheppard, Clarks, La., president of the 
National Lumber Manufacturers’ Association; 
Charles Green, Laurel, Miss.; H. C. Berckes 


as they please.” The chairman asked who these 
congressmen were, and the lumberman prom- 
ised to produce their letters. At the next ses- 
sion he appeared with a photostat and other 
papers to back up his statements. The first, 
purporting to be a letter written by Rep. H. P. 
Fulmer (S. C.) on Feb. 16, 1934, to E. W. 
Watson, Windsor, S. C., read as follows: 
Dear Mr. Watson. Replying to your 
letter just received will state that I have con- 
ferred with a representative of the NRA, with 
the hope that we would be able to work out 
some plan whereby small sawmill operators 
would he able to operate their mills without 


and A. S: Boisfontaine, both of New Orleans, much trouble, under the Code. It appears, 
La.; W. W. Schupner, Henry J. Eckstein, R. G. however, that we are unable to make much 
Brownell, E. W. ‘Treen, and F. T. Jones, all of headway. If I were you, I would operate your 
New York City; Harrison N. Hiles, C. D. Hud- mill on a common sense basis, being just as 
son, Robert W. Davis and J. Ben Wand, all of fair to the hands who work for you as you 
Washington, D. C.; C. R. Johnson, San Fran- possibly can, in line with the prices which 
cisco, Calif.; Dr. A. G. Cummer, Southern you receive for your lumber. I understand 
Cypress Division, Florida; M.'C. Wilkinson, that a man will go down to South Carolina, 
Colin Stokes, and G. Colucci, all of White- , representing the Lumber Code and also a rep- 
ville, N. C.; Landon C. Bell, Columbus, Ohio; resentative of the Federal Trade Commission, 
Gordon Reynolds, Memphis, Tenn.; Robert C. for the purpose of trying to get complete in- 
Winton, Minneapoiis, Minn.; P. A. Bloomer, formation so as to be helpful in perhaps 
Fisher, La.; G. L. Hume, Suffolk, Va.: M. L. modifying the Code which would be helpful 
Fleishel, Shamrock, Fla.; and A. B, Laeey, to small sawmills. Just as soon as I have 


Norfolk, Va. 

Of the group sessions probably the most ex- 
citing was Group 5—Small Enterprises—where 
at the first session Mr. Sheppard startled his 
hearers by declaring that “some congressmen 
are writing home and telling their small saw- 
mill constituents that they don’t have to obey 
the NRA—just go ahead and run their business 


some report from these parties I will be glad 


to communicate with you. . . . A written 
postscript says A man will call upon you in 
the next few days. Look out for him. 


Mr. Sheppard then read into the record a 
typewritten page marked “copy of letter from 
Congressman Fulmer to R. M. Hunter, Bam- 


(Continued on Page 51) 








The Test of Code Authorities and Trade Associations 


[By Wilson Compton] 


Codes of Fair Competition and code administration by 
no means constitute the entire field of helpful co-opera- 
tion in industry. The codes are essentially measures of 
industrial control or industrial regulation. They are in 
themselves not creative of economic advance. A code is 
not a substitute for a salesman. It will not sell products. 
It will not improve processes. It will not provide stimu- 
lation of research and invention. It will not of itself 
improve the manufacture and distribution, or promote 
the consumption, of the products of industry. These in 
many industries are a valid and fruitful field for co- 
operative action. Codes and Code Authorities as agencies 
of industrial control do not occupy it. It may, however, 
be occupied by alert trade associations as agencies of 
industrial progress. 


At this moment there are 317 approved codes, and 
only 168 properly constituted Code Authorities with rea- 
sonably adequate facilities. Right now the particular 
problem of code administration which looks biggest, and 
probably at the moment is biggest, is code compliance 
and code enforcement. If compliance fails to keep pace 
with code obligations, industries, especially those which 
are highly competitive and have greatly increased their 
costs under the codes, face another bitter dilemma in 
which the honorable competitor may again have the 
choice of observing the code, playing fair and seeing the 
chiseler take his business—or of joining the chiselers. 
That is a choice which no honorable man should be re- 
quired to make. The ultimate protection against it lies 
with the Government of the United States. It is under 
its sanctions and its supervision that the codes are to be 
administered. Its responsibility is not avoided by delay, 
nor its obligation discharged by inaction. A few visible 


) 


— 


object lessons will greatly strengthen the morale and the 
determination of industry code administration. The 
prompt and decisive imposition, upon a few blustering 
and defiant chislers, of the drastic penalties prescribed 
by the law will. do more than many conferences to secure 
code compliance. It may be distasteful. But it is less 
distasteful than the destruction of thousands of enter- 
prises which are trying to play fair, and the gradual 
deterioration of a million jobs. 


A code without compliance will destroy itself. But com- 
pliance without deliberate effort to develop improvements 
in the code, and improvements in the technique and con- 
duct of industry under the code, is futile. No Code 
Authority charged with a responsibility for code admin- 
istration should content itself with merely sweeping out 
of its office each day the previous day’s accumulation of 
complaints of code violation. That is not the way to 


progress. 
*% * * 


Industry planning, improvement and progress must be 
accomplished, if accomplished at all, by industries them- 
selves. The Government can not do the thinking for the 
industries. Industry progress may be vastly aided, but 
can not be administered by public agencies. Whether it 
is administered well or poorly depends upon industry’s 
organized facilities and machinery for co-operation. But 
much more it depends upon the attitude of the members 
of industry itself, upon the sense of industry and public 
trusteeship on the part of its administrative agencies, 
and upon the extent of its determination to make prog- 
ress. All that public agencies can do is to encourage that 
attitude and foster that spirit of determination. 
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Making its last stand against 
time and weather 





This yard display of creosoted 
posts convinced customers of 
their durability and economy 
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Spring marks the return of 
the fence-building season. 

Dealers are encouraged to 
hope this year that the de- 
ferred fence market will be- 
come an actual market. Some 
new construction has already 
been noted, and rumors come 
in of many miles of new farm 


fence constructed by CWA 
labor. 
Since 1929 this deferred 


market has steadily increased. 
Obsolescence did not slacken 
its pace, and replacements 
were below normal. The new 
factor which leads to the hope 
of fence sales is the increased 
amount of money in the hands 
of farmers. 

Farmers of course need 
many things; and _ without 
much doubt it is difficult for 
them to decide which is the 
greatest need and where they 
can spend their money to the 
best advantage. 

It is at this point that com- 
mon-sense merchandising can 
divert a reasonable amount of 
this money to the important 
matter of fence replacements. 
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Such replacements doubtless 
should come before a general 
reshaping of the field layout 
of the farm is undertaken; 
though the two can and should 
go forward together. 

Because of poor field layout, 
many farms are not efficient. 
Fields are of different sizes, 
making the rotation of crops 
hard to manage. Some are 
hard to reach and for this rea- 
son are not used to capacity. 
Farm experts state that for 
the Corn Belt the field of 
greatest use contains twenty 
acres and measures forty by 
eighty rods. Where it is pos- 
sible to relocate fence to 
create this better layout, it 
should be done; but dealers 
know well that in many cases 
farmers will feel obliged to re- 
pair existing fences rather 
than to remodel fields. 

While the arguments for 
adequate fencing, the reasons 
upon which dealers find it use- 
ful to proceed in presenting 
the case to farmers, have been 
stated repeatedly in this jour- 
nal, this opening of the new 
fence-building season makes 
it a good time to restate at 
least a few of these reasons. 

One reason, which is well 
known to farmers and so does 
not need to be urged upon 
them much, is the fact that 
fencing is part of the neces- 
sary building on the farm. As 
a rule, the condition of the 


Left—Dilapidated fence makes dreary landscape more desolate, 


but.... 


Right—Even the passing tourist knows that good farm- 


ing prevails here 
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fence is quite as important , 
factor in resale value of , 
farm as is the condition of th | 
buildings themselves. A pros. 


pective buyer will usually tur, 
a more critical eye upon thf 


shape and relation of fields ty 
each other and upon the cop. 
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Steel posts lend themselves to 
various forms of display 


dition of those fences, then he 
will upon the design and state 
of repair of the house. 


Good fence is a protection 


to stock, and bad fence may 
easily be a death trap. The 
writer of these lines, himseli 
a retired farmer, has _ seel 


many a horse killed by loos§ 


barbed wire, and many al 


other crippled to the extent} 


of losing much of its value. 
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BEST 
FENCI 


The price of a lost horse will 
do much toward putting 
fences in condition so that 
such accidents will not hap- 
pen. Cattle breaking into 
green corn, hogs getting into 
gardens or out on to highways 
where they may be killed by 
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Ready for the spring demand 
for fencing and posts 


motorists and lay the owner 
liable for damage to cars— 
these are more spectacular 
phases of the matter. But the 
real value of fencing, meas- 
ured in practical terms, lies 
largely in less dramatic uses; 
in the security of knowing 
that stock will stay where it 
belongs, in proper rotation of 
crops, in complete utilization 
of feed, in keeping young 
stock on clean ground and 
free from diseases, in increas- 
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ing the fertility of the soil, 
and so on. 

If all the fields of a farm 
are fenced hog-tight, there is 
no necessity for planning and 
scheming to get full use of the 
land. Any stock can be put 
into any field at any time. 
This means that hogs can be 
turned into corn fields after 
the corn has been gathered; 
and the hogs will salvage the 
two or three bushels of corn 
per acre that have been over- 
looked. This means, using the 
Government loans as a basis, 
the saving of a dollar or more 
per acre in salvaged feed. 
With all fields available for 
any use at any time, there is 
no necessity and no tempta- 
tion to over-crop the field that 
is not hog-tight, or to under- 
crop the field that is fenced 
for hogs. . 

A great deal has been dis- 
covered about the uses of tem- 
porary fencing. With steel 
posts and webbing, a tempo- 
rary fence can be put through 
a corn field with little labor; 
and this permits hogging 
down part of the corn. Or the 
same divisions can be made 
through alfalfa fields. 

But these uses are rather 
well known to the average 
lumber retailer. What he 
needs to do is to devise ways 


Upper Right—They'll prove 
good investments for farmers 
who rightly use them. Lower 
Left—Outside displays of wire 
fencing help move the goods. 
Lower Right—''Out of the shed 
and on to the farm" should be 
dealer's slogan 














of practical promotion. Some 
dealers are still inclined not 
to push fencing very much, 
because the farmer ap- 
proached usually asks for 
credit which the dealer is un- 
willing to grant. But to leave 
the matter there, with no pro- 
motion, is to throw up the 
game before the first ball is 
pitched. If the dealer doubts 
personal solicitation, because 
it exposes Lim to requests for 
credit, he can make use of his 
local papers in educational ad- 
vertising. His own knowledge 
and observation will tell him 
what his customers most need 
and to what they will re- 





















Fence like this betokens thrift 
and pride of ownership 


spond; new fencing, repairs, 
making old strings hog-tight, 
temporary fencing, chicken 
fencing or what not. With 
the aid of his local editor he . 
will be able to arrange a series 
of educational publicity to fit 
his particular situation. 

Now is the time to push this 
important line. The market is 
there, it is important both to 
farmer and dealer, and the 
season is opening. It’s one of 
the most promising factors of 
the opening building year. 





The main warehouse of the Nagle Lumber Co., at lowa City, lowa. 
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This 


good-looking building has been matched by addition of the new office seen 
at right—and of which there is a "close-up" photograph below 


In the summer of 1933, the 
Nagle Lumber Co., of Iowa City, 
Iowa, built a new office to go 
with its good looking retail ware- 
house. This addition was at- 
tached to the southeast corner 
of the main building, has a 
bracketed roof and is sided with 
shingles to make it an integral 
part of the warehouse. 

The interior of this office is a 
far cry from the traditional re- 
tail office of a generation ago. 
Everybody remembers those old- 
time offices, for some of them 
still are doing business at the 
old stands; and there are plenty 
of lumbermen who look back 
with some wistfulness to those 
rough-and-ready places of busi- 
ness. The wistfulness has noth- 
ing to do with the cannon stoves 
and boxes of sawdust and the 20- 
penny spikes driven through 
blocks of wood to serve as spin- 
dles upon which to stick the or- 
ders. The homesickness centers 
around the brisk and steady 
trade that went on there in good 








seasons. And now that volume 
is by way of returning, there'll 
be less feeling about the worn, 
flat-sawn floors and the rickety 
stools and the windows that 
were not washed since Coxey’s 
army got arrested in Washing- 
ton for walking on the grass. 
The Nagle office could hardly 
have been built in the old days, 
for the materials were not all 
known then; at least not in their 
present form. Probably the most 
striking feature in these rooms 
is the paneling of mahogany ply- 
wood and stiles of birch, I be- 
lieve, stained to match. In the 
outer office these beautiful, broad 
sheets are finished at the top 
with small panels;; but in the 
private office, or board room, 
they extend to the top rail. The 
paneling goes nearly to the ceil- 
ing; and above the paneling and 
on the ceiling are Red-Top plas- 
ter boards. The rooms are in- 
sulated with Rock Wool. Lee 
Nagle, head of the company, tells 
us that this insulation is literally 





The new office 
building of the 
Nagle Lumber 
Co. has an at- 
tractive entrance 
to an unusually 
beautiful interior 
—three photo- 
graphs of which 
are shown at the 
bottom of the 
opposite page 








hot stuff; that on Saturdays in 
the winter they turn off the oil 
heater and still find the temper- 
ature above 60 degrees on Mon- 
day mornings. 

Fireplaces have been installed 
in the two rooms, and the furni- 
ture is of a kind and quality to 
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of the 


time and, pleasant to relate, buys 
much of its materials locally, 4 
fine arts building was in Drog: 
ress and, if we remember ¢o;. 
rectly, another unit of the big 
hospital group and perhaps , 
dormitory. President Jessup, who 
is leaving the university to take 
a position as head of one of the 
Carnegie educational  corpors. 
tions or foundations, has had a 
remarkable record for raising 
money in the form of gifts for 








new 


City. 


TWO IOWA 
RETAILERS 


Left—R. C. DALY, 
of R. C. Daly & Co., 
Newton, lowa—who 
has had a_ widely 
varied experience, 
and is busy putting 
ideas to work 
in his business 


Right—ROBERT S. 
BURNSIDE, recently 
installed as manager 
of the Hawkeye 
» Lumber Co., at lowa 
He was for- 
merly in the lumber 
business at Chicago 





match the woodwork. They are 
offices that would have graced a 
metropolitan bank in the proud 
old days, B. C.—before the crash, 
that is. We believe this is the 
way bankers now fix their dates. 
George and Leland Nagle, sons 
and partners of the head of the 
company, tell us that this is a 
pleasant and comfortable place 
to work. 


SALES FOR PUBLIC 
CONSTRUCTION 


Mr. Nagle tells us that certain 
lines of businss held up well dur- 
ing the winter; notably cement. 
This company sold several thou- 
sand barrels of cement; some for 
use at the State university which 
is located here, some for other 
public works. The university is 
building more or less all the 


the big State institution; averag- J 


ing, so we were told, about $1,000 
a day for his entire administra 
tion of about eighteen years. 
The fine arts building is a gift 
from several sources, private and 
public, and has cost the Iowa tax 
payers nothing at all. 


Here, too, we heard of the ben- 
efits of CWA. Mr. Nagle is pres 
ident of a local bank, as well a8 
of the lumber company that 
bears his name; and he told us 
that on one Saturday when the 


CWA was going rather strong f 


the bank cashed $9,000 in CWA 
checks; most of them for $16 
each. This bank, so Mr. Nagle 
says, has large sums of money 
it would like to loan, and is de 
sirous of finding borrowers of 
the right quality. All of which 
makes a person wish that the 
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In Educational, 
Industrial Cities 


A RETAILER BUILDS A 
MODERN OFFICE 


CHEERFUL NEWS ABOUT 


LARGER PAYROLLS 


THE NEWER COMPETITION 


GOES INTO ACTION 


machinery could be developed to 
pring the good risks who want 
to build houses into working con- 
tact with the money that is look- 
ing for investment. 

Mr. Nagle had good words to 
say about the retail associations 
in this territory. The Northwest- 
ern covers four states; Iowa, 
Minnesota and the Dakotas. In 
addition, lowa has an association 
of its own which operates as a 
regional group within the North- 
western. These groups have been 
invaluable in understanding and 
applying the Codes. 


A NEW MANAGER 
TAKES OVER 


The Hawkeye Lumber Co., 
with head offices in Oskaloosa, 
has one of its many branch 
yards in Iowa City. Robert S. 
Burnside has been recently in- 
stalled as manager in this yard. 
He is a son of Ralph Burnside, 
formerly of Oskaloosa, and both 
father and son have been good 
friends of the manager of the 
AMERICAN LUMBERMAN. All lum- 
bermen in the middle West know 
Chas. Porter, head of the Hawk- 
eye line. Mr. Burnside is a grad- 
uate of the University of Wash- 
ington and is glad to be located 
in a university town. He was 
for some time in the lumber 
business in Chicago. 
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While Mr. Burnside had not 
been located long enough in Iowa 
City to be ready to express posi- 
tive opinions, he was. well 
pleased with the people he had 
met and with the prospects for 
business. The city is a beautiful 
place; a fine residence town. 
Building, as in all other cities, 
has not kept pace with real 
needs, and it seems certain that 
at the first moment conditions 
will permit, there will be a large 


‘and steady revival of home build- 


ing. It draws its share of trade 
from the rich farming country; 
and on the farms there is a tre- 
mendous market waiting until 
the sign is right. Mr. Burnside 
added the statement that every 
retailer makes; namely, that the 








The warehouse of the Jasper Lumber Co., of Newton, lowa, is well known for 


the fineness of its construction and appearance. 


The third generation is 


becoming actve in the management of this concern 


machinery for financing of good 
risks is not adequate. That 
seems to be the neck of the bot- 
tle; and we can think of nothing 
more important generally for our 
industry than an earnest dealing 
with this specific problem. 
Walter C. Hauer, of the Hauer- 
Lampert Lumber Co., had much 
the same story to tell about the 
desirability of better loan ma- 
chinery. This yard is a partner- 
ship with the Jake Lampert 
Yards. Buying is done through 
the latter corporation, though 
the Iowa City concern is not 
technically a member of the 


Here are three views of the beautiful interior of the Nagle Lumber Co., at 


lowa City, lowa. 


At left is shown the board room, in which the paneling 


goes to about ceiling height. At right is the front office, with finish of small 


panels at top of the broad sheets. 


Center view is of one of the fireplaces. 


Hardwood plywood is used. Red Top plaster boards and Rock Wool insulation 
have been highly effective in saving fuel and giving indoors comfort 





Lampert line: The department 
visited Mr. Hauer several weeks 
before these lines appeared in 
print. He said that while there 
had been some trade during the 
cold months, it had lacked much 
of being unusual. A CCC camp 
was established near Solon, a vil- 
lage lying to the north of Iowa 
City. Our impression is that the 
Iowa City yards pooled the sale 
of materials used in its construc- 
tion. This seems to be the usual 
way of handling those projects. 
Mr. Hauer said he had done some 
figuring during the winter, but 
that much depended upon the 
ability to get needed loans. With 
reasonable loan facilities, a good 
many houses and more remodel- 
ing projects would come into the 
market. 

Dealers of the upper Missis- 
sippi Valley don’t expect to sell 
much lumber during the winter. 
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A certain percentage of them 
handle coal then. Some add to 
winter volume by selling insula- 
tion. An attic, for instance, can 
be insulated as well in winter as 
in summer. But a good many of 
them would probably echo the 
statement of one prominent re- 
tailer; namely, that he’d be glad 
to close all his yards the first 
of December and keep them 
closed until the first of March. 
He added at once that this 
couldn’t be done; and we have a 
depreciated nickel that says he 
would not do it anyway. Every- 
day he’d sit at home, or hang 
around his favorite loafing 
places, thinking of nothing ex- 
cept an imaginary picture of 
long lines of people approaching 
the locked office door, trying the 
latch and going away in a tem- 
per. They may not sell much, 
measured in figures; but few 


Ps : 2 w 


dealers want to miss what is 
going. And they don’t want to 
miss that matter of goodwill that 
is built by being on the job, 
ready to answer questions, figure 
possible bills and keep the old 
service going. 


A WASHING-MACHINE 
CENTER 


Some ninety miles west of 
Iowa City on the Rock Island is 
the city of Newton, famous the 
country over as the washing 
machine center of the United 
States. Several powerful com- 
panies build these home laundry 
machines; but probably the May- 
tag Co. is the most widely 
known. Newton has had a re- 
markable growth during the last 
dozen years or more, during the 
time it was establishing itself as 
an industrial center. But forced 
economy hit the washing ma- 
chine market along with the 
rest. It may have been aided 
a little during the early period 
of the depression by the fact that 
certain people began doing their 
washing at home. But this was 
not enough to take up the slack. 
So it may be taken as an en- 
couraging sign of the times that 
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when the department stopped off 
in Newton briefly, the Maytag 
plant had the biggest working 
force of its long history, and was 
said to be some 40,000 machines 
behind its orders. Local dealers 
said all the houses in the town 
were full, and that factory work- 
ers were renting farm houses. 
Rents were advancing cautious- 
ly, and lumbermen were expect- 
ing sales of materials for repair 
and remodeling as soon as spring 
weather made outdoor work pos- 
sible. 

The Denniston & Partridge Co. 
is a line-yard concern, with 
branch yards in a good many 
Iowa towns and villages. Its 
head offices and yard are in the 
Newton factory district. Sales 
normally divide between city and 
country trade, for this is one of 
the many fine agricultural coun- 
ties of the State. We noticed a 


Coe 





brooder house that had been 
built in one of the alleys; con- 
structed on creosoted timbers so 
that it could be hauled around 
from place to place. When farm- 
ers begin buying portables again, 
that’s a sign of farm recovery. 
The experiment stations and the 
State College of Agriculture have 
pretty well sold this idea to 
Corn Belt stock men and poultry 
raisers. Newton has a great poul- 
try farm that sells day-old chicks 
by the scores of thousands. 

This is a prominent Iowa lum- 
ber concern; and the Dennistons, 
perhaps especially the young 
men of the second generation, 
have done much excellent work 
in association and regional-or- 
ganization work. 

The Jasper Lumber Co. is an 
old and powerful concern, with 
the third generation active in 
the management. Will and Fred 
Jasper are widely known in as- 
sociation circles; and Will has 
been serving as county chairman 
of the Code Administration. 


“Whatever other benefits the 
Codes and their installation have 
brought us,” Will Jasper re- 
marked, “and I think they do 
promise to put competition on a 


sounder basis, they’ve served to 
get dealers acquainted with each 
other. Of course this is a con- 
tinuation of something that has 
been going on for a long time. 


Our local organizations were 
helping along even in earlier 
days, though then we didn’t 


quite know what we dared to 
do as an organization. Now it’s 
necessary and quite according to 
Hoyle to talk about prices and 
policies, because the Code calls 
for it. 

“But I can remember years 
ago that when I tried to be 
friendly with some of the older 
lumbermen who are no longer 
here, I was completely misunder- 
stood. They took it for granted 
that competitors were personal 
enemies, and any evidence of 
friendliness was taken as a trick 
of some kind to get inside infor- 
mation or to put something over. 





This port- 
able brood- 
er house has 
been built 
by the Den- 
niston & 
Partridge 
Co., New- 
ton, lowa, in 
one of the 
alleys of the 
yard. It has 
tion of creo- 
a founda- 
i soted tim- 
/ bers 


Fortunately that old attitude has 
disappeared with the men who 
held it. All the dealers in this 
area are personal friends. We’ve 
been able to work out any num- 
ber of small problems, as well 
as big ones, in a rational and 
proper way just by meeting fre- 
quently. Of course there is still 
competition, as there should be, 
but lumbermen are finding that 
competition doesn’t have to be 
something dark and off-color. 
There’s a question whether that 
kind of trying to put deals over 
really should have been called 
competition. There are other 
words which describe it more 
accurately.” 


The Jaspers tell us that there 
has been quite a bit of prelimi- 
nary winter figuring; indicating 
that the idea of construction is 
active. We noticed a striking 
window display of several kinds 
of msulation, showing by con- 
struction sections how it is ap- 
plied. Such a display makes an 
impression in the winter time, 
when the prospective customer is 
suffering from a cold house. The 
big field of insulation in the fu- 
ture is going to be in new con- 
struction. We are guessing that 
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a good many of the houses pyj}; 
this year will be equipped even. 
tually with air-conditioning ap 
paratus. And at least the house 
can be prepared for it to the 
extent of being properly insv. 
lated. 

R. C. Daly, of the company 
that bears his name, is a genigj 
Irishman, descended from Irish 
kings, and has been active jp 
lumber retailing in Newton for 
many years. In his youth he be. 
came a famous cornetist and 
served in the British army jp 
India before coming to the Unit. 
ed States. For a time he was 
with the Denniston & Partridge 
Co., but years ago he bought out 
a yard that had become inactive 
and has since headed his owp 
company. Some years ago he 
erected a warehouse that em. 
bodies a good many unusual fea. 
tures, such as methods of 
ventilation. In fact the three 
Newton yards have as excellent 
retailing equipment as is likely 
to be found in any city of its 
size. 

Mr. Daly put in the Weyer. 
haeuser case of short lumber 
some time ago, to supplement 
the sales of hardwoods which he 
makes to manual training stv- 
dents in the schools. He said 
he couldn’t keep enough of the 
Weyerhaeuser play-blocks in 
stock. 

“There'll be some building in 
Newton and the country this sea- 
son,” he said. “I expect to see 
it start with repair and remodel- 
ing work as soon as spring 
opens. I don’t think there'll be 
any speculative building. All of 
us in this city got our tails 
caught in that door, some years 
ago. New houses built are like- 
ly to be for owners who are 
going to live in them.” 





Screen Sales Helps 


Plan now to get all the win- 
dow screen, screen door and 
combination door business you 
can this spring. The time for 
action is here. Some excellent 
ammunition for your campaign 
can be obtained by getting in 
touch with the Continental 
Screen Co., Detroit, Mich., which 
is prepared to help dealers with 
a line of new and attractive 
folders dealing with the fly ques- 
tion in general, as well as tell- 
ing of its own products. These 
new dealer helps are designed 
for mailing out along with state- 
ments, letters, circulars or other 
matter—as envelope stuffers—or 
to pass out to customers coming 
into your office. An excellent 
approach is to hand the cus- 
tomer one of these folders and 
ask, “How are you fixed for 
screen this spring?” That 
should open up a conversation 
that in many instances will lead 
to orders. Other folders show the 
merits of Continental construc 
tion, and are for the dealer's 
own information. 
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Planning for Economy and Efficiency 


After having occupied their 
“new” yard for the past five years, 
H. D. McKee and Fred M. Flem- 
ing, owners of the _McKee-Flem- 
ing Lumber Co. at Emporia, Kan., 
are more convinced than ever that 
careful planning and attention to 
detail pay big dividends; not only 
in increased convenience and util- 
ity but in actual dollars and cents. 

One of the features of this estab- 
lishment is the manner in which 
the lumber is piled in bins. In- 
stead of placing all lengths of the 
same kind of boards in adjacent 
bins as is the case in many yards, 
this firm piles the short lengths, 
regardless of width, in bins ad- 
joining each other. For example, 
all 2x4, 2x6, 2x8, 2x10 and 2x12, 
up to and including 12 feet in 
length, are concentrated in one 
end of the shed and piled in ad- 
joining bins. The space thus saved 
was boxed in with car siding and 
a cement floor installed, making 
available two nice storage rooms, 
one in each of the two sheds which 
run the entire length of the yard. 

A short passage way was left 
between the bins so that these 
rooms would be easily accessible 
from the alleys. At present one 
room contains a complete stock of 
roll roofing, while the other con- 
tains window and door frames in 
addition to a stock of glass and 
glass cutting equipment. 

The air-tight room used for the 
storage of oak flooring is another 
feature of this concern’s ware- 
house. It is lined with %4-inch in- 
sulating board, and steam-heated. 
This makes it possible to fill oak 
flooring orders with complete con- 
fidence that the product delivered 
on the job is bone dry and will not 
spread apart because of evapora- 
tion of moisture from the flooring 
after it has been laid. 

Thus adverse atmospheric con- 
ditions to which oak flooring is 
susceptible when stored in exposed 
piles are definitely eliminated. The 
manner in which flooring is cared 
for has made an excellent talking 
point for this concern and has re- 
sulted in many sales which other- 
wise might have been lost. 

The main office is also insulated 
with the '%4-inch insulation, over 
which plaster has been applied. 
This gives the prospective insula- 
tion customer an excellent idea of 
how his finished job will appear be- 
sides serving as an actual example 
of the advantages of insulation in 
controling temperature. 

One of the real money makers 
and labor savers used by the Mc- 
Kee-Fleming Lumber Co. is its 
5 h.p. overhead DeWalt saw. Be- 
sides the countless ripping, dadoing, 
and cut-off jobs that are constantly 
encountered in any lumber estab- 
lishment, the owners have found 
that the saw actually brings in 
business which carries a substan- 
tial margin of profit over and 
above the profit on the lumber used. 
Among such jobs are those of mak- 
ing grade stakes for use of the 
country engineer in surveying 
work, and the manufacture of a 
triangular molding that is exten- 
sively used in building concrete 
bridges and culverts. In addition, 


the saw enables the owners to 
salvage a great deal of salable lum- 
ber that would otherwise find its 
way into the scrap pile. 

The method of storing and han- 
dling cement that is practiced has 
proven especially satisfactory. The 
cement shed was constructed with 
a platform truck high extending 
from it, as shown in one of the ac- 
companying photographs. When a 


car of cement is unloaded the sacks 
small 


are placed eight high on 


about for some ideas that would 
enable them to keep the cash 
drawer from becoming cobwebby. 
One of the results of their efforts 
was a merchandising plan whereby 
customers were sold materials in 
as small quantities as desired. This 
was found to stimulate sales, inas- 
much as customers needing only a 
few pounds of plaster or part of 
a bunch of shingles to do a repair 
job would buy the exact amount of 
material to do their work, whereas 





Neat and attractive is the “Yard of Seven Gables,” owned by the McKee- 
Fleming Lumber Co., Emporia Kan. 


wood pallets and wheeled out of 
the car onto the truck by means 
of a hand truck. When unloading 
from the truck into the shed or 
when loading cement out on a job 
the same method is followed. Thus 
the cement is actually handled by 
hand only twice—when it is loaded 
on the pallets in the car and when 
unloaded from the truck at the 
job. The pallets are simply con- 
structed, being made from a piece 
of 1x12x24-inch, with a 2x2x12- 
inch piece at each end. This same 
idea with a few variations to suit 
the type of materials has been 
found suitable in handling com- 
position shingles and short oak 
flooring. 

In order to combat the purse- 
tightening effect of the depression 
Mr. Fleming and Mr. McKee cast 


if forced to take a whole sack of 
plaster or an unbroken bunch of 
shingles the work would have been 
left undone. 

The sale of used lumber has been 
found to be another source of 
profit during times when even the 
mention of buying new material 
was likely to send the customer 
scurrying out of the yard. The 
peculiar customer psychology of 
getting something “cheap” made it 
a comparatively simple matter to 
sell second-hand dimension lumber 
at two cents a foot at a greater 
margin of profit than could be 
obtained on the new product sell- 
ing at three cents a foot. 

Home insulation was seized upon 
as a fertile field to bolster up sales 
when other building material lines 
were at a standstill. After a thor- 








View of cement platform showing the labor saving method of handling. 
In center, piled against the wall, are the wooden pallets described in 


the text 


ough study of the possibilities, a 
supply of rock wool insulating batts 
was placed in stock and a man 
thoroughly acquainted with the 
product was hired on commission 
to sell and install the insulation. 
The plan has resulted in the sale 
of twelve nice jobs, ten of which 
were residences and two store 
building. The striking feature of 
this product has been found to be 
its “year ’round” possibilities and 
the enthusiasm with which the pur- 
chasers recommend it. Both Mr. 
McKee and Mr. Fleming are con- 
fident that as soon as money for 
improvements becomes more gen- 
erally available the demand for this 
profitable item will greatly in- 
crease as their experience indi- 
cates that the general public is 
just beginning to realize the ad- 
vantages to be gained by insulating. 

The business outlook for the ter- 
ritory surrounding Emporia is 
somewhat uncertain but on the 
whole is much brighter than for 
several years past. Increased prices 
for farm products and a loosening 
of credit facilities by building and 
loan associations would soon start 
business booming. At present 
there are no prospects for such a 
happy condition, but the “Yard of 
Seven Gables” and its owners are 
ready and waiting. 


Tests Strength of 
Bridge Timbers 


Mapison, Wis., March 12.—Ten 
wooden beams, taken from Mil- 
waukee railroad trestles in North 
and South Dakota, after nearly 25 
years of service, are being tested 
by the United States Forest Prod- 
ucts Laboratory here. With half 
the tests completed, no dangerous 
weakening of the timbers in serv- 
ice is apparent, it is stated by J. A. 
Newlin, chief of the laboratory’s 
timber mechanics section. 

The timbers are standard bridge 
stringers of Douglas fir, 32 feet 
long and 8 by 18 inches in cross- 
section. They were placed in serv- 
ice in 1910, shortly after the Mil- 
waukee road’s extension west of 
the Mississippi river. In the 
course of regular inspection and 
replacement railway bridge engi- 
neers found need of definite data on 
the strength of the timbers that 
were being taken out, and on ac- 
count of its close association with 
the bridge and beam problems the 
Laboratory was asked to make the 
investigation. 

The main tests consist of bend- 
ing and breaking on the Labo- 
ratory’s 200,000-pound machine and 
end-compression of short sections 
in the 1,000,0000-pound machine. 
Breaking loads have run as high 
as 62,0000 pounds on a 19-foot 
span and crushing loads to 933,000 
pounds, the largest test load yet 
registered on any timber in the 
large machine. Limits of safety 
had not been exceeded in the serv- 
ice life of the beam and in some 
instances the strength of the old 
material was superior to that of 
the ordinary timber of a select 
grade of new material, Mr. New- 
lin stated. 
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Retailers Round Table 








Do You Run a "Planning" Mill? 
Every Lumberman Should! 


No, that word in the title is Not misspelled. 
It means just what it says. It is suggested 
by a sentence appearing in a story sent in by 
an occasional contributor who in describing 
the successful operation of a certain large retail 
lumber business says that it is conducted on a 
“carefully planned system” and that a “planning 
mill” is run in connection therewith. 

That explains the company’s success. No 
business, large or small, can succeed without 
one. It exists under the owner’s hat, and is 
not limited by any NRA restrictions as_ to 
hours of operation. Indeed, it often functions 
at its best after the last of the help has put 
on his or her hat, shaken off “the cares that 
infest the day,” and departed, leaving the boss 
to figure out some way of meeting the week’s 
pay-roll, making provision for taking care of 
that note maturing the first of the month, ad- 
justing that troublesome claim of Bill Smith, 
the contractor, that has been hanging fire so 
long, and so on down the list of more or less 
pressing problems that seems never to grow 
shorter, for, like the Indian’s blanket, what is 
cut off at the bottom is added at the top or vice 
versa. 

All this is daily grist for the “planning” 
mill; but there are bigger jobs than any of 
these to be run through its mechanism if any- 
thing of real significance is to be accomplished ; 
plans for creating and developing business; 
better methods of merchandising, going clear 
back to the fundamental of discovering pros- 
pects and establishing contact with them ahead 
of keen merchandisers offering goods that to 
the unthinking person may seem to be more 
desirable than the goods, or even the finished 
product, offered by the lumber dealer. Mark 
that word “seem,” for nothing is, or can be, 
more intrinsically desirable than a good home— 
new or modernized. It is the dealer’s task to 
convince his public to that effect. The “how” 
of it is a job for the “planning” mill—and a 
big one, too. 

Questions of financing, of advertising, of 
competition, of personnel, and a score of others, 
await their turn to be put through the “plan- 
ning” mill. Yes, and here comes a couple of 
husky fellows each bearing a basketful more— 
one labeled “Code” and the other “Mode.” No 
wonder that the “mill” often operates far into 
the night. 

“All true enough,” someone may say, “we 
know our problems well enough, but how about 
some solutions?” Well, brother, there just 
aren’t any ready-made ones—they don’t come in 
stock designs. Every job for the “planning 
mill” is a special. Of course, precedents and 
experience—the experience of one’s self and of 
others—may help in arriving at conclusions; in 
a sense furnishing oil for the bearings of the 
“planning” mill. And perhaps we may mod- 
estly suggest that the columns of the AMERICAN 
LuMBERMAN have been known to yield “oil” to 
those willing to bore for it. It may not be 
without significance that two retail lumber con- 
cerns have recently written this department 
telling of their “scrap-book” libraries (one of 
ninety volumes) filled with trade information, 
plans, methods, etc., gathered from many 
sources, this journal being, as the ninety-volume 
compiler remarked, “well represented.” Such 
collections, properly used, unquestionably will 
yield “oil,” and the same useful commodity can 
be squeezed from the columns of the regular 
issues of any of the better trade journals. 

But after all, there is no substitute for hard, 
constructive thinking on the part of the big 


hoss himself. He must, to a very large degree, 
run his own “planning mill.” Employees are 
valuable mainly to the extent that they operate 
individual “planning mills” of their own—each 
in his or her own department or branch of the 


business. 
—— 


Adds Modernizing Manager 


SPRINGFIELD, ILL., March 12.—‘‘People who 
live in glass houses shouldn’t throw stones”— 
but if they should do so, the resultant damage 
could be quickly repaired by phoning or call- 
ing upon the Fitzpatrick Lumber Co., which 
carries a big line of window, automobile and 


Allyn Harper, recently placed in charge of 
modernizing department 


plate glass in all sizes; paints, too, of course. 
A carload of these commodities was lately un- 
loaded ; and due announcement made by the firm. 

In order to serve the public with utmost effi- 
ciency along the lines of modernization, the 
company has recently added to its staff a new 
member, in the person of Allyn Harper, who 
will look after the modernizing department. 
The company is advertising and pushing this 
department aggressively, with good results. 
Thomas C. Dunham, sales manager for the 
Fitzpatrick company, says that at no time have 
advance orders been so much in evidence as 
now; proving, he says, that “the need for re- 
modeling and repairs is really here and can not 
be put off another year.” Therefore he is look- 
ing for a very good remodeling year. 

He says, further, that the company’s paint 
and glass department has developed a very good 
line of business, with the added advantage of 
establishing contacts with the women folks. 

The modernizing department is getting in 
touch with the owners of vacant store rooms 
and talking to them about modernizing, especi- 
ally of store fronts, pointing out that this will 
make it easier to rent the stores. 

_—_-__ooOCooO 


AccIDENTS listed under the retail lumber yard 
group on a frequency basis show the majority to 
be caused by splinters, falls, being struck by 
falling objects, and vehicular, in the order 
named, all of which may be properly classed as 
“preventable,” because not, as a rule, the result 
of mechanical defects. 


— 


Crime Wave? No—Just Nitwits 
at Large! 


Judging from reports coming into this office 
there seems of late to be a sort of mild epi. 
demic of robberies of tills and safes in lumber. 
yard offices. Probably it would be more accy. 
rate to refer to these thefts as petty pilferings 
rather than to dignify them by the more sinjs- 
ter label of robbery; because, for obvious reg. 
sons, the amounts taken seldom run to a suff- 
cient amount to warrant a self-respecting mem- 
ber of the bandits’ union wasting his time and 
talents thereon. 

A case in point is that of the Panhandle Lum. 
ber Co., at Pampa, Tex., whose safe—our news- 
paper clipping bureau informs us—was re- 
cently robbed of the startling sum of 42 cents, 
The criminal, of unknown identity, evidently 
was a skeptical cuss of the “Oh, Yeah?” 
variety, who figured that notwithstanding a sign 
hung on the knob informing the cock-eyed 
world that the safe was not locked, neverthe- 
less took the optimistic view that there might 
be real “dough” inside, and proceeded to loot 
the box to the above amount. 

Just now, another clipping is placed on the 
writer’s desk. This one tells of another rob- 
bery; occurring—most appropriately—at Robs- 
town, Tex. (Was the robber playing a hunch?) 
Anyhow, this chap got away with $47 cash. 
Not so good, that. The mourner in this in- 
stance is the J. F. Grant Lumber Co., to whom 
condolences are extended. And—Great Scott! 
—the same company’s office at the nearby town 
of Harlingen also was broken into—perhaps by 
the same miscreant. 

In view of the flood of reports of small thefts 
—mostly under ten dollars—reported during 
the last week or two, we were about to specu- 
late as to the possibility of a lunatic asylum or 
home for the feeble-minded somewhere having 
been compelled to discharge its inmates; for 
surely no sound minded crook would expect to 
find money around a lumber yard in these days. 
But the fact that one of them actually did pick 
up $47 in real cash makes the subject too seri- 
ous to joke about, and suggests the propriety of 
taking all possible precautions to prevent simi- 
lar losses. Currency is a poor article to carry 
in stock these days—yet a certain amount must 
be kept on hand for the day’s business. The 
problem of safeguarding one’s working cash 
becomes acute in communities that are tem- 
porarily without banking facilities. 


Lumber Dealer Lists 125 Items 
Carried in Stock 


On the sales counter of the Hayward Lum- 
ber & Investment Co., Riverside, Calif. is a 
stack of multigraphed sheets, regular letter- 
head size, on which are listed (under the head- 
ing, “We Carry in Stock”) 125 items which 
begin with “Asphalt Emulsion” and end with 
“Wall Board Tape.” This is by far the largest 
listing of products carried that this writer has 
seen around any lumber yard. The valuable 
feature is that it includes so many items which 
the average person does not know are carried 
in lumber yards, and many which the average 
person does not realize can be purchased already 
prepared for specific uses. For example, under 
the latter classification, come breakfast nooks, 
chicken roosts, sink wings, ironing boards. | 

The alphabetical arrangement of the list 
makes it easy for a prospective customer to dis- 
cover whether or not the firm carries a parf- 
ticular item, or type of merchandise, that he 
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For example, the prospect might want 
cement piers; a glance at the list discloses that 
the firm carries them already made up. ; 

One of the sheets with the full list of 125 
items iS handed to each incoming customer with 
the suggestion that he keep it for future ret- 
erence; and whenever an employee makes a 
call upon a customer or prospect he leaves a 
copy of the list with him. The management 
feels certain that these lists have made many 
sales that otherwise might not have been made. 


needs. 





Announces Big Contest for 
Home Renovizers 


Evidently confident that there is money avail- 
able for home improvement and that the way 
to bring that money out of hiding and put it 
to work is the old time-tried method of offering 
an irresistible bargain, the Edward Hines Lum- 
ber Co., which operates nineteen retail yards 
in Chicago and suburbs, has announced a home 
remodeling contest by full-page advertisements 
in Chicago’s leading daily papers, and is offer- 
ing $2,100 in prizes—first prize to be $1,000. 
The “battle cry” of the contest is “A $25 Im- 
provement May Win $1,000.” 

The announcement included suggestions for 
exterior and interior alterations and additions, 
and illustrations showed the great improvements 
possible in such places as attic, living room, 
kitchen, porch, and general exterior appearance. 
A list of the prizes, down to the eighty of $5 
each, was followed by the rules, which include: 

1. Prizes awarded for improvements which 
enhance the home or apartment most in ap- 
pearance or convenience or value, for the 
money invested. Each entry will be judged 
solely upon how well it has been done—not 
upon its size. 3. At least half of the mate- 
rials used should be those ordinarily applied 
by carpenter or painting contractors. 4. We 
recommend the use of reliable contractors, 
but you can do your own work if you wish. 





AMERICAN LUMBERMAN 


Henry P. Goertz, retail sales manager of the 
company, told the AMERICAN LUMBERMAN that 
contractors are greatly enthused about it. One 
home-owner swung a $450 order to Hines on 
account of this contest, though this company 
was $10 high on the bids. “I guess I can chance 
$10 on a $1,000 prize,” the customer said. 


Here's Good Side-Line 


Lumber dealers probably have more poten- 
tial customers for glue come into their yards 
and stores than enter the business premises of 
any other retailers. This is because glue is 
so universally used in connection with lumber 
and wood products of all kinds by householders, 
homecrafters, Boy Scouts, manual training stu- 
dents, contractors and carpenters etc. Why 
not, therefore, display a line of glues, con- 
veniently packaged in sizes suited to all users, 
from 10-cent cans up? Write the Casein Manu- 
facturing Co. of America (Inc.), 205 East 42nd 
Street, New York, asking them to send you 
the facts on the profit possibilities of Casco 
Waterproof Glue, and “get set” for the spring 
demand, incident to the annual crop of repair 
jobs that become evident at this season. 





29 
Tells of Quality Glass 


“Through the Window Glass” is the in- 
triguing title of an eight-page illustrated book- 
let issued by the Scohy Sheet Glass Co., makers 
of Health-Lite window glass, Sistersville, W. 
Va., for information of dealers in building ma- 
terials. It describes and illustrates in inter- 
esting style some of the processes that result 
in this company’s quality product. The booklet 
answers the consumer’s inquiry, “Why should 
I buy Scohy glass?” The Scohy company in- 
vites requests from dealers. 





Another Alabama Homestead 


Project Announced 


Jasper, Ava. March 12.—The Federal 
Homestead Board has approved a project for 
one to three hundred homes in this district. 
This project is similar to the four projects 
approved recently for the Birmingham section. 
Washington reports indicate that the building 
program will be approved and the work started 
within a short time. 


Selling Fly Screens in March— 
and Later 


The Alexandria Bay (N. Y.) Lumber Co. 
boasts of having filled two orders for screen 
during the first week of March. That led one 
of its customers to dare the company to try to 
get an order right now for storm sash for next 
winter. So the A. B. company is appealing to 
its friends to come to the rescue with an order 











Left—Convenient table for displaying and cutting screen, built and used by an Iowa dealer. 
venient for handling window screen of all sizes 


5. Materials need not be bought from the 
Hines company. 6. Before-and-after pictures 
of the improvement, taken from same posi- 
tion; may be snapshots; if the Hines com- 
Pany furnishes the materials, it will furnish 
the pictures free. 9. All contestants must 
register before improvement starts and not 
later than June 15. Final entries with pic- 
tures (on official entry blanks) must bear a 
postmark not later than Aug. 31. 


A registration coupon, outlining the improve- 
ment being considered, was part of the adver- 
tisement; it requested “please send me entry 
blank.” This entry blank is not mailed, but a 
salesman delivers it in person, together with 
more detailed suggestions for improvements, and 
obtains all possible information about the house, 
its value, and the improvements contemplated. 
These data he puts on a card, which will go 
to swell the Hines mailing list and should be 
indeed valuable information. 

Already the contest is well under way, and 


for storm sash. 


will be? 
‘ Anyhow, while it may be a trifle early to be 
thinking about storm sash, it is none too soon 
to begin to plan your screen sales campaign— 
including advertisements, displays etc. There is 
a big potential market for these goods, because 
during the recent years of reduced incomes and 
dwindling purses a great many householders 
have allowed their screens to become worn out 
and rusted out until replacements can hardly be 
longer avoided. A little advertising, perhaps 
some circular letters, and an attractive window 
or store display of screen, reminding people 
during the next few weeks that “Now is the 
time,” should be productive of especially good 
results this year. 

And—it might do no harm to be thinking 
ahead a little about a storm sash campaign next 
fall, remembering that the early bird catches 


Wonder what the response 


the worm, and that most successful campaigns 
are planned months ahead. Right now the big 
city department stores are laying their plans for 
capturing their share (and a little more) of 
next winter’s holiday trade. They look far 


ahead. That’s one reason why they are big. 
One of the accompanying illustrations shows 








Right—A Michigan dealer finds these racks con- 


a very convenient table for displaying and cut- 
ting screen, observed in the shed of an lowa 
dealer. It is situated just outside of the office, 
in one of the alleys of the shed. The table was 
built in the yard. The top is covered with hard- 
wood flooring, with feet and inches marked 
thereon for convenience in measuring, the floor- 
ing providing a smooth, even surface for un- 
rolling and cutting the screen to any desired 
length. Bins for storing the rolls of screen 
will be observed both in the sides and the ends 
of the table. The longer rolls are kept in the 
end bins, while the shorter ones are stored in 
the bins built crosswise just under the top of 
the table. A cabinet and drawers in the center 
of the table provide space for keeping the tools 
and supplies needed in making up screens. Un- 
doubtedly having the screen stock displayed this 
way results in increased sales, as customers 
entering the yard can not help seeing it and be- 
ing reminded of their needs in that line. 
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ardwood Institute Reviews Code Situation 


Finds Majority Strongly in Favor of New Order of Business—Studies 
Compliance Needs—Adds Small-Mill Operators to Its Directorate 


MEMPHIS, TENN., March 13.—With more 
than 600 large and small sawmill men present 
from both the Southern and Appalachian sec- 
tions of the hardwood producing territory the 
first annual meeting of the Hardwood Manufac- 
turers Institute (Inc.), since the adoption of 
the Lumber Code opened this morning in the 
Hotel Peabody. Including guests the attendance 
approximated 1,000. 

President Lee Robinson, Mount Vernon, Ala., 
reviewed the work of the institute since he be- 
came its president and summarized the work yet 
to be done. He pointed out the need for com- 
plete co-operation of all manufacturers, and said 
that the most important feature of the Code 
was the control of production; that this would 
go on even after the Code had expired. He also 
told of the amendments which are being con- 
sidered such as “birth control” (speaking of new 
mills) ; changes in reference to commission men, 
and also wholesalers; and the adoption of ex- 
port prices. He mentioned the part that the 
small mill operator should play in the activities 
of the institute and urged them to take an inter- 
ested part. 

Small Operators for Directorate 


George H. Henderson, Lufkin, Tex., moved 
that a committee be appointed at once to nomi- 
nate seven small operators to the directorate, 
as well as nine regular directors. Accordingly, 
the following committee was appointed by the 
Chair: John Raine, chairman; F. T. Baker, 
Emmett Ford, Carl White, Basil Kenny, F. T. 
Bacon and D. C. Johnson. 

John W. Bailey moved that a resolutions com- 
mittee be appointed and that all resolutions be 
presented in writing, which motion was carried, 
the following committee being appointed: John 
W. Bailey, chairman; Parish Fuller and J. W. 
Mayhew. 

H. Curtis Dewey, treasurer, read the annual 
report of the auditors, which showed the insti- 
tute to be in good financial condition. 


Report of the Secretary 


The report presented by Secretary J. H. 
Townshend was brief and to the point. One 
year ago, he said, all mills were selling hard- 
woods at a loss, whereas today, with the mini- 
mum prices in effect, there was again a smile 
on the faces of the operators, and the outlook 
was much brighter than for many years. 

“Today,” said he, “you can recover your out- 
of-pocket cost, your current prices are above the 
floor level, and unrestrained and _ illegitimate 
competition has run its course. Neither the 
chiseler nor the sharpshooter will occupy a 
prominent and active place in our industry 
again.” 

Mr. Townshend stressed the statement that 
there must be increased consumption of hard- 
woods if the Code was to succeed in its entirety. 
“Trade promotion work must be started at 
once, which means a survey of the consuming 
markets, industrial research work, and general 
promotion of the use of wood. We can only 
obtain increased working hours and more em- 
ployment by finding new markets and expanding 
those now existing.” 

He also said that it was going to be neces- 
sary to prevent the starting of new mills until 
additional markets can be found. Controlled 
production would result in long-time planning 
for sawmills, something unheard of in this in- 
dustry. He also enlarged upon the benefits 
which have already come from operation of the 
Code, mentioning that since the Code took effect 
some slow-moving items, such as elm and maple, 
have been sold; and that within the last ten 
days shipments have exceeded production, and 
he thought that stocks would be reduced in 


March, for the first time. He intimated that 
there would be no change in hours for April, 
120 being the present running time. He told of 
the many complaints that had been made, saying 
that a total of 1,211 had been received, of which 
only 98 were yet to be handled. Ninety per- 
cent of the reported violations had been adjusted 
and few willful violations had been found. 


Tells Meaning of the Code 


“What the Code Means to the Lumber In- 
dustry,” was the subject of an address by C. C. 
Sheppard, member of the Lumber Code Author- 
ity, the National Control Committee, and a 
director of the Institute, who came here from 
Washington, D. C., for this meeting. 


“Would you like to go back to the old meth- 
ods of doing business in the hardwood indus- 
try?” was the challenge hurled by this speaker. 
Many voices were heard to say “No!” He 
dubbed those not willing to co-operate as 
“cheaters,” and said that they would always be 
with us to some extent but could be eliminated 
if all were in agreement as to the good that 
could come from operation of the Code, and 
also as to minimum prices. ; 

He urged the small-mill men to take an active 
part in the work of the institute, and mentioned 
the price advantage of the small operators; also 
that they were allowed the same running time 
as the larger operators, which was bound to be 
an advantage. He showed that many small-mil! 
men who could not operate in 1932 and 1933 
were now able to produce hardwoods and yet 
sell at a profitable margin, which is much 
harder for a large operator to do. 

The necessity for compliance was pointed out 
if the Code and industry is to succeed, and in 
this connection he mentioned the stand now 
being taken by Congressman H. P. Fulmer, of 
South Carolina, who recently wrote small-mill 
operators in his State urging them to operate 
on what he termed “the common-sense basis,” 
and to look out for the men who come around 
to see them. This “common-sense basis,” Mr. 
Sheppard said, is cheap labor, for this Congress- 
man fought against the present wage scale and 
wished for a 10-cent hour, while the present 
scale is 25 cents an hour. 

“Either the Congressman must back up and 
support our Code or our Code must be changed,” 
said Mr. Sheppard, asking, “How can you ex- 
pect the lumber industry to bring about com- 
pliance with the Code when Congressmen advise 
mill owners to disregard it and to operate on 
a ‘common-sense basis?’ ” 

The speaker also told of the meeting held in 
Washington last week, and of the committee 
of fourteen appointed from the group of manu- 
facturers of durable goods, such as hardwoods, 
to study the proposition of decreased hours of 
labor and higher wages. He said that it would 
be impossible in the hardwood industry to try 
to shorten hours and increase wages, as it 
would simply freeze employment, for it would 
mean higher prices, which could not be obtained 
at this time. He pointed out that before making 
these changes the consumption of hardwoods 
would have to be expanded. 

In connection with the cost-protection prices 
Mr. Sheppard pointed out that wages were 
higher, and prices lower, during 1927, 1928 and 
1929 than now, and showed how the industry 
would fail without these prices. In this connec- 
tion he asked a rising vote on how many would 
want Section Nine (the cost-protection price 
section) eliminated from the Code. Four mill 
men—three large and one small—stood, as op- 
posing the present cost-protection prices, while 
the majority of the operators favored retention 
of the cost protection prices. 


Election of Directors 


The report of the nominating committee (for 
directors) was called for, and the following 
were elected: 

Vv. M. Scanlan, Lamar Lumber Co., Boga. 
lusa, La.; P. P. Joyes, W. P. Brown & Sons 
Lumber Co., Louisville, Ky.; E. B. Ford, Men. 
gel Co., New Orleans, La.; J. W. Bailey, East- 
man-Gardiner Hardwood Co., Laurel, Miss.; B, 
R. Boyd, Virginia Hardwood Co., Tazewell, 
Va.; W. M. Camp, Camp Manufacturing Co, 
Marion, S. C.; C. L. Faust, Faust Bros. Lumber 
Co., Jackson, Miss.; Keith M. Spurrier, Fisher 
Lumber Corp., Memphis, Tenn.; and Lee Rob. 
inson, Mobile River Sawmill Co., Mt. Vernon, 
Ala. 


The small-mill operators named for places on 
the directorate were: 

S. A. Williams (District No. 2), S. A. Wil- 
liams Lumber Co., Fordyce, Ark.; and (District 
No. 5) L. E. Brown, George C. Brown Lumber 
Co., Greensboro, N. C., for three-year terms; 
(District No. 6) H. C. Fowler, H. C. Fowler 
Lumber Co., Macon, Ga.; (District No. 7) Wil- 
liam C. Gross, Morrison-Gross Lumber Co, 
Elkins, West Va.; for two year terms: (Dis- 
trict No. 1) N. E. Leming, jr., M. E. Leming 
Lumber Co., Cape Girardeau, Mo.; (District 
No. 3) R. H. Bodine, C. P. Bodine Lumber Co., 
Inverness, Miss.; (District No. 6) W. H. Wal- 
ker, Walker & Smith Lumber Co., McMinn- 
ville, Tenn., for one-year terms. 

An address on “Cost Protection Data” was 
delivered by J. S. Seidman, accountant for the 
Lumber Code Authority, Washington, D. C. He 
told how the Code would make members of the 
hardwood industry “cost-minded,” and showed 
that need for finding of costs for a long time 
had been felt in the industry. He told of the 
compilation of figures in Washington and 
pointed out the necessity for a large volume 
of reports. Cost reports, he said, would be 
required only quarterly instead of monthily as 
in the past. 


Enforcement of Code Compliance 


John Exby, Memphis attorney for the insti- 
tute, made a short talk on “Enforcement of the 
Code Compliance,” reading the law and empha- 
sizing the clauses in reference to enforcement. 
He showed that the enforcement could be 
through injunction by the district attorney, in- 
dictment by the Federal grand jury, or inves- 
tigation by the Federal Trade Committee. He 
said that of more than 1,000 complaints of vio- 
lations of the Code only 44 had been determined 
to be deliberate violations, and that these cases 
were now to be handled by the Lumber Code 
Authority and the United States Government. 

“The Future of the Code” was the subject of 
a short address by J. V. Norman, attorney for 
the Hardwood Manufacturers Institute, Louis- 
ville, and Washington. He emphasized that no 
agreement or code could be enforced unless 
there was an enforcing agency, such as the 
United States Government and that self-govern- 
ment depended wholly upon the enforcing 
agency. “All depends upon the public will, 
said Mr. Norman. “You have in Washington 
a leader who is walking the middle of the road. 
No one else could have done the things that 
he has done, and you should all stand behind 
the President.” 

Fred Arn, J. M. Card Lumber Co., Chicka- 
saw, Ala., chairman of the cost protection com- 
mittee of the Hardwood Manufacturers’ Insti- 
tute, told how all prices were arrived at by this 
committee. 

The first day’s sessions closed with a short 
talk by W. H. Walker, president of the Central 
Tennessee Saw Mill Association, McMinnville, 
Tenn., on “Small Mill Problems.” Mr. Walker 
is qualified to talk on this subject, as he oper- 
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ates several small mills himself. He pointed out 
that most operators were truly “peckerwoods,” 
and that they had no means of selling the lum- 
ber which they produced. He pleaded for a bet- 
ter discount for wholesalers, which would mate- 
rially aid these operators in disposing of their 
stocks, produced in the main with their own 
abor. P 

Discuss Trade Practice Rules 


At the opening of the second day’s sessions, 
Fred Bringardner, vice president of the Insti- 
tute and member of the Lumber Code Author- 
ity, addressed the convention on “Proposed 
Changes in Rules of Fair Trade Practice by 
the Lumber Code Authority.” He outlined the 
work of the Authority in reference to the rules 
which have been promulgated, and also told of 
the many changes that are being considered, par- 
ticularly in reference to wholesalers and whole- 
sale yards, and the rules for sale of hardwoods 
between manufacturers. He said that the latter 
would probably be changed so that manufac- 
turers could only buy below code prices from 
each other where there is an actual order and 
the lumber was not for yarding, but loading 
into the car for immediately delivery. He told 
of the change in ruling in reference to the sale 
of circular sawn stock, which will be $2 less 
for FAS grade, $1 less for common grade, and 
nothing for No. 2 grade. He told how the Au- 
thority considered all problems submitted to it 
and ruled on the merits of each case, and he 
thought that within the next thirty to sixty 
days all matters of importance will be cleared 


up. 

—_— B. Ford, president National Lumber 
Exporters’ Association and Institute director, 
told of the export rules under the code, which 
have now been published and will become ef- 
fective about March 23. These rules do away 
with consignment lumber for a minimum c.i.f. 
price, under a formula which figures the price 
for southern manufacturers of group 10, plus 
ocean freight, at Conference rates, plus $1 and 
plus 10 percent, which takes care of commis- 
sions and discounts. The code will further fix 
the largest discount of 5 and 2% percent, and 
will do away entirely with the fluctuation of 
prices, except for changes in ocean rates. He 
said that the rules in connection with the ex- 
port trade were much the same as the domestic 
code, and that these would be distributed to ex- 
porters by mail within a few days. 


Trade Promotion Is Necessary 


An interesting talk was delivered by Laun- 
celot Sukert, architect, of Detroit, Mich., who 
was formerly president of the Michigan Society 
of Architects, on “Necessity for Trade Pro- 
motion Work.” Mr. Sukert told of the many 
years that he has been an architect and how 
during that time he had been approached only 
occasionally in reference to the use of hard- 
woods in building, and showed how the type 
of solicitation had not been the kind that would 
actually obtain results from architects. He 
dwelt at length on the methods of selling archi- 
tects, and showed how after all the architect 
was the best salesman for hardwoods, and yet 
this salesman had not been properly educated. 
He stressed the necessity for selling hardwoods 
to the architect, as well as the builder, if results 
ate to be obtained. His address could easily 
have been considered a good sales talk to manu- 
facturers, who have been slack in selling hard- 
woods in the past. 

Mr. Sukert said every city in the United 
States in the next few years will be rebuilding 
old structures, and that new and modern build- 
ings will supplant the old ones now being torn 
down. He mentioned changes in residential 
sections which will cause a demand for build- 
ing materials. He said, however, that this will 

slow, and there will be no boom. 


Advocates Fireproofing Hardwoods 


He mentioned how steel had supplanted hard- 
woods, because of lack of education and sales 
Promotion work by the hardwood manufacturers, 
and urged that a research bureau be formed 
or the purpose of developing means to make 
hardwoods more fireproof, so they can be used 
in the larger buildings and comply with fire 
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regulations. He pointed out many means of 
advertising, including magazine and other in- 
direct methods. He also dwelt on the direct 
methods, which means actual calls upon archi- 
tects, who today design about 70 percent of all 
buildings, value being considered. He said that 
the hardwood manufacturers would have to 
modernize their product if they intended to 
revive interest in it, and if they are to be pre- 
pared to get their share of the building trade 
in the future. 

Just before adjournment for noon, V. M. 
Scanlan, on behalf of the directors, presented 
President Lee Robinson with a beautiful silver 
service in recognition of the work he has done 
during the past year. F 


The Final Session 

Immediately following the noon recess an ad- 
dress was heard from Ed R. Linn, forester em- 
ployed by the Institute, on the reforestation ar- 
ticle of the Lumber Code. He said that on 
June 1 this provision will be made effective, 
which means that trees will be left standing on 
every bit of timber land that is cut. He pointed 
out how this would be of great help to the 
hardwood industry, and to future generations. 
It is the first step toward reforestation. 

C. C. Sheppard, member of the Lumber Code 
Authority, and of the National Control Com- 
mittee, was recommended by the Institute, b 
passage of a resolution, to become executive of- 
ficer of the Lumber Code Authority, the posi- 
tion recently relinquished by C. Arthur Bruce. 
While it is not sure that Mr. Sheppard will 
take the position, his firm will be asked by the 
Institute to release him from his duties with the 
Touisiana Central Lumber Co., Clarks, La. 

A resolution was adopted condemning the use 
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of advertising of automobile manufacturers in 
reference to steel bodies, claiming they are su- 
perior to combination wood and steel bodies, 
and urging all hardwood men to see that cars 
purchased are those in which wood was not 
only used but advertised as used in the manu- 
facture of the bodies. 

A resolution was adopted opposing decrease 
of hours of labor and increase in rate of pay 
for the hardwood industry at this time, setting 
out that this could not be done until a better 
market has been created. 


Another resolution adopted provided that, in 
view of the fact that all but five percent of the 
manufacturers are living up to the code, the In- 
stitute should immediately ask the United States 
Government to prosecute those not living up 
to it. 

J. H. Townshend, secretary-manager, an- 
nounced that after several meetings of the cir- 
cular sawmill men, small operators, these men 
had agreed to support the code, and had ac- 
cepted the new amendment which gives them 
a slight price advantage over the band sawn 
stock. In the general discussion that followed, 
it was announced that hardwoods would not be 
grade marked, but that the car card will be 
continued. Much discussion was also heard re- 
garding concentration yards and wholesale deal- 
ers, but no action was taken. 


The convention then adjourned. 

At a special meeting of the board of direc- 
tors, Lee Robinson, of Mount Vernon, Ala., was 
re-elected president of the Institute. Fred 
Bringardner, of Lexington, Ky., and Ben John- 
son of Shreveport, La., were re-elected vice 
presidents, and J. H. Townshend, secretary- 
manager. 


Protest Suggested Changes In’ 
Price Differentials 


[Special telegram to AMERICAN LUMBERMAN] 


New Or.eans, La., March 13.-—Emphatic 
protest against abandonment of existing differ- 
entials between lumber produced at Class A and 
Class B mills was voiced here today by repre- 
sentatives of small mills from all parts of the 
southern pine producing region, in a hearing 
conducted by the cost-protection price commit- 
tee, which was warned by spokesmen that such 
a step would result in widespread disregard of 
Code minimum prices by smaller, numerous 
units, with attendant destruction of the schedule. 
The hearing, presided over by Chairman V. A. 
Stibolt, was conducted under a resolution adop- 
ted by Southern Pine Association directors, 
Jan. 26 and 27, which read: 

Recognizing the inequities in the present 
classification of mills according to “A” and 
“B” and the difficulties of administering cost 
protection under such classification, the board 
of directors instructs the cost protection com- 
mittee, after open hearings, to work out price 
differentials for products below accepted 
standards of quality upon an item, grade and 
quality basis, and upon approval of the com- 
mittee of that basis the Lumber Code Author- 
ity be requested to cancel the “A” and “B” 
classifications and approve the bases recom- 
mended in lieu thereof. 


The situation was outlined at the opening of 
the hearing by A. S. Boisfontaine, assistant 
SPA secretary-manager, referring to com- 
plaints from “A” mills that the existing dif- 
ferential is causing business in common lum- 
ber to be thrown to the “B” mills. The sub- 
stitute proposal, he said, was to work out a 
price schedule which would reflect actual 
differences in quality of the lumber itself, ris- 
ing from the character of the timber, 
equipment for refining, use of sap stain 
preventatives, and other factors entering 
into market value. When arrived at, such 
a schedule would supplant the present cost- 
protection price list and its fixed differen- 
tials for “A” and “B” mills. Mr. Boisfontaine 
also referred to Retail Lumber Code admin- 
istrators establishing their minimum prices 
on the “B” manufacturers’ list rather than 


upon the full list, as in error, and confusing. 

Lacy H. Hunt, Nacogdoches, Tex., and M. 
B. McLeod, Camden, Ark., for the West Side 
Pine Association, declared complaints arose 
from present groupings, and asserting that three 
price levels normally existed, proposed that 
three groupings of manufacturers be established, 
to wit: “A” mills, highest type equipment, tim- 
ber etc., capable of meeting any competition, to 
sell strictly at cost protection prices; “B” mills 
well equipped with steam kilns, but having less 
recognition in distributive channels, to sell at 
existing differential of $2 per thousand on No. 
2 common and below and 10 percent on No. 1 
common and above; “C” mills having planing 
mills but air drying all lumber, to sell at differ- 
entials of $3 per thousand on No. 2 common 
and below and 15 percent on No. 1 common 
and above. 

The West Side association recognizes the 
following factors entering into marketing price: 
Quality of timber stand; plant facilities ; limited 
variety of items manufactured with resulting 
greater service; size of inventory, regulating 
quickness of shipment; and, trade reputation. 
On the latter, the West Side association spokes- 
man asserted: 

Some mills by virtue of the large size and 
scope of operations, make extensive use of 
trade journal advertising and other forms 
of printed propaganda which play an active 
part in securing trade for them, and which 
instill in the mind of the prospective buyer 
the idea that their product is more to be de- 
sired than that of a mill whose total output 
is not large enough to warrant the expense 
of such advertising. This policy of advertis- 
ing has been followed for so great a number 
of years that the names of such lumber pro- 
ducers are universally known among the 
trade, and their products are accepted and 
regarded by the trade as being of the highest 
quality and greatest value without further 
question. 

Mr. McLeod asserted complaints came from 
low “Class A” and low “Class B” mills and 
threaten the price structure. Chairman Stibolt 


(Continued on Page 67) 




















W. G. ANDERSON, F. M. 
Franklin; 
Re-elected Treasurer 


TORRENCE 
Xenia; 
Re-elected Secretary 


CoLumevus, Oulo., March 12.—The fifty- 
third annual convention of the Ohio Association 
of Retail Lumber Dealers, held at the Deshler- 
Wallick Hotel, here, Feb. 28 and March 1 and 
2, was aptly styled the First Code Convention. 
Four-fifths of the program was built around 
Code matters, and several of the important ses- 
sions were given over exclusively to a discus- 
sion of Code interpretations and problems. Then 
again it was one of the best attended conven- 
tions in years, with a registration of almost 
850 retail lumbermen. Representatives of some 
of the important associations throughout the 
country were in attendance. 

A feature of the convention was the Code 
Question Box. Homer W. Ballinger, Spring- 
field, president of the association and chairman 
of the executive committee of the Retail Lum- 
ber and Building Material Code Authority, an- 
swered the many questions propounded. 

President Ballinger in his opening remarks 
called attention to the great opportunity for 
reconstructing the retail lumber business, and 
of bringing it into line with the requirements 
of the New Deal. He declared that while the 
rank and file of the membership may not all 
be satisfied with what has been accomplished, 
there has been much good done by the officers 
and directors in an effort to solve the prob- 
lems of the industry. President Ballinger re- 
ported fully on Code negotiations and interpre- 
tations. The Code will make an effort to curb 
the “volume hounds,” and it will not permit 
such dealers to run wild, as they have at some 
periods in the past. The speaker said that one 
of the worst problems is the overlapping of 
Codes, especially with the housewreckers, the 
contractors, the floor layers, the mail order 
houses and others. Other problems confronting 
the Code Authority and the NRA are freight 
rates, definition of “retailer” and “wholesaler” 
and rules governing each class of business. He 
warned dealers to keep in mind in their pricing 
that others can enter the business if the pros- 
pects are made too attractive. 


Urges Respect for Other Codes 


Mr. Ballinger advised lumbermen to respect 
the Codes of other industries. They in return 
will be more apt to respect the lumbermen’s 
Code. “If you run a contracting department,” 
he said, “then segregate it completely from your 
lumber business, and operate that department 
under the contractors’ Code.” 

John M. Stoner, member of the Builders’ 
Supply Code Authority, spoke on the Builders’ 
Supply Code, which is being enforced in Ohio 
by the same authority as the Retail Lum- 
ber Code. He declared that after the sign- 
ing of the Code, it was found necessary to edu- 
cate his own people, because of the many dras- 
tic changes whick had been brought about. He 
said that the method of arriving at costs was 
about the same as in the Lumber Code, with 
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[NOTE: A preliminary telegraphic 
report of opening session of this con- 
vention appeared on page 44 of March 
3 issue of the AMERICAN LUMBER- 
MAN.—Editor.] 





some variations necessary to take care of their 
special business. He expected that some diffi- 
culties might arise over the method of selling 
cement, but that these may be worked out in 
conjunction with the Cement Code Authority. 
He outlined a plan of selling cement which he 
believed would be equitable. 

Don Battelle, consulting accountant Retail 
Lumber Code Authority, spoke on the forms 
and manual which have been prepared by his 
department as an aid to cost finding and Code 
compliance. The system, he declared, can be 
put into effect by any ordinary bookkeeper, and 
meets all of the requirements of the Code as 
far as accounting is concerned. He predicted 
that since the Code will bring about better 
accounting, a much better management or mer- 
chandising knowledge will develop. 


Association to Be Incorporated 


At the afternoon session, Ralph M. Lucas, 
legal counsel of the association, outlined the 
plan of incorporation of the association under 
Ohio laws, in order that officers, directors and 
members would be freed from responsibility in 
the Code enforcement. The name of the asso- 
ciation will remain the same, and the officers, 
including the president, two vice presidents, 
treasurer and secretary, will be the incorpora- 
tors. The former directors will be named as 
trustees—as they must be styled under the in- 
corporation. Outstanding in the action incor- 
porating the association was the formal agree- 
ments to a code of regulations, which will be 
the guide for association members. This will 
have to be approved after the incorporation is 
completed. 

President Ballinger again spoke on various 
features of the Code, with special reference to 
mail order houses, general retail stores, con- 
tractors, itinerant roofers and others. A num- 
ber of these have no special codes of their 
own, such as mail order houses, but he expected 
to see such codes approved. 

O. L. Appleton, secretary Millwork Cost Bu- 
reau, regional administrative agency, Special 
Millwork Subdivision, described the Millwork 
Code, and dovetailed his work in with the Lum- 
ber Code administration. He declared that the 
possession or use of a saw or planer by a 
retail lumberman, or the use of woodworking 
machinery, tnakes such business subject to the 
Millwork Division Code. 


A Plea for Honesty and Fairness 


John F. Carter, public relations director of 
the Southern Pine Association, spoke on “Co- 
operation from the Southern Pine Association.” 
He declared that the Southern Pine Association 
is now the Code Authority for the 10,000 mills, 
large and small, in seventeen States ranging 
from Delaware to Texas. To do its work, 150 
employees are necessary, many of them work- 
ing long overtime. The association has 55 men 
in the field. 

Mr. Carter described the methods used to 
arrive at the average cost of $27.25 a thousand, 
as the basis for their cost determination. He 
said that since = percent commission is now 
given to salesmen and 8 percent discount to 
wholesalers, many retailers have their letter- 
heads contain the title “Wholesaler,” and are 
buying with the 8 percent discount. He said 
it was very common for a sale to be made 
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through a salesman to a wholesaler with the 
commission and discount demanded and allowed, 

The speaker pleaded for honesty and fairness 
on the part of the retailers in carrying out Code 
provisions, and pledged the Southern Pine Asso. 
ciation to co-operate to its fullest extent. He 
declared that in recent weeks 26 percent of 
the lumber sold by southern pine mills has 
been sold at prices above cost protection price 
list. 


Questions "Sound and Square Edge" 


A. C. Davis, Columbus retailer, brought up 
the matter of the “sound and square edge” class, 
which he declared is causing a lot of trouble 
to retailers, and which is being used to under- 
sell. He said that some retailers are claiming 
that “sound and square edge” is the same as the 
old class No. 2 common and better. Mr. Car- 
ter replied that the grades were not the same 
by any means, and that the sound and square 
edge was written to accommodate certain mills 
in the Carolinas and Virginia which have used 
that name for more than fifty years. He de- 
plored the misrepresentation. and said that it 
was purely a mongrel grade. 

W. W. Fobes, Indianapolis, Ind., secretary- 
manager North Central Hardwood Association, 
speaking of the situation in regard to the small 
hardwood mills in Ohio, Indiana and _ Illinois, 
declared that the competition coming from such 
mills was very much exaggerated by the re- 
tailer. He declared in his humorous manner 
that only chicken coops, lean-tos and other 
small outbuildings on the farms used such rough 
lumber. He said that they had already dis- 
covered 560 sawmills of that sort in Ohio, and 
he believed that there were at least 1,000 of 
them. 

Arch C. Klumph, president of the Cleveland 
Lumber Institute and chairman of the Asso- 
ciation’s committee on distribution, said that the 
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retail trade needed as a protection against anni- 
hilation three things: Trade promotion, better 
distribution, and price stabilization. He de- 
clared that any distribution statement should 
have flexibility, and offered—as the chairman 
of a special committee consisting of himself, 
W. G. Smith, Newark, and L. P. Lewin, Cin- 
cinnati—the following seven points to define the 
direct markets of a wholesaler : 

1. Selling to the United States. 

2. Selling to State governments. 

3. Selling to shipbuilders. 
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4, Selling to mines for underground work 
only. 

Selling to large docks and dams. 

Selling to steam railroads. 

Selling to factories for fabrication and 
resale. 

Mr. Smith offered an addition that, when a 
retailer acts as an agent for the manufacturer 
in selling in carload lots, then he should be con- 
sidered a wholesaler and receive the usual 8 
percent commission. With that addition the 
plan was unanimously adopted. 

Representatives of associations in western 
Pennsylvania, Indiana, Michigan and Kentucky 
were introduced, and brought greetings from 
those States. 

At the Thursday session, Spencer D. Baldwin, 
president of the National Retail Lumber Deal- 
ers’ Association spoke at length on the troubles 
and perplexities encountered in working out. 
the Code and having it approved. He asked 
lumbermen to give the Code a fair trial, and 
in that way discover its weak spots. “Our 
Code may not be perfect,” he said, “but I have 
nothing to apologize for. The only thing we 
need is jurisdiction, and I believe we will get 
that later.” He said that the NRA has added 
to association membership more than 6,000 lum- 
bermen. 


Federal Aid for Home Financing 


Mr. Baldwin, speaking on “The National As- 
sociation’s Part in Securing Federal Aid for 
Home Financing,” declared that the building 
and loan associations went out of their field 
when they loaned on garages and apartments, 
and thus aided in congealing their assets. He 
said that the association had worked long and 
faithfully to bring about some government aid, 
and that he had hopes of success. 

L. P. Lewin, treasurer of the National Retail 
Lumber Dealers’ Association and a member of 
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its Federal financing committee, detailed the 
steps taken to enlist Government aid, either 
through existing channels of financing or 
through new channels. He introduced James G. 
Caffrey, of Cleveland, who declared that the 
home building industry would not get anywhere 
until some governmental financing assistance 
as been received. In a canvass of 300 lot 
Owners in Cleveland, he found that more than 
50 percent wanted to erect homes, and 75 per- 
cent of these signed contracts for such con- 
struction provided financial arrangements could 


be made. The homes would range from $8,500 
to $12,500. Mr. Lewin, in again taking the 
floor, indicted the building and loan associations 
in strong language saying that they had fallen 
down and that other means for home construc- 
tion financing is necessary. 

Frank A. Chase, director of field service, 
Federal Home Loan Board, a resident of Mi- 
ami, Fla., took up the cudgel for building and 
loans, and showed that while associations have 
made mistakes, and everyone else has also 
erred, still they were the logical instrument 
for furnishing the necessary funds. He said 
that much more can be accomplished in getting 
together with building and loan associations 
than in fighting them. He urged that legisla- 
tion to preserve and help the building and loan 
associations be fostered. 

Ralph M. Lucas, of Columbus, suggested that 
a resolution be adopted that, if and when money 
from Federal sources is available for home 
financing, it should be immediately available 
for that purpose, and if to be distributed by 
building and loan associations, should be ear- 
marked to the extent that if they were “on 
notice” this money would be available at once. 


Roundtable Clarifies Ideas on Codes 


In the roundtable discussion of the Code, 
Homer Ballinger undertook to answer the two 
score or more questions that were propounded 
in writing. Among the high lights were in- 
structions that all price lists to be filed and 
posted, must be made out individually; that 
retailers going from one trading area to an- 
other should respect the minimum price list 
prevailing in the entered territory and vice 
versa; that a carload sale is one in which an 
actual carload is shipped from manufacturer 
direct to consumer; that the retailer should 
segregate his paint and hardware departments 
from his lumber department; that, when filing 
a complaint, factual evidence must accompany 
the complaint, so the district and State Code 
authorities will have all of the facts; that every 
complaint should be adjusted if possible by the 
local Code authorities; that in points where 
there are several different freight rates, the 
dealer should use the honest freight rate in 
computing his price; that overlapping of Codes, 
and inconsistencies, would probably be reme- 
died by Code authorities or the NRA. and 
that all should give the Code a fair and honest 
trial. 

A special millwork session was held with 
S. S. King, former president of the Ohio asso- 
ciation, Dayton, presiding. O. L. Appleton, 
secretary Millwork Cost Bureau, regional ad- 
ministrative agency of the Special Millwork 
Subdivision, explained all provisions of that 
Code, and elucidated many knotty points. He 
again insisted that the demarcation between 
lumber and millwork was rather definite, and 
that there need be no question as to the Code 
that is effective in all usual business operations. 


Progress in Estimating 


Chairman King and his son T. M. King pre- 
sented an interesting report on “Tests of the 
Application of Code, Schedule of Discounts 
from Cost Book A.” This was done by means 
of charts and tables that graphically told the 
story. Estimates for various kinds of millwork 
had generally corresponded to the discounts 
in Cost Book A. This indicated that many 
of the leading companies in the industry were 
following the book, and getting somewhere in 
making their estimates and bids. 

C. T. Melander, secretary Southwestern 
Woodwork Association, described the set-up of 
the association in detail. He declared that it 
was working smoothly, and said he believed 
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that other sections could organize under the 
same general plan with profit to their members. 


Reducing Accident Costs; Quantity Surveys 


A talk on safety in the millwork industry 
by T. P. Kearns, superintendent of the Ohio 
division of safety and hygiene, entitled ‘How 
Can We Reduce Our Workmen’s Compensation 
Costs?” was replete with suggestions as to 
safety in this rather hazardous industry. . He 
stressed the importance of working with the 
psychology of the worker, as safety was largely 
a matter of education and environment. 

Ross C. Kuhlman, secretary of the Soutk- 
western sub-district of the Ohio association, 
pleaded with all millworkers to establish at 
once a quantity survey bureau, as it was needed 
in every city or area. He detailed the work 
done by the Cincinnati bureau, and showed the 
great savings to those supporting it. “You 
must either pay for a bureau or you will pay 
much larger amounts for the lack of such 
bureau,” he declared. 

Following the Thursday breakfast, an inter- 
esting session on the functions and administra- 
tive procedure of the Subdivision offices in Ohio 
was presided over by Secretary Findley M. 
Torrence. Those reporting were Ross C. Kuhl- 
man, southwestern subdivision; Howard Mc- 
Lees, central subdivision; Mark Hudson, north- 
eastern subdivision; Charles Singhaus, south- 
eastern subdivision, and Harry Moulton, north- 
western subdivision. Much interesting informa- 
tion as to varying procedure was brought out, 
and a general discussion followed. 


Business Can Be Had by Hustlers 


The last day’s session featured L. C. Hart, 
assistant general sales manager of building ma- 
terials, Johns-Manville Sales Corporation, who 
spoke on the “Dealers’ Markets for 1934.” He 
declared that Ohio was just about maintaining 
its position in the building supply field—based 
on population, houses available and other statis- 
tical information. The State, he said, with con- 
ditions as they are, can increase the 6.02 per- 
cent of sales of the entire country by 50 percent, 
if intelligent salesmanship is followed. 

Jacques Willis, “Lumberjack,” who has ap- 
peared at many former conventions, told his 
story in the usual humorous and impressive 
manner. The theme was “You lumbermen get 
out and work, and you will get business. Find 
out what your customer needs.” 

O. W. L. Coffin, administrator of the Ohio 
Recovery Law, spoke on the methods of mak- 
ing the lumber and building supply Codes ef- 
fective. He explained the procedure under 
Ohio law, which governs intrastate business. 
He offered the assistance of his office in work- 
ing out details and in enforcement work. 

The most inspirational talk of the conven- 
tion was by David Livingston, known as a sales 
promotion counsellor, who spoke on “Is Aggres- 
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sive Inconsistent with Good 
Competitive Ethics He also outlined a pro- 
gram for 1934. The speaker declared that busi- 
ness could be secured under the Code by ag- 
gressive promotional methods, and that the 
three most important features of a sales pro- 
motion campaign were to secure information on 
cost of goods, as it is always much less than 
expected by the prospect; use imagination and, 
control your inferiority complex. He declared 
that doors, which are sold by lumbermen, are 
made to enter, and that the salesman, or pro- 
prietor should enter his neighbors’ doors seek- 
ing an order, by showing them what is needed 
in repairs. He showed how work of that char- 
acter can be done to secure business in farming 
sections. 


Merchandising 


3” 


Resolutions Ask Federal Home Financing 


The resolutions committee—consisting of 
A. C. Davis, Columbus, chairman; L. P. Lewin, 
Cincinnati, and Arch C. Klumph, Cleveland— 
submitted five resolutions, which were unani- 
mously adopted. They are: First—Urging the 
elimination of the grade “sound and square 
edge” from the southern pine lists. Second— 
Asking inclusion in a distribution statement of 
the points submitted by the special committee 
in a previous session. Third—Urging the ap- 
propriation of Government funds for financing 
home construction, and if these are furnished 
through building and loan associations, such 
funds to be earmarked for immediate availabil- 
ity. Fourth—Urging building and loan asso- 
ciation be given State legislative authority to 
use a part of their funds for financing homes 
even if they are “on notice.” Fifth—Asking 
that the retailer be given the same discount 
as a wholesaler when selling in carlots. 

Another resolution, adopted by a standing 
vote, extended the thanks of the association to 
Homer Ballinger and others for the great work 
done by them in developing the Code and set- 
ting up the Code Authority. 

Entertainment features were outstanding. On 
Feb. 28 the annual stag smoker and dinner was 
given by the Union Association of Lumber, Sash 
& Door Salesmen, with Judge John R. King, 
of Columbus, as the speaker. Following was 
an informal reception and dance. 

The annual banquet and dance were given 
the evening of March 1, and were attended by 
about 250. The speaker of the evening was 
Douglas Malloch, Chicago, of the AMERICAN 
LUMBERMAN, who spoke in his usual happy 
vein. Dancing continued until 1:30 a. m. 

Other entertainment features for the ladies 
were trips to local theaters, luncheons, and sight- 
seeing trips. Seven committees of ladies took 
care of the unusually large attendance of women. 


Election of Officers 


Following adjournment of the regular meet- 
ing, the board of trustees, so styled under the 
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incorporation, named W. G. Smith, Newark, 
who served as first vice president during the 
past year, as president; Aaron Kelsey, of the 
Kelsey & Freeman Lumber Co., Toledo, sec- 
ond vice president, and R. L. Oberdorfer, Lan- 
caster, was promoted from second to first vice 
presidency. W. G. Anderson, Franklin, and 
Findley M. Torrence, Xenia, were re-elected 
treasurer and secretary, respectively. Homer 
Ballinger, the retiring president, was named 
representative of the Ohio association on the 
National Code Authority. Messrs. Anderson 
and Torrence were named treasurer and secre- 
tary, respectively, of the Ohio Code Authority. 


OLD GUARD LUNCHEON 


The Old Guard luncheon, which has become 
one of the outstanding events of the convention, 
was held at noon Thursday with Walter L. 
Whitaker presiding as perpetual president. 
There were 96 persons around the luncheon 
board. John P. Bartelle, who also holds the 
position of secretary for life, was the recipient 
of many congratulations. 


SASH AND DOOR SALESMEN MEET 


The annual business meeting of the Union 
Association of Lumber, Sash & Door Salesmen 
was held following the Old Guard luncheon. 
The report of Secretary-Treasurer John P. 
Bartelle showed 337 members in good standing 
and a cash balance of $1,610 in the treasury. 

Frederick A. Schulz, Columbus, was elected 
president; E. G. Dillow, Columbus, vice presi- 


Texas-Louisiana Woodwork Oper- 
ators Organize 


DaLLAs, TEXAS, March 12.—Millwork opera- 
tors of the Southwest, covering Texas and the 
major portion of Louisiana, have combined 
their efforts in the establishment, under the 
name Texas Woodwork Association, of prob- 
ably the largest sectional agency authorized 
under the Special Woodwork Code. 

Permanent directors were installed at the 
recent convention at Houston as follows: Elliot 
Shiels, Dallas; Albert Steves, jr., San Antonio; 
E. B. Ingram, Fort Worth; H. L. Martin, 


Houston; Joe Davidson, Lake Charles; J. 
Reese Jones, Shreveport; Ira Titus, Texar- 
kana. A signal honor was shown Elliot Shiels 


when he was elected president and treasurer of 
the new association. His selection is due to the 
unselfish attitude of the large operators in this 
group who fet that the industry could be rep- 
resented better at this time by the owner of 
an average sized woodworking factory. This 
appealed to the sporting side of the member- 
ship. J. Reese Jones was elected vice president. 

The purpose of this organization is to dis- 
seminate information and to establish uniform 
compliance under the Special Woodwork Code; 
to assist all operators in local problems and con- 
ditions; and, by publicity, to foster the use of 
wood products. In spite of the fact that the 
entire industry is “Code conscious” at the pres- 
ent time, the association will consider it a major 
service to promote a policy of co-operation and 
harmony. The association is fortunate in hay- 
ing directors with a background of many years’ 
experience in association work of a national 
character. For geographical reasons the main 
office is located in Dallas, under the direction 
of E. A, Adams, secretary, long connected with 
organization work. For convenience, and to 
insure Code compliance, it is planned to estab- 
lish a chain of listing bureaus known as South- 
west Listing Bureau (Inc.), wherein architec- 
tural interpretations will be made for distribu- 
tion to all woodwork operators at their option. 
This service will be in the nature of complete 
estimates taken from architectural plans and 
specifications with the minimum Code prices set 
forth, based upon application of Cost Book “A.” 

Mr. Adams received his first listing bureau 
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dent; and John P. Bartelle, Toledo, secretary. 
treasurer. Mr. Bartelle has been elected to tha 
office for the past 27 years. 

Directors elected for two years were Joseph 
Rittiner, Toledo, and George Hewett, Cleveland 
Holdover directors are C. F. Bauer, Akron, ang 
J. B. Street, Chillicothe. 





Books Large Order From 
the TVA 


BIRMINGHAM, ALA., Mar. 12.—The Tennes. 
see Valley Authority, Knoxville, Tenn., pyr. 
chased from the Jefferson Lumber Co., Birm. 
ingham, for use in the Cove Creek Dam work 
1,400,000 feet of longleaf pine lumber for a fig 
sum of $62,000, according to announcement 
made March 8. C. H. Garrity, director of pur. 
chases for the TVA, stated that the lumber 
would be used for temporary trestling, bridges 
etc., and later, when the forms were being con. 
structed for the dam, this lumber would be used 
for that purpose. The Jefferson firm has been 
awarded several contracts prior to this, but the 
present is the largest order so far placed by 
the TVA. 

Shipment will be made from the Jefferson 
mills in the Alabama territory. Time limita- 
tions on making delivery to the project favored 
the shippers of longleaf over Douglas fir. Water 
shipments from West Coast points through the 
Canal and to Mobile, and then by rail to the 
Government town site, take four to six weeks, 


experience in California and upon the recom- 
mendation of the Millwork Cost Bureau was 
installed as manager of the Detroit Listing Bu- 
reau (Inc.), serving the Detroit area with mill- 
work estimates. His first introduction to the 
South came in the establishment of a chain of 
interstate listing bureaus serving Arkansas, 
Louisiana, Mississippi and Alabama. The suc- 
cess of these organizations proved to the mill- 
work operators that the shortest distance be- 
tween production and profit was through the 
establishment of a uniform interpretation of 
plans when manufacturing architectural wood- 
work in competition. Mr. Adams explains that 
as the structure of an incorporated listing bu- 
reau guarantees estimates against omissions in 
take-off, mistakes in extensions, etc., it auto- 
matically sets up insurance against the pitfalls 
of competitors bidding on different lists of quan- 
tities on the same job. 
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- Utah Dealers Hear Reports on 
Status of Codes 

















































































































Sart Lake City, Uran, March 10.—Talks 
on local real estate conditions, the Federal 
Home Owners’ Loan Corporation, Government 
farm loans, the cement and construction Codes, 
the National and Utah Recovery acts, and a 
round-table discussion of “Our Codes,” were 
features of the 9th annual meeting of the Utah 
Lumber Dealers’ Association which convened 
at the Salt Lake Chamber of Commerce yester- 
day and ended tonight with a dinner-dance in 
the Newhouse Hotel. ; 

The first session began at 2 p. m. Friday, 
attendance being one of the best the association 
has seen at any meeting in its nine years of 
activity. President O. D. Romney, jr., manager 
of the Romney Lumber Co., Salt Lake City, 
introduced City Commissioner Harold B. Lee, 
who welcomed the visiting delegates. 

Commissioner Lee said he wondered if he 
was not standing before the “survival of the 
fittest,” for he appreciated the severe blow 
which the depression has struck the building 
materials industry. He said he thought some 
good lessons had been learned from the slump, 
and expressed his faith in the future of America. 

In his response President Romney thanked 
the city official for his words of encouragement. 
He felt that this year’s convention was going 
to be exceptional because of the important 
movements in State and nation affecting the 
lumber business, directly and indirectly. He 
believed it well to give the Nra opportunity to 
prove its worth, and spoke in commendation of 
the Utah Code authorities for the lumber in- 
dustry. 

Hugh ‘B. Brown, attorney for the Home 
Owners’ Loan Corporation here, said that this 
institution is important to the building material 
men, because it is saving junior liens; plus the 
good it is doing by cleaning up the real estate 
situation generally. He said he had just re- 
turned from Washington, D. C., where he was 
told that Utah could have all the money it needs 
as loans. He was asked by M. O. Ashton, Salt 
Lake City, what was being done here to speed 
up the handling of applications for loans, and 
said that after March 12 the local branch ex- 
pected to dispose of at least 50 a day. 

L. R. Wardrop, manager in Salt Lake City 
for the Anderson Lumber Co., Ogden, presided, 
M. O. Ashton, head of the Sugar House Lum- 
ber & Hardware Co., and former president of 
the State association, read a clever poem of his 


| own composition commemorating the long serv- 


ices to the lumber industry in Salt Lake City 
and Utah of seven veterans, each of whom was 
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presented with a cane made of Utah walnut 
with a head of native mahogany and a band 
of Utah silver. Their wives were presented 
with corsages. The gifts were provided by the 
Salt Lake Lumbermen’s Club. Those honored 
were: T, H. Smith, T. H. Smith & Son; S. W. 
Morrison & Co.; J. J. Stewart (retired) ; A. E. 
Payne, Holm & Payne Lumber Co. (retired) ; 
Frank L. Parker (retired); O. D. Romney, 
sr., Romney Lumber Co.; W. C. Burton, Mc- 
Farland Lumber Co. 


Codes Are Discussed 


O. B. Gilson, sales manager for the Union 
Portland Cement Co., and Henry Schraven of 
Associated General Contractors discussed, re- 
spectively, the cement Code and the construc- 
tion Code at the Saturday morning session. 
Mr. Shraven said he hoped the various Codes 
would do away with the abuses which have hurt 
so much in the past. He observed that at this 
time the greatest difficulty is getting a job for 
trying out a Code. He expressed the belief 
that the Government and everyone would come 
to the conclusion that the contract system is 
best after all.. He said the contractors intended 
to stay out of the building materials business 
and he believed material men would reciprocate 
by refusing to become contractors. He held 
that the contractor is not a dealer nor a retail 
consumer, but entitled to a preference in prices 
over consumers, which he observed the building 
materials Code did not provide for. 


D. Howe Moffat, attorney for the local Code 
authorities, discussed national and State Indus- 
trial Recovery acts. He observed that primitive 
man had few ethics; it was a case of survival 
of the fittest. He then sketched rapidly the 
rise of unrestrained competition. 


Mr. Moffat discussed the State and Federal 
Recovery acts, and explained that Utah’s was 
exactly like the nation’s with the exception 
of certain terms that had to be used to make 
it apply to intrastate business. He said that 
this gave the Code authorities here in the State 
an exceptionally strong position because if a 
firm pleads it is engaged in interstate commerce 
it can be jerked up by the Federal Code authori- 
ties; on the other hand, if the plea is that the 
Federal authorities have no jurisdiction, the 
State can act. 


Saturday Afternoon Session 


James S. Taylor, chairman of the advisory 
council of the Utah association, presided at the 
round-table conference on Saturday afternoon, 
the discussion being on “Our Code.” 


In opening the session Mr. Taylor explained 
that for purpose of administration there was but 
one Code which embraced the Federal and State 
regulations for the industry, as the Utah Code 
was patterned after the national Code and was 
intended to do identical work in intrastate mat- 
ters as the national in Federal affairs. 

This movement for recovery, he said, had 
after all, been initiated by business itself, and 
the difference now is that it has government 
approval. The speaker discussed mark-ups and 
modes, and spoke in favor of Utah lumbermen 
remaining a part of the Western Retail Lum- 
ber Dealers’ Association, saying the continued 
connection was necessary in spite of separate 
Code organizations. 

Wesley Anderson, Ogden, Utah, gave an out- 
line of what took place at the Western’s con- 
vention this year, and favored remaining a part 
of this organization. 

Chairman Taylor said two specific things had 
been accomplished: The mode mark-up and the 
filing of the price at which dealers proposed 
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to sell. He said they must have patience and 


declared unsatisfactory features of Code will 
be changed. He also drew attention to the fact 
that rules promulgated are mandatory. Mr. 
Taylor further reminded his hearers that al- 
though the lumbermen are not bothered with 
as many Codes as some business men are, they 
did have more than one to think about, and 
explained what they were. 

Secretary Ralph W. Todd presented a com- 
modity classification and made some comments 
on it. He also read correspondence from na- 
tional authorities urging business men to get in 
touch with local Code authorities before writing 
to Washington. 


Open Forum Is Lively 


When the time came for questions and com- 
ments they flew thick and fast for a time. 
George C. Chase, of Payson, began by urging 
that business men refrain from setting the pub- 
lic against the Code by placing the responsibility 
for higher prices on its shoulders. Mr. Wheel- 
wright, Ogden, endorsed what Mr. Chase had 
said, and told how an automobile salesman had 
hurt the Code in the eyes of a man he was 
trying to sell. Wesley Anderson spoke of the 
educational value of association work and said 
the Code was really an attempt at the proper 
distribution of wealth, and said that further 
requirements will probably come from labor. 

Oscar A. Spear, Provo, mentioned the matter 
of filing prices on non-included items. Chair- 
man Taylor in reply to a question said that 
on non-included items they were free to act as 
seemed best. Nails had been mentioned. Sev- 
eral speakers briefly discussed millwork and the 
effect of the Code thereon. Mail orders were 
also discussed by several, and it was felt that 
the local branches of mail order houses could 
be approached and reminded that they come 
under the Code as well as the building mate- 
rials man himself. Dealings with railroads and 
the federal government were discussed. A dele- 
gate brought up the subject of selling two or 
three room frame houses. He was told that if 
he sells the job he is a contractor and comes 
under the contractors’ code. 


Roster of Officers Elected 


Election of officers resulted as follows: 

President—Oscar A. Spear, Provo. 

First vice president—R. W. Frank, Rio 
Grande and R. W. Frank Lumber companies, 
Salt Lake City. 

Second vice president—Frank E. Losee, Mc- 
Conaughy-Losee, Salt Lake City. 

Treasurer—C. N. Sargeant, Morrison-Mer- 
rill Co., Provo. 

Advisory Council—W. W. Anderson, Ogden; 
John O. Beeseley, Provo; George C. Chase, 
Payson; George A. Dixon, Salt Lake City; C. 
W. Merrell, Brigham City; James S. Taylor, 
Salt Lake City; Hyrum B. Wheelwright, 
Ogden. 
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Canadians Discuss Codes 


Declare Their Full Accord with Purposes of NRA 





MonTrREAL, Que., March 7.— The twenty- 
sixth annual convention of the Canadian Lum- 
bermen’s Association reached adjournment this 
afternoon at the Mount Royal Hotel after al- 
most continuous sessions through two full days. 
About 150 members attended. The usual large 
delegations of wholesale distributors from New 
York, Boston and Buffalo were present to 
give the deliberations and trade comment a 
decidedly international aspect as well as un- 
qualified support of Canadian producers and 
shippers for the American Recovery program 
and the Lumber Codes as they apply to Cana- 
dian shipments and the cost-protection prices 
at the border. 


At a pre-convention meeting of the directors 
Hugh Mackay, Montreal, head of the Mackay 
Lumber Co., St. John, N. B., was chosen presi- 
dent, to succeéd J. S. Bock, of Montreal; W. 
R. Beatty of the Consolidated Paper Corpora- 
tion, Pembroke, Ont., first vice president, and 
N. F. Blair of Price Brothers Co. (Ltd.), Que- 
bec, second vice president. 


Retiring President Bock in reviewing trends 
of the Canadian lumber industry during the 
past year made it clear that distinct gains had 
been attained in nearly all markets, and that 
the outlook for the ensuing year was for 
sharply increased exports, particularly iu the 
line of increased shipments to the United King- 
dom. He had no definite information as to 
the exact wording of the trade agreement be- 
tween the United States and Russia, but it was 
the feeling in lumber circles that the export 
of Russian spruce to the United States in 1934 
aoe not exceed seven hundred million board 
eet. 


Expresses Approval of NRA 


Discussing the NRA and the American Lum- 
ber Codes, the president expressed his com- 
plete approval of the program, and felt that by 
reason of the very strong stand taken by Presi- 
dent Roosevelt, and the backing of Congress 
and the business leaders, there will be steady 
improvement in business and particularly in 
the call for lumber, in which latter he felt the 
Canadian shippers would share reasonably. He 
also declared his conviction that the Canadian 
lumber industry has made every effort to fully 
live up to the letter and spirit of the Code and 
the rules of fair trade practice, and is holding 
rigidly to the cost-protection selling prices as 
fixed by the Code. 


" sae. | 
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—Pledge Co-operation in Unanimous Resolution 


Mr. Bock spoke in part as follows: 

When we met together early last year not 
many of us could see any prospect of much 
improvement in the trade; however, there has 
been some, and perhaps considerable, im- 
provement; mainly in the way of exports of 
some of our eastern species to the United 
Kingdom, and from British Columbia to the 
Old Country, as well as to other overseas 
destinations. 

The local situation in so far as eastern 
Canada is concerned did show some little 
improvement during 1933. While it was not 
as great as perhaps some may have hoped 
for, nevertheless there was a better feeling 
in the trade and at least some increased 
movement during the early part of the year. 

Our exports of lumber to the United States 
for the calendar year ended Dec. 31, 1933, 
were only 296,393,000 feet, with a valuation 
of $6,408,595, as against an export of some 
322,872,000 feet with a valuation of $6,611,131 
in 1932; in 1931, an export of 659,457,000 feet 
with a valuation of $14,141,100; in 1929 (one 
of the good years) an export of 1,382,345,000 
feet with a valuation of $38,694,093. I be- 
lieve, however, that due to the very strong 
stand taken by the President of the United 
States and backed up by Congress there will 
be a steady improvement in business in that 
country, which should naturally include an 
increased consumption of lumber and for- 
est products generally. We may, I think, 
hone to obtain a reasonable share of this 
increased business. 

In the Lumber Code under the National 
Recovery Act of the United States; rules of 
fair trade practice for the lumber and timber 
products industries, as established under the 
Code; minimum prices; also discounts to 
wholesalers and commissions to commission 


men etce., there will probably be some 
changes. I do want to say, however, that 
the Canadian lumber industry has, I am 


convinced, made every effort to live up to 
the spirit and letter of the Code and the 
rules of fair trade practice, and the minimum 
prices, and this association has endeavored 
to the best of its ability to keep the trade 
posted as to just how it must carry on under 
the Code in so far as exports of lumber to 
the United States are concerned. Whatever 
new developments there may be with re- 
gard to these matters, we shall pass them 
on to the industry as promptly as possible 
after they have been approved and pub- 
lished by the Lumber Code Authority at 
Washington. 


Situation Regarding Russian Lumber 


You are probably wondering what I am 
going to say with regard to the situation 
in connection with Russian lumber in the 
Old Country. 

We have been waiting for some official in- 
formation from the British Government, 
through the Dominion Government, as to the 
exact wording of that portion of the new 
Trade Agreement between the British Gov- 
ernment and Soviet Russia which would have 
to do with imports of Russian lumber into 
the United Kingdom. Up to the time this 
report was written no definite official ,word 
had been received; it is, however, understood 
that the quantity of lumber which Russia 
shall be permitted to import into the United 
Kingdom this year will not exceed 350,000 
standards (approximately 700 million feet); 
that the “fall” clause which had been in- 
cluded in previous contracts or agreements 
between Soviet Russia and British Timber 
Distributers (Ltd.) shall be abandoned. 
Whether the 350,000 standards is to cover 
the total imports from Russia, direct or in- 
direct, we are unable to say. But we be- 
lieve that definite official information on this 
point will be available shortly. 


R. L. Sargant, secretary-manager, presented 
his report, which reviewed the year, and dealt 
in commencing with the progress made in re- 
gard to obtaining statistics of the production 
and stocks of lumber, lath, shingles etc., in 
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R. L. SARGANT, 
Ottawa, Ont.; 
Secretary-Manager 


J. S. BOCK, 
Montreal, Que.; 
Retiring President 


the Provinces of Ontario, Quebec, New Bruns- 
wick and Nova Scotia. He mentioned the 
handicap under which the association labored 
in not being able to obtain definite and authen- 
tic rulings in regard to the NRA Lumber Code, 
or information necessary in regard to minimum 
prices. 

Dealing with the Canada-United Kingdom 
Trade agreement of 1932 Mr. Sargant ex- 
pressed the association’s indebtedness to the Do 
minion Government for its stand in the matter 
which meant’ so much to the lumber industry 
of Canada. 

Important research work accomplished dur- 
ing the past year was outlined by T. A. Mc- 
Elhenny, superintendent of the Dominion For- 
est Products Laboratories, at Ottawa, and G. 
H. Rochester, chief of the timber mechanics 
division of the same institution. 

Species-Group Meetings 

During the opening sessions Tuesday there 
were three distinct group meetings; one for 
the White Pine interests, 
James L. Crane, of Thessalon, Ont.; one for 
Hardwoods, with A. F. Crocker, of Toronto, 
as chairman, and one for Spruce, led by N. F. 
Blair, of Quebec. 

At the Hardwood group meeting in the after- 


noon L. S. Beale, of Chicago, secretary of the § 


National Hardwood Lumber Association, re- 
viewed the status of the hardwood branch of 
the industry as affected by the Codes, and ex- 
pressed the conviction that the Canadian ship 
pers were offering splendid co-operation, and 
with few exceptions were following Code re 
quirements closely. Those few exceptions 
should be brought under control through the 
co-operative efforts of the proper authorities in 
both countries. To this suggestion a Canadian 
shipper replied that American wholesalers 
should not come to the mills with offers to 
purchase mill cuts at prices not in harmony 
with cost-production prices named in the Codes. 

The work done by the Canadian Hardwood 


Bureau through its market extension plan was 


described by K. C. Fensom, managing direc- 
tor of the bureau. He stated that the plan 
had been very successful in the United King- 
dom, and in opening hitherto closed markets 
for Canadian hardwoods. Mr. Fensom wil 
leave on March 16 for England, where he will 
continue the work of the bureau there—that 
of popularizing Canadian hardwoods among 
British manufacturers and builders. 

The Spruce group held a spirited and inter- 
esting meeting, participated in by many whole- 
sale distributors from the New England ané 


presided over by > 





New York markets. C. E. Kennedy, a veteral 
wholesaler of New York, predicted a substat- 
tial increase in the call for Canadian spruce 
from his market, provided the shippers art 
equipped to meet all the requirements of the 
Codes. Grading rules governing spruce wef 
discussed in detail. It was explained that the 
rules recently adopted by the Northeastem 





Cot 
turers 
the b 
sociat 
State 
annua 
Retail 
here 
effect 
factu 
result 
held 
sessic 


It 
Nort! 
neapc 


low; 
teria 
Hor 
orga 
will 
mail 
tion, 








GANT, 
Ont.; 
Manager 


w Bruns- 
ioned the 
n labored 
id authen- 
ber Code, 


minimum 


Kingdom 
‘gant ex- 
o the Do 
he matter 
* industry 


shed dur- 


. A. Me 
nion For- 
a, and G. 
mechanics 


day there 
- one for 
over by 
; one for 
Toronto, 


by N. F§ 


the after- 
ary of the 
ation, re- 
branch of 
$s, and ex- 
dian ship- 
ation, and 
Code re- 
exceptions 
rough the 
horities in 
Canadian 
sholesalers 
offers to 
harmony 
the Codes. 
Hardwood 
1 plan was 
ing direc- 
the plan 
ted King- 
d markets 
nsom will 
re he will 
here—that 
ds among 


and inter- 
ny whole- 
gland and 
a veterat 
a substan- 
ian spruce 
ippers are 
nts of the 
ruce were 
d that the 
»rtheasterm 


Sali 








March i, 1934 


Lumber Manufacturers’ _Association, of New 
York, must be followed in all shipments to the 
northeastern section of the United States, as 
that organization is the administrative agency 
in that territory under the Code. The question 
as to whether or not all lumber shipped across 
the line would have to be grade-marked and 
trade-marked 11 the Lumber Code Authority 
so orders was discussed at length, but as no 
such action had been taken thus far it was 
felt that no move by Canadian shippers was 
necessary or advisable at present. ; 

C, E. Kennedy, of New York, speaking be- 
fore the Spruce group, predicted a large demand 
for lumber in the northeastern section of the 
United States in the near future, and believed 
that Canada might find a market there, pro- 
vided Canadian producers were able to meet the 
United States requirements and at reasonable 
wit the session of the White Pine group the 
chief topic for discussion was a proposal for the 
formation and adoption of a code of ethics that 
will clearly define acceptable trade practices for 
the manufacturer, wholesaler and retailer. It 
was suggested that a proper code be drawn up 
and later presented to the board of directors for 
final action. 


AMERICAN LUMBERMAN 


Support NRA Lumber Code 


The entire convention group assembled Wed- 
nesday morning to present and consider mat- 
ters of general interest to- the industry, chief 
among which was the attitude of Canadian 
operators toward the Recovery program in the 
United States as affecting international trade 
in forest products. Discussion by leading Cana- 
dian shippers disclosed a purpose to loyally sup- 
port the NRA program and the price and trade 
practices provisions of the Codes, and there was 
considerable enthusiasm as the leaders called 
for closest co-operation between the Canadian 
lumbermen and the Code authorities on the 
other side of the line, in this unusual and 
supreme effort by the government to restore 
order and sound business to the industry. The 
discussion was on the following resolution, 
which was unanimously adopted: 

WHEREAS, The lumber industry of the 
United States, acting under governmental au- 
thority, has taken definite steps by means of 
formulated Codes to place that industry 
upon a sound basis, and to eliminate evils 
affecting the industry; and, 

WHEREAS, The Canadian Lumbermen’s As- 
sociation is in full accord with the aims and 
objects sought to be attained; therefore, be it 
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Resolved, That the incoming board of direc- 
tors be empowered to take any action it may 
deem necessary to insure the complete co- 
operation of the lumber industry of Canada 
in such undertaking, and to take whatever 
action it may see fit, even to the extent of 
requesting legislation, to bring about the 
desired results. 


New directors elected to the board for the en- 
suing year include S. J. Staniforth for Quebec; 
L. G. Carpenter, J. S. Gillies and A. E. Clark, 
of Toronto, for Ontario; K. S. MacLachlin, for 
New Brunswick, and Farnham Smith, of the 
Blanchard Lumber Co., Boston, and Robert G. 
Stocking, of Power, Moir & Stocking, New 
York, representing the United States. 


A resolution proposed by the White Pine 
group calling upon the board of directors to 
formulate a code of ethics and fair trade prac- 
tices that should be the acknowledged standard 
among Canadian manufacturers, wholesalers and 
retailers, was adopted. 


Following adjournment there was a meeting 
of the board of directors in one of the hotel 
parlors, when the organization for 1934 was 
perfected by the re-election of R. G. Cameron 
as honorary treasurer, and R. L. Sargant as 
secretary-manager. 


Southwest lowa Considers the Codes 


CounciL Burrs, Iowa, March 9.—Manufac- 
turers’ and retailers’ Codes, changing trends in 
the building industry, and problems of the as- 
sociation arising from its affiliation with the 
State organization—headlined the twenty-eighth 
annual convention of the Southwestern Iowa 
Retail Lumbermen’s Association which closed 
here March 7, after two days’ sessions. The 
effect of the Codes upon the dealers and manu- 
facturers in this agricultural region, and the 
results which are expected from their adoption, 
held the spotlight for more than half of the 
sessions. 


Counsels Support of the Codes 


It was Ormie C. Lance, secretary of the 
Northwestern Lumbermen’s Association, Min- 
neapolis, who delivered the plea to the dealers 
to get under the banner of the Code. He led 
the general discussion of the Lumber Code at 
the opening session Tuesday afternoon, March 
6. Wednesday morning he talked at consider- 
able length regarding NRA. He declared that 
the Government’s plan to return stability to in- 
dustry, not alone the building trades but to all 
industry, must succeed, or business will face 
Federal action that might result either in dic- 
tatorship, or the withdrawal of limitations and 
unrestrained competition. “If it comes to that, 
prepare to get out of business,’ he told the 
group of some one hundred dealers attending the 
session. “There will be no protection for the 
smaller fellows.” Should the Codes now drawn 
fail to do what they should, Mr. Lance pre- 
dicted, maximum instead of minimum prices 
would be set for the industry. Mr. Lance said 
that he believed 9912 percent of lumber indus- 
try was back of the Code. “At the public hear- 
ing in Washington only two objections were 
heard from the 20,000 units in the United 
States.” Some permanent organization to carry 
on the work will be established when the Na- 
tional Recovery Act expires, Mr. Lance be- 
lieved. “We have already seen improvement in 
our business. There will be some rough spots 
that it will take time to iron out. Be patient, 
and I predict more profit and happiness for all 
ot us.” 


Retiring President Explains Merger 


Details of the Southwestern Iowa Retail 
imbermen’s association affiliation with the 
lowa Association of Lumber & Building Ma- 
terial Dealers were explained to the group by 
Horace Greenwood, retiring president of the 
organization. The Southwestern Iowa group 
will continue to function as a unit, although 
Maintaining membership in the State organiza- 
tion, Dues paid to the State organization will 


be returned here, for staging the annual con- 
vention of the district group each year. 


New Officers and Directors Elected 


New officers of the Southwestern Iowa group 
are: 





Market, and Glen Holmes, Hansen Lumber 


Co., Guthrie Center. 


W. H. Badeaux, Des Moines, secretary of the 
Iowa Association of Lumber & Building Ma- 
terial Dealers, followed Mr. Lance on the speak- 
ing program Wednesday, and urged dealers “not 


Here are the new officers of the Southwestern lowa Lumbermen's Association, elected at the twenty- 
eighth annual convention of the association at Council Bluffs, March 7. Front row, left to right: Horace 
Greenwood, Emerson, secretary and retiring president; Francis Stokeley, Neola, president; Lyle Cassett, 
Clarinda, director. Back row, Mertin Tuttle, New Market, director, and Albert Heese, Earling, director. 
A. C. Collins, Essex, vice-president, and Glen Holmes, Guthrie Center, director, are not shown here. 


President—Francis Stokely, 
ber Co., Neola. 

Vice president—A, D. Collins, Essex Lum- 
ber Co., Essex. 

Secretary—Horace Greenwood, Greenwood 
Lumber Co., Emerson. 


Charles R. Glattley, retiring secretary, 
has been transferred out of the district. 


Stokely Lum- 


Directors elected for a three-year term are: 
Lyle Cassett, Richards Lumber Co., Clar- 
inda; Albert Heese, J. C. Heese Lumber Co., 
Earling; Mertin Tuttle, Rose & Tuttle, New 


to rock the boat” during the re-adjustment of 
business under the Codes. 

A. J. Wartes, Seattle, Wash., representative 
of the trade promotion department of the Red 
Cedar Shingle Bureau, and Don Critchfield, of 
Lincoln, Neb., representing the Forest Products 
Better Paint Campaign, also spoke to the 
dealers. R 

The convention closed Wednesday evening 
with the annual banquet of dealers and the 
auxiliary. All sessions were held at the Hotel 
Chieftain. 
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TENNANT, 
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at Large 
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HAEUSER, Jr. 

Tacoma, Wash. ; 
Director at Large 
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Director 


SAN Francisco, CALiF,, March 2.—The an- 
nual meeting of the board of directors of the 
Western Pine Association was held here Tues- 
day and Wednesday, Feb. 27 and 28, and was 
followed by meetings of the executive commit- 
tee, which held hearings for complaints of per- 
sons regarding Code administration. 

President R. R. Macartney, Klamath Falls, 
Ore., presided at all sessions. During the first 
morning session the busy lumbermen, at the 
call of their president, paused in their deliber- 
ations as a tribute to the recent passing of a 
colleague, D. J. Winton, for many years head 
of the Winton Lumber Co. interests, Minne- 
apolis, Minn. 

The reports of the president, treasurer, man- 
ager and secretary all reflected the marked 
change in conditions that has taken place 
within a year since the last annual meeting. 

Maj. D. T. Mason devoted most of his report 
to developments at recent NRA meetings held 
in Washington, D. C. He said that there has 
developed a strong attack on all cost protec- 
tion. He felt, however, that cost protection 
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will be maintained—at least until demand has 
increased to a point where it will not be such 
a matter of necessity. 


Building Activity Needs Stimulation 


Maj. Mason expressed the belief that the 
Administration is fully aware that heavy indus- 
tries have not improved as much as those pro- 
ducing consumers’ goods, and believes home 
building is necessary to stimulate these heavy 
industries. In order to start home building, 
it will be necessary to furnish some credit, and 
legislation to this effect is expected soon. 

The association’s chart covering the business 
activity index, supply-demand index, Ponderosa 
pine index price and production, shipments and 
stocks, has been brought down to date, and 
was distributed to members present. The marked 
improvement of 1933 was graphically shown. 


Says Quality Will Bring Premium 


It was pointed out that an increase in the 
supply demand index will be followed by a con- 
dition which will eliminate most of the troubles 
regarding cost-protection minimum prices, be- 
cause it will then be possible for the producer 
with a reputation for high quality products to 
secure a premium over the minimum price, and 
others will be able to get the minimum without 
trouble. 

During the last half of 1933 the Code un- 
doubtedly wielded a wholesome influence on 
prices, which were about $6 a thousand better 
than at the first of the year. 

In regard to production control, Maj. Mason 
expressed the opinion that the total quota for 
the second quarter should be lower, but the 
Western Pine group proportion should be in- 
creased to 22 percent, which would leave actual 
allotments in this Division about the same. 


Secretary S. V. Fullaway reported that, in 


general, compliance with the Code in Western 
Pine territory is excellent. He stated that at 
present there are no cases regarding wilfyl 
violations of price regulations. 

District officers present were introduced, 
They are: E. W. Hamacher, Spokane district; 
Stanley Hodgeman, Klamath Falls district ; 

E. Crawford, San Francisco district; W, E. 
Griffee, Albuquerque district. It is planned to 
add to the staff of district officers in the near 
future. 


The directors adopted the budget for the com- 
ing year as presented. 


Directors and Officers Elected 


The board of directors which had been elected 
as provided, by the ten districts of the asso- 
ciation, are as follows: 


MONTANA (District No. 1) W. C. Lubrecht, 
Anaconda Copper Mining Co., Bonner; Walter 
Neils, J. Neils Lumber Co., Libby; E. H. Polleys, 
Polleys Lumber Co., Missoula. 


NorRTH IDAHO (District No. 2) C. L. Billings, 
Potlatch Forests, (Inc.), Lewiston; A. C. Mor- 
beck, Pine Creek Lumber Co., Kellogg; W. §. 
Rosenberry, Winton Lumber Co., Gibbs. 


WASHINGTON (District No. 3) J. M. Brown, 
Long Lake Lumber Co., Spokane; John Gray, 
Diamond Match Co., Spokane; J. P. McGoldrick, 
McGoldrick Lumber Co., Spokane. 


EAST OREGON-SOUTH IDAHO (District No. 4) 
H. N. Ashby, Bowman-Hicks Lumber Co., La 
Grande, Ore.; C. L. Isted, Shevlin-Hixon Co., 
Bend, Ore.; W. E. Moore, Pondosa Pine Lumber 
Co., Elgin, Ore. 


KLAMATH, ORE. (District No. 5) James C. 
Clark, Underwood Lumber Co., Lakeview; C. H. 
Daggett, Ewauna Box Co., Klamath Falls; A. 
W. Moon, Moon Lumber Co., Ashland. 


NortTH CALIFORNIA (District No. 6) Walter 
Johnson, Associated Lumber & Box Co., San 
Francisco; D. S. Painter, Fruit Growers Supply 





to general business activity. 





This graph shows the interrelation of different factors in the 
western pine situation, together with the relation of these factors 
The graph shows the relations of 
each of these factors each month, beginning with January, 1924. 
The data are based on information from 106 identical mills, 
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which in their capacity and operations constitute approximately 
80 per cent of the western pine industry. 

The scale at the extreme left indicates, in millions of feet, 
monthly production and shipments by 106 mills. 
scale, production is indicated by the dotted line, and shipments 


Opposite this 


by the dash line. At the extreme right, 
on the lower part of the page, is the 
seale for the volume of stock on hand 
on the first of each month. The solid 
line opposite this scale shows the stock 
on hand on the first of each month. 


The Business Activity index, the light 
dash line, is that got out by the Cleve- 
land Trust Co. 


The Supply-Demand index is the 
heavy solid line, which moves back and 
forth, and more or less parallels the 
Business Activity index line. The Sup- 
ply-Demand index expresses the rela- 
tion each month of the demand for the 
month (as measured by shipments) to 
the stock of lumber on hand, with cor- 
rection for seasonal variation. The Sup- 
ply-Demand index may be considered 
as a good guide to policy in decreasing 
or increasing production. 

The scale at the extreme right, at the 
top, indicates the index price of Pon- 
derosa pine, as shown in the solid line 
in the uppermost part of the graph. 
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Elect Officers, Study 
Effects of Codes on 
Lumber Industry, and 
Scan Future to Plan 
for Service and Profit 


Co., San Francisco; T. S. Walker, Red River 


Lumber Co., Westwood. 

FEATHER RIVER, CALIF, (District No. 7) F. N. 
Blagen, Davies-Johnson Lumber Co., Calpine; 
pn. A. Colgan, Diamond Match Co., Stirling City ; 


c. D. Terwilliger, Clover Valley Lumber Co., 
Loyalton. 
CALIFORNIA VALLEY (District No. 8) Swift 


Berry, Michigan-California Lumber Co., Ca- 
mino; Homer Jamison, Byles-Jamison Lumber 
Co., Shaver Lake; Chas. Schleef, Swayne Lum- 
per Co., Oroville. 


ARIZONA-NEW MExico (District No. 9) James 
G. MeNary, Cady Lumber Corporation, Albu- 
querque; Geo. W. York, Geo. E. Breece Lumber 
Co., Albuquerque; John Zalaha, Big Chief Lum- 
per Co., Grants, N. M. 


Rocky MOUNTAIN (District No. 10) S. G. 

Pierson, Colorado Fuel & Iron Co., Denver, 
Colo.; C. J. Warren, Warren-Lamb Lumber Co., 
Rapid City, S. D.; W. H. Wood, West Portal 
Lumber Co., West Portal, Colo. 
‘W. M. Leuthold, Deer 
Deer Park, Wash.; J. P. 
Weyerhaeuser, Jr., Tacoma, Wash.; John P. 
Tennant, Long-Bell Lumber Co., Longview, 
Wash.; R. R. Macartney, Weyerkaeuser Lumber 
Co., Klamath Falls, Ore. 

Past PRESIDENTS—B. W. Lakin, 
River Lumber Co., McCloud, Calif. 


Officers Are Re-elected 


The officers were all unanimously re-elected 
by the board as follows: 





DIRECTORS AT LARGE 
Park Lumber Co., 


McCloud 


President—R. R. Macartney, 
Lumber Co., Klamath Falls, Ore. 

Vice President—Geo. W. York, Geo. E. 
Breece Lumber Co., Albuquerque, N. M. 

Vice President—J. P. Weyerhaeuser, Jr., 
Weyerhaeuser Lumber Co., Tacoma, Wash. 
Isted, 


Weyerhaeuser 


Treasurer—C, L. 
Bend, Ore. 


Shevlin-Hixon Co., 


EXECUTIVE COMMITTEE— 


District 1—Walter Neils, J. 
Libby, Mont. 


Neils Lumber Co., 


District 2—C. L. Billings, Potlatch Forests, 
Inc., Lewiston, Idaho. 
District 38—J. P. McGoldrick, McGoldrick 


Lumber Co., Spokane, Wash. 
District 4—H. N. Ashby, Bowman-Hicks Lum- 
ber Co., La Grande, Ore. 


District 5—C. H. Daggett, 


Ewauna Box Co., 
Klamath Falls, Ore. 

















S. V. FULLAWAY, W. 
Portland, Ore. ; 
Secretary 


M. LEUTHOLD, 
Deer Park, Wash.; 
Director at Large 
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A group of officials of the Western Pine Association photographer following the annual meeting held 


in Portland, Ore., in 1933. 


From left to right, B. W. Lakin, of McCloud, Calif., past president and 


member at large of the executive committee; J. P. McGoldrick, of Spokane, Wash., member executive 
committee; Ralph R. Macartney, of Klamath Falls, Ore., president; C. L. Isted, of Bend, Ore., treasurer; 
David T. Mason, of Portland, manager. 


District 6—D. S. Painter, Fruit Growers Sup- 
ply Co., San Francisco. 

District 7—C. D. Terwilliger, 
Lumber Co., Loyalton, Calif. 
District 8—Swift Berry, 
Lumber Co., Camino, Calif. 


Clover Valley 


Michigan-California 


District 9—James G. McNary, Cady Lumber 
Corp., Albuquerque, N. M. 

District 10—C. J. Warren, 
Lumber Co., Rapid City, S. D. 

MEMBER-AT-LARGE—B. W. Lakin, 
River Lumber’ Co., McCloud, Calif. 


Warren-Lamb 
McCloud 


At the third session, Wednesday morning, 
consideration was given to a report of the 
grading committee, recommending a definition 
for seasoned lumber, and rules for species-mark- 
ing and grade-marking of products, in compli- 
ance with Code requirements. 


Conservation Policies Explained 


Much of the session was devoted to a report 
by Maj. Mason on the conference of lumber 
and timber products industries with public 
agencies on forest protection at Washington, 
under Article X of the Lumber Code. 


This subject has been covered exhaustively 
in a printed report prepared by the conference 
joint committee. Maj. Mason, who is recog- 
nized as a national authority on sustained-yield 
operation of timber, explained the principal fea- 
tures of the conference report, and their effect 
on operations. While there are undoubtedly fac- 
tors increasing costs of operation, it was the 
opinion that this part of the program, which 
is one that President Roosevelt is deeply in- 
terested in, will be developed along practical 
lines. 

B. W. Lakin, one of the Western Pine repre- 
sentatives on the Lumber Code Authority, com- 
menting on recent Washington meetings, told 
of the friendly attitude on the part of the 
Administration at Washington toward the 
efforts of the lumbermen. He said NRA offi- 
cials have stated that the lumber industry has 
the best code yet presented. 

In the meeting with President Roosevelt, the 
President displayed an understanding of the 
problems, and paid a tribute to the lumbermen 
for their efforts in forest conservation. He 
assured them of Government backing in carry- 
ing out the principles of Article X of the Lum- 
ber Code. 

At the close of this session, Harry Caldwell, 
of Minneapolis, addressed the assembled lumber- 
men on the subject of “The New Deal in Hoo- 
Hoo.” The heroic efforts of the reorganization 
committee are beginning to bear fruit and re- 
cently highly influential members of the lumber 
industry have given both financial and active 
support to the movement. 

Following the meetings of the board of direc- 





tors, the executive committee went into ses- 
sions, and all persons who applied were granted 
hearings. 





New Pulp Firm Will Also Make 
Hemlock Lumber 


Tacoma, WasH., March 10.—Organization of 
a new pulp manufacturing company which ulti- 
mately will enter the hemlock lumber manufac- 
turing field has just been announced here by 
a group of Tacoma business men headed by 
Ralvh Shaffer, prominent Tacoma lumberman, 
and E. J. Calloway, president and general man- 
ager of the Wheeler-Osgood Sales Corporation. 
Others in the company include Arthur Berggren, 
H. Arthur Rust and Clinton S. Reynolds, all 
widely known in business circles here. The new 
company, which is known as the Shaffer Pulp 
Co., has purchased the entire plant of the Shaf- 
fer Box Co. on Hylebos Waterway, which has 
not been operating for the last two years. The 
new company will begin operations March 15, 
Mr. Shaffer said. Extensive repairs are being 
made to the plant, which will employ about 200 
men. The company has sufficient pulp business 
booked ahead to keep the plant operating stead- 
ily for at least a year. The product will be 


sold in the East and middle West. Ralph 
Shaffer is president of the new company. E. J. 


Calloway is vice president, and Arthur Berg- 
gren is secretary-treasurer. 








Cc. D. TERWILLIGER, 
Loyalton, Calif. ; 


JAMES G. McNARY, 
Albuquerque, N. M.; 
Executive Committee 


Executive Committee 
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|. STEPHENSON 
COMPANY 


WELLS, MICHIGAN 


“IDEAL” MAPLE, BIRCH, 
and BEECH FLOORING 


Kiln Dried Hardwood Dimension 

White Pine and Spruce Lumber 

Hemlock and Tamarack Lumber 
All kinds of NORTHERN HARDWOODS 


WHITE CEDAR POSTS AND POLES 
LATH AND SHINGLES 



































~ 
TYAAT Aw TSN Telit 1 eT 
RORY NORTHERN 
Cr VENEERS 
. GRA PLYWOO,D) 
We're supplying the needs of exact- 
ing buyers for furniture factories, sash 
and door plants, retail yards, etc. 
We'll satisfy you, too, because we specialize 
in Northern Veneers and Plywood. 


ai 






— We also invite orders for Northern Pine, Spruce, 
+ er Se rer, Plemlock, Cedar Posts and Poles, Lath, Shingles, and 
Association 


“Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office: N. J. Clears Lumber Co., 


; Suite 447, Monadnock Block 
Minneapolis Office: G. W. Critten, 516 Lumber Exch. 


17 17 
































VON PLATEN-FOX 
COMPANY 


Iron Mountain, Mich. 


Manufacturers of 17 
Different Species of 


NORTHERN 
HARDWOODS 
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Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
ber ~alculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
usetul lumber tabulations. Prepaid, 50 cents. 





American Lumberman 
431 So. Dearborn St., CHICAGO, ILL. 








F.C.LUTHI & CO. 


431 Balter Bid., New Orleans, La. 


BALSA WOOD 


Rosewood — Satinwood 
Direct Importers ---- Stocks in New Orleans 
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What the Associations Are 
Planning and Doing 


March 29—Northern Pine Manufacturers’ Associa- 
tion, Hibbing, Minn. Annual. 

April 4-5—Southern Pine Association, Roosevelt 
Hotel, New Orleans, La. Annual Meeting and 
Code Conferences, 

April 5—Southeast Missouri Lumber Dealers’ Asso- 
ciation, Ducker Hotel, Poplar Bluff, Mo. An- 
nual. 

April 6-14—Home Complete Exposition, State Fair 
Grounds, Indianapolis, Ind. 

April 9—Texas Line Yard Retail Lumber Dealers’ 
Association, Mineral Wells, Tex. Annual. 
April 10-12—Lumbermen’s Association of Texas, 

Mineral Wells, Tex. Annual. 

April 10-11—National Retail Lumber Dealers’ Asso- 
ciation, Washington, D, C. Annual. 

April 19-20—New Jersey Lumbermen’s Association, 
Hotel Madison, Atlantic City, N. J. Annual. 
May 23-24—National-American Wholesale Lumber 
Association, Mayflower Hotel, Washington, 

D. Cc. Annual. 

June 13-14—South Dakota Retail 
Association, Rapid City, S. D. Annual. 
June 25-29—American Society for Testing Mate- 
rials, Chalfonte-Haddon Hall, Atlantic City, 

N. J. Annual. 


Lumbermen’s 





New Jersey Annual Postponed 


Newark, N. J., March 12.—Announcement is 
made by G. E. DeNike, secretary New Jersey 
Lumbermen’s Association, that the fiftieth an- 
nual convention of the organization, which was 
originally scheduled for March 15 and 16, has 
been postponed to Thursday and Friday, April 
19 and 20. The place of meeting is the Hotel 
Madison in Atlantic City. The official annouce- 
ment states that: 

The postponement became necessary from 
the fact that Code activities will occupy our 
entire time during the next two-week period. 
The Code price lists will be completed during 
the coming week, and it will take about a 
week to complete the distribution. The board 
feels that this is more important than the 
convention at this time. 3y April 19 and 20 
the Code and price structure will have been 
in full force and effect for a period of weeks, 
and we will have an opportunity to discuss 
the effect based on experience. 





Set Date for Northern Pine Annual 


MINNEAPOLIS, MInN., March 12.—The date 
set for the annual meeting of the Northern Pine 
Manufacturers’ Association is Thursday, March 
29, and the place is Hibbing, Minn., which is 
a central point readily reached by most opera- 
tors. A cordial invitation is extended by Sec- 
retary W. A. Ellinger and the officers and 
directors to all producers of lumber and timber 
products, whether members or not. The largest 
possible attendance is desired, as matters of im- 
portance are to be considered, including recent 
changes in and additions to the Lumber Code, 
and reports will be rendered on the last Lumber 
Code Authority sessions. 








Set Dates for Southern Pine Conven- 
tion and Code Conferences 


New Orveans, La., March 12.—The annual 
meeting of the Southern Pine Association will 
be held in the Roosevelt Hotel, New Orleans, 
April 4 and 5, in conjunction with Code con- 
ferences covering the entire Southern pine lum- 
ber industry, H. C. Berckes, secretary-manager 
of the association, has announced. Formal no- 
tice of the joint annual meeting and conferences 
on the Code sent out by the Association to all 
southern pine operators in the 17 States in pro- 
ducing territory mentions that the subjects to 
be discussed and decided upon vitally affect 
every lumber manufacturer in the division. 

“Important reports will be made by every ad- 
ministrative committee in the Southern Pine 
Division covering their work since the adoption 
of the Lumber Code and recommendations will 
be made for future policies and activities,” the 
notice states. “Officers, directors and commit- 
tees will be elected for the coming year. The 


Lumber Code is an undertaking in industrial 
self-government. To the extent which each 
manufacturer participates in the undertaking the 
Code will be successful.” 

Mr. Berckes stated that the administrative 
agency now has record of approximately 10,009 
individual southern pine mills throughout the 
division, and the coming convention and Code 
conferences are expected to be attended by the 
largest number of manufacturers ever brought 
together in the history of the industry, 


—- 


Baltimore Exchange Meets 


BattimoreE, Mp., March 14.—The quarterly 
meeting of the Baltimore Lumber Exchange, 
which would ordinarily have been held last 
Monday, was omitted, but the managing com- 
mittee gathered in monthly session during the 
afternoon and disposed of what business had 
been accumulated since February. An informal 
discussion of conditions in the industry devel- 
oped, and the monthly reports were acted upon. 
Because of the illness of L. H. Gwaltney, the 
secretary, the session proved to be shorter than 
usual. J. C. Natwick & Co., who specialize in 
stocks suitable for railroads and other large 
corporations, were elected to membership. 


Credit Association in Annual 


Kansas City, Mo., March 12.—The Building 
Materials Credit Association held its annual 
election last week at a meeting here at the 
Savoy hotel. The following officers were elected: 

President—E. F. Adams, Berkshire Lum- 
ber Co. 

Vice president—F. H. Harvey. 

Secretary and treasurer—Roy L. Vickrey. 

Directors—Miss O. D. Hemphill, King Lum- 
ber Co.; C. W. Peihler, John M. Byrne Lum- 
ber Co.; Sam Rapshutz, Phil Kaufman, C. L 
Eckert, F. M. Henry, C. L. Braun and Mrs. 
G. G. Postelwaite. 

— 


Commission Salesmen Elect Officers 


CoLumMsus, Ou10, March 12.—With the elec- 
tion of Walter E. Morgan of the Morgan Lum- 
ber Sales Co., Columbus, as president of the 
National Association of Commission Lumber 
Salesmen, at the annual meeting of that organ- 
ization held in this city Feb. 27 and 28 (a re- 
port of which appeared in the March 3 issue of 
the AMERICAN LUMBERMAN) the headquarters 
of that association is established in the offices 
of the new president, located at 42 East Gay 
Street. Other officers elected at the recent 
meeting are: 

First Vice President--—C. L. Abney, Detroit, 
Mich. 

Second Vice President—C. M. Vernon, New 
Orleans, La. 

Treasurer—C. L. Baxter, Chicago, II. : 

Secretary—Joseph F. Rogers, Cincinnati, 
Ohio. 

A board of directors was nominated and ap- 
pointed by President Morgan, which board 
elected a control committee consisting of all 
officers of the association and D. H. Stubbs, 
Lenoir, N. C.; E. H. Picket, Pittsburgh, Pa; 
F. J. More, St. Louis, Mo.; Rodney E. Browne, 
New York (also elected a director). 

Most of the regional supervisors holding of- 
fice in 1933 were named as regional directors, 
the term “supervisors” being dropped. Re- 
gional directors are also directors of the ass0- 
ciation. Added to the list of directors were: 
W. E. Cowan, Waterloo, Iowa; G. C. Goss, 
Indianapolis, Ind.; Maurice W. Grundy, New 
Orleans, La.; C. E. Lemons, Detroit, Mich.; 
Orville Pier, Kansas City, Mo. 

Several resolutions were adopted, among 








them being one directed to Authorities bearing 
protest against the proposed addition to rules 
of fair trade practice known as “addition 10 
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4 B.” In this the LCA is requested to delay 
submission of the proposed commission men’s 
division, with this association as the adminis- 
trative channel, to NRA for final approval, 
until that body has received and passed upon 
the matter of 4 B. Both items are approved 
by the LCA and both are to be submitted to 
NRA in the near future. 
~ New by-laws were discussed and unani- 
+ adopted. 

moasly Py year’s annual meeting, to be held 
in July, 1935, the city of Detroit, Mich., was 
selected. 


Louisville Officers Re-elected 


LovisviLLE, Ky., March 12.—The Louisville 
Hardwood Club, at a recent meeting, first in 
several months, decided to let the old officers 
remain in office, in view of the fact that they 
presided at very few meetings last year and 
the annual meeting was not held last Novem- 
ber. George Guigliano, of W. P. Brown & 
Sons Lumber Co., is president; John Norman, 
Norman Lumber Co., vice president; Clarence 
Hoover, Wood Mosaic Co., treasurer; and 
L. B. Olmsted, Mengel Co., secretary. Reports 
at the meeting were far more optimistic. 








Mississippians Discuss Code 


Jackson, Miss., March 12.—The annual 


meeting of the Mississippi Retail Lumber Deal- 
ers’ Association, held here on Feb. 24, was the 
most representative, though not the largest, of 
any yet held. 


The one-day session was devoted 
to discussion of the 
Code ana to routine as- 
sociation matters. 

For the purpose of 
administering the Code 
the State has been di- 
vided into thirteen dis- 
tricts, or subdivisions, 





J. W. ROGERS, 
Canton, Miss.; 
Elected President 





a director being elected 
from each. These di- 
rectors are members of 
the State Code Author- 
ity and will administer 
the Code in Division 
No. 12. Each division 
was represented by one 


or more dealers and 
delegates. 


The following officers were elected : 

President—J. W. Rogers, J. W. 
Lumber Co., Canton, Miss. 

Vice President—Medford Leake, Leake & 
Goodlett (Inc.), Tupelo, Miss. 

Treasurer—J. Evans, City Coal & Material 
Co., Jackson, Miss. 

Secretary—Walter P. Pratt, Jackson, Miss. 


Rogers 





Three Buffalo Get-Togethers 


Burraco, N. Y., March 12.—The annual 
meeting of the Buffalo Lumber Exchange was 
held at the Buffalo Athletic Club on March 9, 
when the following directors were elected: 
Major H. Morton Jones, Robert E. Fairchild, 
Ralph C. Angell, John H. Wall, Charles R. 
Kelleran, Lawrence N. Whissel, Laurance L. 
Hurd, Ralph C. Crowley, Shirley G. Taylor, 
Oliver J. Veling and Henry I. George. The 
election of officers for the year was postponed 
lor a week, 

While the exchange was in session, a meeting 
of lumber retailers was being held in an ad- 
joming room, in charge of Oliver J. Veling, 
who reported on a Lumber Code meeting he 
attended in Washington. . 

L. S. Beale, secretary of the National Hard- 
wood Lumber Association, was present at a 
meeting of wholesale hardwood dealers at the 
Hotel Statler, Buffalo, on March 5. Most of 
the afternoon was given over to a discussion 
ot the Hardwood Code. 
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Tacoma to Exhibit at World Fair 


Tacoma, WasH., March 10.—Acceptance of 
three new memberships was announced at yes- 
terday’s meeting of the Tacoma Lumbermen’s 
Club at the Hotel Winthrop. The Tacoma 
Sash & Door Company, the Mud Bay Logging 
Company of Olympia and the Spruce Veneer 
Packing Corporation of Puyallup are the new 
affiliates. The club approved placing of an ex- 
hibit of lumber products at the Chicago Cen- 
tury of Progress exposition when it reopens. 
Harry Caldwell, of Minneapolis, told of plans 
for reorganizing Hoo Hoo. 





New Bulletin on Motors 


A new bulletin of importance to plant own- 
ers, managers and superintendents has been 
issued by Allis-Chalmers Manufacturing Co., 
Milwaukee, Wis. This new bulletin (No. 1165) 
illustrates and describes the company’s line 
of bracket bearing synchronous motors. In 
addition to the standard line of motors for 
general requirements, including exciters, con- 
trol equipment etc., the bulletin also treats of 
motors with special features of construction, 
such as anti-friction bearings, enclosed collector 
rings, splashproof type, enclosed fan-cooled 
type and vertical motors. It also contains a 
discussion of use of the synchronous motor for 
improvement of power factor, with examples 
applying the graphical method for figuring 
power factor corrections. 





Woodworking Manuals 


The AMERICAN LUMBERMAN feels that it is 
doing a service to its many readers who are 
interested in the operation of sawmills and 
woodworking plants of every kind, by calling 
their attention to a remarkable offer being made 
by Henry Disston & Sons (Inc.). 

This world famous firm of saw and _ tool 
makers has at great expense prepared a set 
of woodworking manuals which are about the 
“last word” in handbooks of technical and 
practical information of the sort needed daily 
by plant managers and superintendents, sawyers, 
filers and all others responsible for the efficiency 
and proper maintenance of saws of all kinds, 
as well as of many other woodworking ma- 
chines. It would be hard to find a working 
problem or a cause of trouble that is not ade- 
quately treated in these manuals or for which 
the remedy or the proper means of prevention 
are not given. 

The manuals are gotten up in very con- 
venient style, with 5x734-inch pages, rounded 
corners, and perforated for insertion in a binder 
of that size. They are fully illustrated and 
typographically arranged for ready reference. 
It is suggested that when writing the Disston 
people for these manuals the applicant specify 
which of the following titles are desired, there 
being a separate manual for each: Trimmer and 
Slasher Saws; Hollow Ground Combination 
Saws; Spring Set—Solid Tooth Combination 
Saws; Machine Knives; No. 30 Groover or 
Dado Head: Disston Files. Any or all of these 
may be had without cost by simply writing 
Henry Disston & Sons (Inc.), 2295 Tacony, 
Philadelphia, Pa. 





Gives Greater Proteciton 


“Triple-A No. 44 Aluminum is fundamentally 
different from other aluminum coatings,” says 
a new illustrated folder issued by the Quigley 
Co. (Inc.), manufacturer of industrial special- 
ties, 56 West 45th Street, New York. It 
proceeds to elucidate the claim by telling how, 
with one stroke of the brush, it primes, pro- 
tects and decorates the surface to which it is 
applied, combining the protective qualities of 
a waterproof base with the decorative and pro- 
tective advantages of an aluminum surface. This 
product fills a wide industrial need, and plant 
managers and purchasing agents should inform 
themselves regarding it. The bulletin may be 
had by addressing the company as above. 
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FOR SALE 


as a going concern 


The Extensive Lumber Business 
formerly carried on by 


WILLIAM COPPING LIMITED 
at Joliette, Quebec 


and comprising Buildings, Machinery, Saw 
Mill having a daily capacity of 100,000 feet, 
approximately 15 acres of land, water power 
and river rights, etc., stock of cut lumber, 
Accounts Receivable and 60 square miles of 
easily accessible Timber limits, estimated to 
contain 80 million feet saw logs (30 sofft- 
wood and 50 hardwood) and 200,000 cords 
pulp wood. 


For further information apply:— 


THE ROYAL TRUST COMPANY 


Estates Department 
P. O. Box 2580 MONTREAL, P.Q. 











| and Solve f 
| Your SCREEN PROBLEMS ) 
| Here's | 
do for you: 
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what MICKLIN CORNERS will i 


| Sell MICKLIN CORNERS ||| 
| 


1. Cut your investment. } 
2. Simplify your stock. | 
3. Sell screen stock and mouldings. 





4. Make better screens. 











| 
5. Eliminate odd size problems. lil 
| 
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In the face of advancing millwork costs, {| 
MICKLIN CORNERS are a better buy than }|/'' |\| 
|] ever before. NO ADVANCE IN MICKLIN }))/|;/| 
\||\|| CORNER PRICES. (Mt 


Mii Order from your jobber or write us for |j\|!'|| 






















\ descriptive folder and name of our |}\\|| | 
| \ nearest distributor. HII 
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| MICKLIN NN 
MANUFACTURING CO. HM 
, 1020 North 19th Street, Omaha, Nebr. wt 
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Richard Shipping Corp. 


Established 1847 
44 Beaver Street, NEW YORK 
Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 











BOOKS FOR LUMBERMEN— 


We have ’em right in stock. Write for catalog NOW! 
American Lumberman, 431 S. Dearborn St., Chicago 
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'SUDDEN 
SERVICE | 


Southern Pine 


and Hardwoods 


Prepared to give prompt 
shipment of anything in 
mixed cars, including yard 
stock, mouldings, red fence, 
wagon and dimension oak. 
Well assorted stocks of 
southern pine and hard- 
woods. Mills at Keltys, 
Conroe, Ewing and Clarks- 
ville, Texas. 

Bright, dry lumber. All 
items of No. 3 and Better 
steam kiln dried. An envi- 
able record of service. 


Let us have your inquiries. 





ANGELINA COUNTY 


LUMBER COMPANY 
Keltys, Texas 











LINDSEY 8-Wheel Log 


Wagon Ss Pat Sepa 1900 f 


May i f302 






continue to do 
the job cheaper 
and better for 
the practical log- 
ger. 






Falf 
Loaded 





For snaking and 

bunching use 

our Self-Loading 
Skidders. 





LINDSEY 


Sole Manufacturers 


WAGON CO. 
LAUREL, MISS. 


AMERICAN LUMBERMAN 


March 17, 193; 


Club Urges Home Financing 


CINCINNATI, Outo, March 12.—Attendance 
at the March meeting of the Cincinnati Lum- 
bermen’s Club was smaller than at previous 
meetings this year, but before adjournment it 
developed into one of the peppiest sessions of 
several years. Members had on their fighting 
clothes and, led by Edwin H. Ward, former 
president of the club and sales manager of the 
Dwight Hinckley Wholesale Lumber Co., and 
H. E. Everley, manager of the trade extension 
department Appalachian Hardwood Manufac- 
turers (Inc.), fellow lumbermen expressed their 
sentiments in no uncertain language on various 
issues presented. 

Two matters of importance to the entire trade 
were discussed, and both acted upon forcefully. 
The first was recent advertising of certain auto- 
mobile factories, which deprecated the use of 
wood in the construction of bodies for business 
and pleasure cars. This was presented by Man- 
ager Everley, when he displayed several pieces 
of advertising distributed at recent auto shows. 
He read resolutions adopted recently by the 
Northern Hemlock & Hardwood Manufacturers’ 
Association protesting against this class of ad- 
vertising as unfair. Mr. Everley read the re- 
port of several grueling tests made by General 
Motors on a composite body and two all-steel 
bodies. These conclusively favored the com- 
posite body. Mr. Everley said it was true that 
in former years inferior lumber had been used 
in making bodies, and that this was in part the 
fault of the lumber salesmen, who did not rec- 
ommend to auto builders the kind of lumber 
to use to get best results. He said that now 
lumbermen are more alive to the conditions, 
and should insist on auto factories buying only 
the best material. He said sales of white oak 
for bodies had proved most satisfactory. 

E. H. Ward objected to drafting resoluticns 
after the form of the Wisconsin resolutions, and 
said: “We don’t want any milk and water reso- 
lutions.” If we adopt resolutions condemning 
that sort of unfair advertising, we want to put 


Says Dealers 


PHILADELPHIA, Pa., March 12.—At_ the 
forty-eighth annual meeting and dinner of the 
Lumbermen’s Exchange of Philadelphia, the 
following officers were elected for the coming 
fiscal year: 

President—George C. Adams, of George C. 
Adams & Son. 

Vice president—P. John Galbraith, lumber- 
man and box manufacturer. 

Treasurer—James A. Finley (re-elected). 

Secretary—John H. Lank (re-elected). 

Directors—Amos Y. Lesher, Lumber & Mill- 
work Co. of Philadelphia; Melville G. Wright, 
Wright Bros.; Horace G. Hazard, Penn Lum- 
ber Co. and Hazard-Lawton (Inc.), and Donald 
M. Souder. Mr. Lesher was elected for one 
year, succeeding Russell C. Keely, and the 
other three were elected for the full term 
of three years each. . 





In the absence of J. Tarleton Riley, retiring 
president, who was in Florida, Mr. Adams pre- 
sided at the meeting. 


Should Include Fair Profit in Prices 


The principal speaker was J. Frederick Mar- 
tin, secretary and counsel of the Middle Atlan- 
tic Lumbermen’s Association. He criticized the 
retail lumbermen of this section because they 
lacked courage to include a fair profit margin 
in submitting prices for establishment of the 
Mode cost plan. Mr. Martin said in part: 

Retail lumbermen were given an oppor- 
tunity to do something for their industry, and 
75 to 80 percent of them filed prices at the 
Mode. This seems an acknowledgment that 
they can not sell above cost. I think that 
great injury has been done to the Code. The 
public will say “They have only one price— 
this is price-fixing.” Washington may say 


’ 


some teeth into them.” Mr. Ward, Joseph Bay. 
ers and E. G. Garties were named on a com, 
mittee to draft the resolutions. 


Must Get Aid for Home Financing 


Next came the protest of Mr. Ward and Rox 
C. Kuhlman, secretary-manager of the Cincip. 
nati Lumber & Millwork Association (Inc) 
on the score of the apparent lethargy of th 
lumber and building materials trade in the my. 
ter of financing for home buildings and repairs 
It was pointed out that the spring building seq. 
son is approaching rapidly, and there is no aig 
in sight for the lumber or building industry, 4; 
Ward said: “It is time for the lumber industry 
to wake up and demand that something 
done. Something ought to be done by the ip. 
dustry to get Government money to start bysi- 
ness. We see our efforts go to waste. Firm 
that sold $500,000 several years ago, cannot 


_ sell $40,000 now. There is no volume of bysi- 


ness, and there will not be as long as the build. 
ing industry is prostrate. We have tried to ge 
money from the banks and building associations 
and failed. They will not make loans, perhaps 
because they can not. But this club ought to 
do something. It should act without delay.” 
Mr. Kuhlman said: “Congress has seven bills 
before it, and hasn’t acted on any of them a 
far as we know. Congress should come to the 
aid of the building industry, the third largest in 
the nation, and I believe it will if the lumber. 
men yell loud enough. The trouble is that the 
lumbermen have been too lethargic. They have 
been too patient and long suffering and supine 
It is time that they were aroused from their 
lethargy. We must have action. We must have 
something like the Duffey bill, and money must 
be made available immediately. We have the 
Code; we have our minimum prices, but we 
have no money with which to do business. Con- 


gress should furnish it on first mortgages by § 


direct loans. I believe that this club ought t 
act at once and do its utmost to wake up the 
lumber industry.” 


Lack Courage 


“If there is to be no profit, why bother wit! 
protection.” Or officials may come to the 
conclusion that we are making a profit at 
the Mode figures, and seek to reduce them 
I am a believer in the one-price idea, but 
it should be a price at which the dealer ir 
question can make a fair profit and give ade- 
quate service, and I do not favor one price 
for all dealers to all customers. In that there 
is the danger of approaching the matter of 
conspiracy in prices. The Sherman Law is 
still in effect. 

There are a lot of high type men who 4 
not approve of Government regulation of 
business, but the majority of those I have 
contacted believe the NRA has done good 
and is worth while. If it remains popular 
it will stay. I see a slow awakening of the 





public in general to a perverted business 
conscience. Many were so engrossed in their 
zeal for gain that they had become calloused 
to even the most elementary principles of 
business honesty. The New Deal is a chal- 
lenge to Wall Street, even as the Interstate 
Commerce Act was a challenge to the ar 
rogance of the railroads, and the Sherman 
Act a challenge to the monopolies of the day 
in which it was passed. ; 
Labor has been commendably fair, giving 
little serious opposition to any industria 
code. Labor has shown itself willing that 
employers have a fair mark-up—a fair Tre 





turn on investment—so that they can pay 
a fair wage. Labor fears, however, that the 
minimum wage may become the maximum 


wage in many cases, and I am not sure but 


that the fear may be well grounded. 


Other speakers were chief State Appraise 
Clyde Schissler, of the Home Owners Loan 
Corporation, who substituted for Jacob Mayes 
district manager for the corporation; and Me: 
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ville M. Parker, president and treasurer of the 
Real Estate Title and Trust Co. who discussed 
the Reconstruction Finance Corporation. 
In his address Mr. Schissler expressed his 
opinion that the Home Le an banks will do more 
than anything else to stabilize the real estate 
business. He denied reports that the corpora- 
tion was “taking every loan that comes along. 
He declared that the Home Owners Loan Cor- 
poration will try to keep the Government out of 
the real estate business, into which it would be 
speedily plunged if bad loans were allowed. 
~ The twenty-one ex-presidents of the Lumber- 
men’s Exchange of Philadelphia held a “Senior 
Council” meeting at the headquarters of the 
Exchange March 12. This Council was first 
called together in 1923 by John I. Coulburn. 
and it has become an established custom to meet 
annually two weeks after the yearly meeting 
of the Exchange. 





Western Red Cedar to Be Used 
at Canal 


TacoMA, WaASH., March 10.—A successful 
fight has been waged by the West Coast Lum- 
hermen’s Association to have Western red cedar 
included with California cypress and redwood 
in materials specified for War Department con- 
struction in the Panama Canal Zone. The 
Coast Sash & Door Co., of Tacoma, has been 
awarded a sub-contract for millwork and cabi- 
net work to be used in a War Department 
building being erected in the canal zone. Orig 
inal specifications required that either California 
cypress or redwood be used, because of their 


resistance to insects and climatic conditions 
neculiar to the Canal Zone, officials of the 
Coast Sash & Door Co. said. Realizing that 


government standards indicate that western 
cedar is equally resistant under similar condi- 
tions, the Coast Sash & Door Co. took up 
the matter with the West Coast Lumbermen’s 
Association and submitted an alternate bid on 
the work. based on use of cedar rather than 
cypress or redwood. Their alternate bid re- 
sulted in their being awarded the contract. 
Manufacture of the articles specified in the con- 
tract is now being completed. 





. . 
Will Fly Big Plane 

SEATTLE, WASH., March 10.—The house flag 
of the McCormick companies is now flying from 
a new ship of the air which will be used by 
oficials in connection with the supervision of 
extensive lumber, logging and steamship oper- 
ations on the Pacific Coast. The craft is a 
giant Sikorsky amphibian monoplane, that will 
alight with equal ease on land or water, making 
It possible to land close to their mills which 
are located entirely on water, miles distant from 
landing fields. It carries five passengers and 
has a cruising speed of 100 miles an hour, 
with a cruising radius of 400 miles. 

The ship will be used by the McCormick 
oihcials for trips to and from sawmills at 
Port Ludlow, Port Gamble, (Wash.) and St. 
Helens (Ore.); three logging camps in 
Washingt n, and extensive timber stands in 
Cowlitz, Mason, Pierce, Jefferson and Kitsap 
counties in Washington, as well as in connec- 
tion with the McCormick steamship operations 
in the Northwest. 

The plane will be flown principally by Paul 
E. Freydig, logging manager for the Chas. R. 
McCormick Lumber Co., with headquarters in 
Seattle and Portland. Mr. Freydig is a pilot 
oi long experience, holding a transport license 
and a Group 1 rating in the United States 
Army Air Corps Reserve, in which he is a 
captain. He received his training prior to 
the World War, during which he was an Air 
orps instructor. 

Officials of the company feel that the plane 
will not only assist in speeding up business 
Senerally, but is a step forward in modern 
lorest conservation work and fire prevention. 
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Do Something About It 





ARE YOU OVERLOOKING THIS? 


You, Mr. Lumber Dealer, probably 
have more potential CASCO Glue 
customers passing through your doors 
than all other retailers in your com- 
munity. 

They know the product because 
over 30,000 samples of CASCO Glue 
are sent each month to readers of 
CASCO advertising in these fields: 
Householders Boy Scouting 
Homecrafting Manual Training 

Carpenters and Contractors 


Why not get this profitable business? 


CASG 


WATER 
PROOF 


CASCO is packaged in all sizes for 
all users— 
10c cans for boys and Boy Scouts. 
25c cans for Householders. 
1 lb.—5 Ib.—10 lb. cans for Home- 
crafters, Woodworkers, Cabinet- 
makers, Body Builders, Boat Build- 
ers, tc. 

Don’t let this profitable business 
get away from you. 

* K * 

Let us send you the Facts on the 
Profit Possibilities of CASCO. 


Qi Ws 


The Casein Manufacturing Company of America, Inc., 205 East 42nd Street, N. Y. 



















BRAND 


“NONE BETTER” 








Quality and Manufacture Guaranteed 


TOP HAT Heidner & Company 


TACOMA, WASHINGTON, U.S.A. 


SALES AGENTS FOR 


Aberdeen Plywood 


Company. 





Plywood and Wallboard 


Douglas Fir — Spruce — Cottonwood 
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Plan Southwestern Hardwood Production, Dis- 
tribution and Conservation 


New Orveans, La., Feb. 28.—Adoption of 
a resolution opposing pending changes in the 
income tax law, which would make accumu- 
lated profits undistributed prior to 1913 subject 
to levy, and naming of a committee for clari- 
fication of problems and bringing about of 
uniform forest conservation under the Code, 
marked the meeting here today of the South- 
western Hardwood Manufacturers’ Club. The 
meeting was presided over by King W. Bridges, 
vice president. 

The session opened with a brief discussion 
of internal policy, in which a suggestion was 
made for broadening the scope of the organi- 
zation to make it a “Southern” club and recom- 
mendations were advanced relating to frequency 
of meetings. These were referred to the club’s 
officers for study. 

The pending changes in income tax laws were 
brought before the meeting by presentation 
of a letter on the subject from the National 
Lumber Manufacturers’ Association. It was 
pointed out that the modifications (already 
passed in the House and pending in the Senate) 
affected those operations in mixed stands where 
the original interest in acquired timberlands 
was in pine, and now turned toward hardwoods 
left after the other species had been removed, 
or in which a dual production program is now 
followed. The club instructed the officers to 
wire its protest to the Senate finance commit- 
tee, where the matter is now pending. 


Rates on Philippine Woods; French Quotas 


A report concerning the Philippine mahogany 
situation was made, revealing that a proposal 
to place that species on the common lumber 


basis on Southwestern railroads had _ been 
made, and, upon opposition being expressed, 
dropped. The contention of the club in this 


connection was, and is, that no reason existed 
for the removal of the Philippine mahogany 
from the classification of foreign lumber inso- 
far as rail rates are concerned. 

A brief discussion of the reduction of the 
French quota fixed for American hardwoods 
followed, but no action could be taken, inasmuch 
as this matter is being handled by the United 
States Department of Commerce on the instance 
of the industry. A drastic reduction in quota 
affecting southern hardwoods was made for 
1934. 

Club members from Louisiana were advised 
that the effort being made, through the Inter- 
state Tax Bureau, to secure, by court action, 
a nullification of the corporation tax law, had 
resulted in an adverse verdict in the trial court, 
and that the case is being appealed to the 
Louisiana supreme court. The law imposes a 
tax of $1 a thousand on capital, surplus and 
undivided profits on corporations doing business 
in the State. 


Changes in Price Minimums; Weight Scales 


\ brief discussion was held relative to the 
meeting of sales managers held in Shreveport, 
La. Feb. 20 and 21, with J. B. Edwards, 
price control committee member, at which opin- 
ions relative to proposed changes in cost-protec- 
tion prices on hardwoods were advanced. Sev- 
eral advances were recommended, as also an 
increased weight scale on some species. The 
discussion revealed that inquiries had increased 
because of reports to the trade of the proposed 
cost-protection price advances. The Shreveport 
discussions were advisory to Mr. Edwards, as 
committee representative, and must be approved 
by both the Hardwood Manufacturers’ Institute 
and the Lumber Code Authority. It was re- 
vealed that cost-protection prices on yellow 
cypress for the yard trade are being worked 
out. 

Recommendation that the hardwood manufac- 
turers turn to the State for establishment of 


fire protection work under the Code was made 
by V. H. Sonderegger, club forester, who ex- 
plained the advantages of such a move. The 
Code makes optional to the operator whether 
an individual fire protective system be estab- 
lished, or entry into organized groups be ef- 
fected. Speaking particularly of Louisiana, but 
also including other club territory, Mr. Son- 
deregger declared the entry into the State pro- 
gram, now being carried on under the Clarke- 
McNary Act, would cost less and prove more 
satisfactory, in that it would definitely shift the 
burden from the individual operator in satisfy- 
ing supervising agencies that the Code require- 
ments are being met. 

Mr. Sonderegger classified hardwood areas 
into three types: the bottom lands of the river 
deltas, which require little fire protection effort 
except in years of drouth, averaging one in 
five; the hummoack land, ranging into pine, re- 
quiring more work; and, the hardwood uplands, 
presenting problems similar to those in Appa- 
lachian timber lands. The problems of fire 
protection in the Appalachians are greater than 
in the lower areas, pointed out Mr. Sondereg- 





V.H.SONDEREGGER, 
New Orleans, La.; 


Made Recommenda- 
tions on Forestry 


KING W. BRIDGES, 
Hammond, La.; 

Vice President of the 
Southwest Club 


ger, and operators should not be alarmed at 
Code specifications pointing to that area. 

The manufacturers were advised by the for- 
ester to take the responsibility in placing lands, 
upon which timber rights are held, in fire pro- 
tective contracts, and then to go back to the 
owners to see what they can get. The cost of 
protection, 2 cents a year or 20 cents an acre 
for a 10-year period, was cited as not unduly 
burdensome. The forester predicted a new kind 
of claim will rise under the Conservation pro- 
gram in which a timber land owner, if 
Code provisions are not lived up to, will lay 
claims against the logging operator for losses 
arising from damage to unsold young trees, or 
the new timber crop. When the timber has 
been removed or the contract expires, said Mr. 
Sonderegger, the operator can return the re- 
sponsibility for fire protection back to the land 
owner. 


Unwanted Species May Have Value Later 


Discussing features of the conservation pro- 
gram, Mr. Sonderegger expressed a view 
that removal of “unwanted species” is not de- 
sirable in this region, in that trees for which 
there is no market today may be wanted later 
He cited hackberry as unwanted two years 
ago, but now enjoying a market demand. Se- 
lective cutting has been practiced by the 
southern hardwood industry right along, he as- 


serted, inasmuch as the general practice jg ti 
take out the timber desired by the marke 
leaving the rest. The forester declared he hes 
been preaching for years the cutting of trees 
yield the higher grades, and leaving of {oy 
grade producers in standing timber, as a means 
of saving losses incurred in marketing low 
grade hardwood lumber. 

He recommended that seed trees be left jp 
groves or pockets, in units of from five to te, 


acres, as allowed by the Code, as better forestry § 


practice and easier. Isolated trees are mor 
subject to attack and to damage. The forester 
expressed an opinion that girdling (deadening) 
trees made them incubators for insect enemies. 
He suggested that for supervision the operators 
group their lands and employ a competent map 
for supervision of the combined acreage. The 
track crew can be easily trained to fight fires 
he said. 


To Codify Best Solutions of Problems 


Asked about the responsibility of mills buying 
logs from contractors delivered on trucks, Mr. 
Sonderegger expressed the view that the Code, 
in specifying “operator,” did not hold the mill 
in this case. He interpreted “sustained yield” as 
determining how much timber will grow ina 
10-year period on a 10-year cutting program, 
and removing that much, leaving the equivalent 
of the original nucleus. He expressed the be- 
lief that achievement of sustained-yield programs 
is twenty-five years off. 

After a short discussion, a motion was made 
and carried that the club president name a 
committee which will study the conservation 
program requirements and problems, receive 
questions from operators, and codify the proper 
answers. The answers, interpretation, and rec- 
ommendations are to be sent operators from 
time to time in serially numbered bulletins for 
reference. The work is to be started imme 
diately, so that the operators will know where 
they are when the program goes into effect. 





Increased Call for Hardwoods 
in Manchester District 


Wasuincton, D. C., Mar. 12.—As a result 
of the depreciation of dollar exchange, pros 
pects for increased sales of American furniture 
woods in the Manchester consular district dur- 
ing the current year appear to be promising 
according to a report from Vice Consul W. E 
Moessner, made public by the Commerce De 
partment. * 

The chief hardwood competitor of the United 
States in this market (exclusive of British Em- 
pire countries) the report points out, is Poland 
which is still on the gold standard, and there- 
fore does not have the same exchange advat- 


e . : hich 
tage. Because of the exchange situation which | 


prevailed during the two years previous to last 
October, the cost-to British importers of Amer- 
ican timber products was said to be too high 
and the share of the United States in the tota 
trade markedly declined. This condition 
now reversed with American exporters assut 
ing an advantageous position. Under preset 
circumstances, the report declares, it seem 
likely that British furniture makers will agai! 
purchase larger quantities of American woods. 

About 15 percent of the total British outpu 
of wooden furniture is produced in the Mar 
chester district, most of which is made from 
hardwoods. 

It is estimated that 15 percent of total British 
hardwood imports is consumed in the Manches- 
ter area, the report states. Present indication 
are that furniture production in the district 
during the current year will exceed the 193 
total by approximately 10 percent. 
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Frost Mixed Cars 
Offer You Advantages 


Frost mixed cars offer you variety. Almost no other organization in the country can 
match the assortment which Frost can include in the same car. 


Frost mixed cars offer you quality and value. Over many years the Frost organi- 
zation has maintained a reputation for thoroughly dependable stock. 


Frost mixed cars offer you service. Prompt shipment of the wide variety of Frost 
items, delivered to your yard in carefully loaded cars. 

















Frost Pine Log Cabin Siding 


Every lumber dealer should look into the log 
cabin sales opportunities in his community— 
log cabin lodges, boy scout and girl scout 
cabins, roadside stands, tourist cabins, novelty 
stores, filling stations, etc. Two attractive pat- 
terns—Pattern A and Pattern B. Ask for fur- 
ther information. 


Frost Children's Playhouse 


Put up in sections—ready for immediate as- 
sembly. Shipped knocked down to save space, 
with or without the little table and two chairs. 
A real hit with the children. Ask for further 
information. 


District Offices — St. Louis, Mo., 
Mount Vernon, N. Y. 








Frost Lumber Industries, Inc. 
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FROST SPECIALIZES IN 
CAREFUL KILN DRYING 


Make your selection of Frost items 
from the following: 


Shortleaf, Longleaf, Ar- Oak & Gum Mouldings, 
kansas Soft Pine Lineal Length Trim 


Southern Hardwoods Lineated Dimension 
and Cypress 


Frost Brand Oak Flooring — Log Cabin 


Cedar Closet Lini 
edar Closet Lining Children's Playhouses 


Trimpak and American 
Beauty Package Trim X-ilated Lath 


FIT YOUR ORDER TO YOUR 
NEEDS TO BALANCE STOCKS 


SHREVEPORT, LA. 
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News Notes About the Codes 


Retail Lumber Code Up for 
Court Test 


Battimore, Mp., March 12.—An injunction 
to restrain John C. Walsh, secretary District 
No. 4, Division 20, of the Retail Lumber Code 
Authority, from hearing charges that they had 
violated the Retail Lumber Code has been peti- 
tioned in Federal court here by Aaron Morris, 
of the Morris Lumber Co., Everett, Pa., and 
George O. Thrush, of the Potomac Lumber 
Co., Cumberland, Md. Judge Coleman set the 
hearing on the petition for today, but on Mr. 
Morris’s request for more time in which to pre- 
pare. evidence the hearing was delayed until 
March 19. 

The bill of complaint alleges that the plain- 
tiffs are not engaged in interstate business; that 
they did not subscribe to the Retail Lumber 
Code; that they never voluntarily submitted 
themselves to the jurisdiction of the Code Au- 
thority; and that they will be deprived of their 
property without due process of law if the in- 
junction is not granted. It is further averred 
that the NRA has no application to the peti- 
tioners, and that it subjects them to prosecution 
and penalties before an administrative officer 
without judicial power. It is set forth in an- 
other paragraph of the bill that the complainants 
were ordered to appear before the Code com- 
pliance committee at Cumberland on March 7 
but that a postponement had been granted until 
today. 


How to Obtain the New 
"Code Eagle" 


It has been announced that, with the codifi- 
cation of industry nearing completion, the “Code 
Eagle” will replace the “Blue Eagle” in most 
establishments. On Mar. 1 Administrator John- 
son announced that any retail lumberman who 
in writing has agreed to abide by the Retail 
Lumber Code will be entitled to receive the 
Code insignia as soon as he has paid his assess- 
ment levied to cover the expenses incident to 
the preparation and distribution of the Code 
Eagle. For the retail lumber trade this will be 
a quarterly assessment, due Jan. 1, April 1, July 
1 and Oct. 1, of five-tenths of one percent 
(0.5%) of his sales of lumber, lumber products, 
building materials and building specialties dur- 
ing the quarter. Revision may be made with 
the consent of the administrator according to 
the necessities, but the amount is not to exceed 
the percentage named. Funds advanced by mem- 
bers of the trade for the initiation and adminis- 
tration of the Code are to be credited against 
assessments. 





—————EE 


Code Obligations of Millmen 
and Wholesalers 


Wasuincton, D. C., March 12.—The “resi- 
dent committee” of the Lumber Code Authority 
at a meeting here Mar. 2 was informed, it an- 
nounced, that “question has been raised indi- 
cating some uncertainty concerning the obliga- 
tions under the Code of a manufacturer acting 
as a wholesaler or retailer, and specifically 
whether manufacturers in their capacity as 
wholesalers and retailers are subject to the pro- 
visions of the Code in respect to discounts and 
minimum prices.” Accordingly after considera- 
tion the committee adopted the following reso- 
lution : 

Resolved, That all manufacturers of lumber 
and timber products are subject to the juris- 
diction of the Code and they cannot divest 
themselves of their obligations thereunder in 
respect to observance of minimum prices and 
maximum discounts. Therefore, a manufac- 
turer selling lumber and timber products to 
a wholesaler or a retailer, for resale to whole- 
salers or to retailers whether such products 


are of his own manufacture or have been pur- 
chased from another, must comply with estab- 
lished minimum prices and maximum dis- 
counts as well as other Code provisions ap- 
plicable to manufacturers and wholesalers. He 
may not be relieved therefrom because he has 
also the status of a wholesaler or a retailer 
and claims that his services are rendered as 
such and not as a manufacturer. 

A wholesaler accepting discounts also ac- 
cepts obligations imposed by the Code on 
wholesalers receiving discounts. Manufactur- 
ers with wholesale or retail departments, sub- 
sidiaries or affiliates selling to other retailers, 
shall not utilize such connections directly or 
indirectly to evade Code provisions in respect 
to minimum prices or discounts. 








Late Code News from 
Washington 


[Special telegram to AMERICAN LUMBERMAN] 

WasuHineton, D. C., Mar. 15—A. C. 
Dixon, industry advisor to NRA has been ap- 
pointed a deputy administrator. The control 
committee of the Lumber Code Authority will 
meet in Washington Mar. 19 instead of in Chi- 
cago, as previously an- 
nounced. Lumber Code 
Authority has permitted 
a reduction in cost-pro- 
tection prices in certain 
cases in order to move 
distress stocks. Harold 
S. Crosby, former dis- 





A. C. DIXON; 
Appointed Deputy 
Administrator 





trict manager of the 
National Lumber Manu- 
facturers’ Association, 
has just joined the 
Lumber Code Authority 
in the Trade Practice 
Division. NRA _ an- 
nounces a hearing on 
Mar. 27 in connection with amendments 49 to 
67 inclusive. [An important item of business 
at the Control Committee meeting, it has been 
announced, will be the establishment of quotas 
of production for the various Divisions. Other 
important matters will also be considered.— 
Eprror. | 





Wasuincton, D. C., Mar. 12.—To give the 
NRA administration its non-voting membership 
on the Lumber Code Authority and the Retail 
Lumber Code Authority, Administrator John- 
son has made four appointments recently. 

As representatives on the Lumber Code 
Authority he has appointed Chief Forester F. 
A. Silcox; A. C. Dixon, former president of 
the National Lumber Manufacturers’ Associa- 
tion and former general manager of the Booth- 
Kelly Lumber Co., Eugene, Ore.; and, last 
Thursday, a retired army officer, Maj. Gen. 
Harry L. Gilchrist, who has had thirty-six 
years of commissioned service in the regular 
army and who commanded the first detachment 
of the A. E. F. to participate in the World War. 
He has no lumber industry business interests, 
but he had a three-year acquaintance with the 
industry in his youth when he was an appren- 
tice in a Cleveland planing mill. 

In like manner Henry E. Stringer, of this 
city, president of the Hydraulic Pressed Brick 
Co., was appointed last Tuesday to be an NRA 
member of the Retail Lumber Code Authority, 
to succeed Deputy Administrator E. A. Self- 
ridge. Captain Selfridge resigned this mem- 
bership because of the administration policy of 
relieving NRA officials of code authority re- 
sponsibilities whenever possible. 


Anti-Trust Injunction Modified 
to Permit Code Compliance 


MEMPHIS, TENN., Mar. 12.—The terms of 
a permanent injunction issued in 1920 againg 
the American Column & Lumber Co. et a/ (the 
latter including more than 300 southern ang 
Appalachian hardwood producers) were modi- 
fied Feb. 21 in a decision by Federal Judge John 
J. Gore, of Nashville, to allow the lumbermey 


to comply with the Lumber Code’s provisions § 


The decision, filed in Federal court here, was 
a consent order to the effect that nothing in 
the injunction should be construed so as tg 
prevent the defendant companies from full com. 
pliance. and co-operation with the Lumber Code 
under the National Industrial Recovery Act, 

The injunction, which was approved subse. 
quently by the Supreme Court, was issued ty 
restrain the lumbermen from an alleged yiola- 
tion of the Sherman Anti-Trust Act in what 
was. stated to be an unlawful combination 
formed to increase the prices of hardwood lum. 
ber. Last December these firms, through their 
attorney, Seneca B, Anderson, claimed that the 
injunction prevented their doing the things re. 
quired by the Lumber Code, and applied for 
modification. 

It should be noted that Judge Gore’s decision 
does not dissolve the injunction, but merely 
makes it inoperative as concerns any co-opera- 
tive effort which may be necessary to effectuate 
the Lumber Code and through it the National 
Industrial Recovery Act. Any price-agreement 





combination that is not required by the Lumber 
Code is still restrained by this injunction, and 
the injunction will again take full effect within 
sixty days after the Recovery Act ceases to 
be in effect. 

In its Feb. 22 issue the Memphis Commercial- 
Appeal thus commented on the decision: 

The decision affords a striking instance of 
the reversal of Governmental policy within 
the last decade. In 1920 the lumber firms in- 
volved were prohibited, as detrimental to pub- 
lic welfare, from doing the very things they 
are required to do now as necessary for the 
benefit of the nation. 


Date Set for Hearing on Code 


Amendments 


Wasuincton, D. C., March 12.—A_ public 
hearing on a series of amendinents to the Lum- 
ber Code, proposed by the Lumber Code Av 
thority as a result of its recent three-weeks-long 
meeting, will be conducted in the Carlton Room 
of the Carlton Hotel starting Tuesday, March 
27, it has been announced by Deputy Adminis- 
trator E. A. Selfridge. 


State Authority Tackles 
Complaints 


BrrMINGHAM, ALA., Mar. 12.—The Retail 
Lumber Code Authority for Alabama held its 
first complaint session here Mar. 2, in charge 
of Director Rowell and President C. H. Cowan 
of the Alabama Lumber & Building Material 
Association. Reports of district meetings te 
vealed that the majority of the lumber dealers 
in the State are willing to stand by the Code 
but many are still uncertain as to what § 
required and some are supplying their ow! 
interpretations to fit their own situations, from 
the local standpoint. 

At this meeting, however, full details of the 
“Mode” of cost-finding were explained, am 
adjustment was effected on numerous matters 
such as differences pertaining to area price 
lists. Each area has selected its own Code 








chairman and control committee to handle the 
local situation. 

Some dissatisfaction with the mark-up plat 
was expressed, however, especially when the 
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price question involves the products of local 
cawmills. Dealers in the northern part of the 
State particularly, who are having trouble in 
changing their mark-up to meet the State and 
national Code requirements, complained of the 
failure of the Southern Pine Association to 
enforce general compliance with its minimum 
cost-protection prices. The dealers believe that 
until these f.o.b. mill minimum prices are en- 
forced the retailer will continue to have trouble 
with enforcing the Mode. Complaining dealers 
pointed out that the prices in SPA Bulletin 
No. 34, plus freight from southern Alabama 
(which averages $3.50 a thousand), plus the 
39 percent Mode mark-up, bring the retail 
prices considerably above any obtained since 
1928. Up to the present the local sawmill sold 
its product at from $8 to $12—average $10— 
delivered to the yard. Adding the Mode 
mark-up to this would make a retail price of 
around $20. 


City Agrees to Abide by Code 


in Lumber Purchasing 


BattrmorE, Mp., Mar. 12.—The city admin- 
istration has abandoned its campaign to have 
lumber dealers bid on contracts covering the 
municipality’s requirements for the entire year, 
and instead will buy lumber in the open mar- 
ket, in lots from time to time as they are 
needed. The agreement was reached at a con- 
ference between the dealers and a committee 
appointed by the Board of Awards and Frank 
K. Duncan, acting head of the Public Works 
Department. 

When the Board of Awards sought to place 
orders for the entire year, lumber dealers pro- 
tested that under the provisions of the Retail 
Lumber Code they were unable to bid for a 
contract of this kind in its entirety because the 
specifications called for lumber of different 
lengths and descriptions. The dealers explained 
that they were legally obligated to figure by 
sizes and prices as regulated by Code brackets, 
which vary as to the dimensions of the lumber 
and the quantity required within a given time. 








Will Prosecute Alabama Vio- 
lator of Lumber Code 


Wasuincton, D. C., Mar. 12.—Less than 
twenty-four hours’ after Administrator Hugh 
S. Johnson had warned, in his concluding ad- 
dress at the national conference of code authori- 
ties, that was broadcast by radio, that “we 
are not going out to revive public sentiment 
for the Blue Eagle, but under specific orders 
Irom the President we are reorganizing to 
enforce the penal sections of the Act,” the NRA 
Compliance Division turned back to the De- 
partment of Justice its case against W. E. 
Belcher, operator of lumber mills at Center- 
ville, Ala., and elsewhere in Bibb County, with 
a statement that its efforts to settle the case 
out of court had failed. A Department of 
Justice official stated that the case would be 
turned over to the local Federal district attor- 
ney for immediate resumption of prosecution. 
Production of the Belcher mills in and around 
Centerville is approximated at 1,500,000 feet 
a month, 

In the original complaint filed with the De- 
partment of Justice, the Compliance Division 
charged that Mr. Belcher had failed to comply 
with the minimum-wage and maximum-hours 
Provisions of the Lumber Code: and among 
other documents submitted an affidavit to the 
effect that laborers at the Belcher mill stated 
their hours of work were unlimited and their 
Pay 15 cents an hour, another affidavit that 
laborers had received as little. as 10 cents an 
hour as late as Oct. 27, and an admission by 
Mr. Belcher to the Code Authority on Oct. 18 
that he was not operating under the Code. Mr. 
elcher also was reported as refusing to make 
"eports or pay Code fees to the Southern Pine 
‘Association, under whose jurisdiction he oper- 
ates, and as persisting in running his mills in 
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the absence of a production-control allotment 
and his refusal to apply for one. 

Proceedings, instituted against Mr. Belcher 
in January by the Department of Justice 
pursuant to his complaint, had been held 
in abeyance pending negotiations (at Mr. Bel- 
cher’s request) for bringing his mills under 
Code regulations. Insistence by the Compliance 
Division, however, that Mr. Belcher make full 
restitution of all back wages due his employees 
for the period of the Lumber Code’s operation, 
and Mr. Belcher’s contention that he could not 
do so, prevented a satisfactory settlement, 
according to the Compliance Division’s report. 


Making Them See the Light 


CINCINNATI, OuI0, March 12.—Ross C. Kuhl- 
man, secretary-manager of the Cincinnati Lum- 
ber & Millwork Association (Inc.) and execu- 
tive officer of the Retail Lumber Code Authority 
in Hamilton County, has been informed that 
since his address on the Cincinnati association’s 
Quantity Survey Bureau at the recent conven- 
tion of the Ohio Association of Retail Lumber 
Dealers, in Columbus, eight other bureaus sim- 
ilar in organization have been established at key 
points about the State. 

At the convention he reported that since the 
amicable settlement of differences with the 
architects numerous plans have come to the as- 
sociation offices, and predicted that there would 
be more new construction here this year than 
for four years. 

The Architects’ Association of Cincinnati had 
adopted a resolution, denouncing the lumber 
and millwork industry as price gougers and re- 
fusing to submit plans for bids of members of 
the Lumber & Millwork Association. In a letter 
to the architects and to his own members Mr. 
Kuhlman explained that the local dealers are 
doing only what their NRA Code authorizes, 
basing prices on the cost-finding Mode of the 
Retail Lumber Code and the minimum cost-pro- 
tection prices of the Lumber Code. By refusing 
to allow local dealers to bid on their plans, he 
continued, the architects not only would be op- 
posing the NRA but also would be depriving 
Cincinnati and Hamilton County laborers of the 
work they should have. Furthermore he said 
that if the architects intended to place their bids 
outside of Hamilton County they would be deal- 
ing with persons entitled to charge prices simi- 
lar to those made here but who were not con- 
forming with the Code. In conclusion he stated 
that if the architects persisted in disregarding 
the Code provisions he as executive officer 
would turn the matter over to the legal depart- 
ment for action. 

The day after the mailing of this letter the 
architects held a conference and decided to ac- 
cept Mr. Kuhlman’s invitation to meet with him, 
together with contractors and dealers, to discuss 
the situation. This meeting was held Feb. 23 
and the explanation was satisfactory to all con- 
cerned. The architects virtually retracted their 
resolution although no official action was taken. 


Stick to Published Prices 


From several sources the AMERICAN LUMBER- 
MAN has received inquiries from lumber dealers, 
concerning the status of their published prices 
under the Retail Lumber Code. From these 
queries it developed that some local Code au- 
thorities claim that when a dealer files his price 
schedule he can not deviate from it, either up 
or down—that this is his definite, fixed price 
list until he files a change to it; but that others 
take issue with this and claim that they have 
a right to deviate from this list so long as they 
do not make a price lower than the minimum 
cost-protection price. 

Homer W. Ballinger, chairman of the execu- 
tive committee of the Retail Lumber Code Au- 
thority, was asked by the AMERICAN LUMBER- 
MAN to answer the question, and in a letter 
dated Feb. 15 he enclosed a copy of the Code 
amendment approved Jan. 12 (printed in full 
in our Feb. 3 issue) and underscored the word 
“different” in the part which reads: 

... Thereafter, no dealer shall quote, sell, 
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or offer to sell any product on such terms and 
conditions, or at such prices as will result 
in the purchaser paying therefor prices 
different from those noted in such dealer's 
price list 


To this Mr. Ballinger added the following 


comment. 

The enclosed copy of amendment to the 
Retail Lumber Code is very clear with refer- 
ence to the dealer's prices.... After a dealer 
files his prices there is no question about his 
being required to sell at the exact prices 
filed. 

A. C. Gauen, of Collinsville, Ill., chairman 
of the Illinois Retail Lumber Code Authority, 
also was asked for his opinion on this and his 
answer was in complete agreement with Mr. 
Sallinger’s statement. He wrote: 

Dealers must adhere to their latest pub- 
lished price and can not sell lower or higher. 
In other words, you can not penalize your 
friends like some have done in the past, 
charging them more than they did the shop- 
pers and chiselers. A price list after once 
published must be respected by the con- 
sumer as well as the distributor. 

This same question was covered in a bulletin, 
dated Jan. 27, issued by the Wisconsin Retail 
Lumber Code Authority, of which Hawley W. 
Wilbur is chairman and D. S. Montgomery sec- 
retary. In one of the bulletin’s paragraphs this 
statement was made: 


Retail prices can be as much higher than 
the Mode prices as the dealer wishes, but 
can not be below the Mode prices. But filed 


prices can not be deviated from. 





Face Veneer Industry Seeks 
Production Control 


Complete control of production, rather than 
the establishment of minimum prices, is the goal 
sought by the veneer industry, particularly the 
face veneer manufacturers, it developed at the 
annual meeting of the Veneer Association, held 
Feb. 21, and the other meetings of special com- 
mittees. 

Face veneer manufacturers have not asked 
NRA sanction of minimum prices, because of 
the many complications which would be involved 
in a procedure of this sort, and while a commit- 
tee is now at work on this problem the pro- 
ducers hope that a satisfactory method of pro- 
duction control will avoid (partially, at least) 
the need of establishing cost-protection mini- 
mum prices. 

Commercial veneer manufacturers, on the 
other hand, have established minimum cost- 
protection prices, and these are published in 
LCA Bulletin No. 57. This subdivision has not 
invoked production control, however, because 
most of its production is to order. 

The following officers were elected for the en- 
suing year: 


President—Harry Hartke, Acme Veneer & 
Lumber Co., Cincinnati, Ohio. 


Vice president—J. J. Bonneau, J. J. Bon- 
neau Co. (Inc.), New York. 
Secretary-Treasurer—Burdett Green, Chi- 


cago. 

Board of Directors—Roy Amos, J. J. Bon- 
neau, B. L. Curry, J. J. Egan, B. O. Gerrish, 
Harry Hartke, R. N. Hartzell, R. E. Hollowell, 


H. E. Kline, E. C. Kornfeld, H. C. L. Miller, 
J. C. Rodahaffer, Alex Schmidt, T. R. Wil- 
liams, O. H. Williamson. 

Executive committee — Messrs. Hartke, 


Egan, Hollowell, Williams and Williamson. 

Committees: Hours and wages—Mr. Egan, 
Mr. Curry, J. R. Dean, and C. W. Timpson; 
costs and prices—R. N. Hartzell, A. J. Heidt, 
B. O. Gerrish, and J. Lee; production control— 
R. E. Pickrel, J. J. Bonneau, J. J. Egan, H. B. 
Lidin, Frank Purcell, and M. D. Williamson. 

Code representatives: On Veneer & Ply- 
wood Division co-ordinating committee—J. J. 
Egan and T. R. Williams for face veneers, 
and L. A. Mizener for commercial veneers; 
on Commercial Veneer Subdivision governing 
committee—L. A. Mizener and E. B. Snyder; 
on the Lumber Code Authority (representing 
Veneer & Plywood Division), J. J. Egan, of 
Louisville, Ky. 


Secretary-Treasurer Burdett Green's report. 


with a financial statement by auditors, showed 
the association to be in a good condition, eco- 
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nomically operated. Industry statistics, when 
analyzed, showed that December and January 
business was considerably below that of the 
preceding months, but that increases are being 
experienced now, and by some companies as 
early as February. 

Uniform terms of sale were discussed, and 
various methods for improving the service and 
quality of the industry’s production were studied 
with interest, for with the Code assigning, in 
effect, to each producer a specific amount of 
consumers’ needs to manufacture, quality rather 
than quantity comes to the fore. Officials of 
the association feel that unquestionably the con- 
sumers, the panel plant, furniture plant, wood- 
worker, and other purchasers of veneers will 
hereafter be able to choose from even more 
carefully manufactured lines of veneers. 


Supplemental Price Bulletin on 


Southern Pine 


New Orteans, La., Mar. 13.—Bulletin No. 
82, supplementing LCA Bulletin No. 34 on 
southern pine prices, was issued today by the 
Lumber Code Authority, and the minimum cost- 
protection prices contained in it take effect Mar. 
23. It lists the newly established minimum 
prices on rough lumber, green or air dried, sold 
to concentration yards and remanufacturing 
plants. [These were printed in full on page 37 
of the Mar. 3 issue of the AMERICAN LUMBER- 
MAN.—EDITOoR. |] 

The new bulletin (obtainable at the Author- 
ity’s regional supply depots listed on page 46 of 
our Mar. 3 issue) also contains rules and regu- 





MILLWORK 
ESTIMATING 


The fourth instalment of the series 
of articles on “How to Estimate Mill- 
work" will appear in an early issue. 
It will cover the estimating of four 
groups of items: No. 6—Inside door 
frames; No. 7—Inside doors; No. 8 
—Standing door trim; No. 9—Stand- 
ing window trim.—EDITOR. 





lations for the establishment of “delivered” min- 
imum prices on shipments moving to defined- 
destination territories, superseding and canceling 
page 16 of Bulletin No. 34. Along with these 
are definitions of the various freight-association 
territories, and simplified instructions for fig- 
uring minimum  cost-protection “delivered” 
prices on southern yellow pine lumber. 

Because these price minima are mandatory, 
the Southern Pine Association announces that 
temporarily it will suspend its practice of sup- 
plying its tariff service on an annual or semi- 
annual basis only, and will make single copies 
of the February, 1934, issues available, payable 
in advance, as long as the present supply lasts. 
These tariffs are issued quarterly and supple- 
mented monthly, and the association urges that 
anybody dealing in southern pine subscribe to 
the entire service, in his own interest. Included 
with the bulletin and this announcement is a list 
of the tariffs and the price of each. 

A resolution concerning price differentials 
excepting from such differentials mattress lum- 
ber, timbers, joists and planking, and all items 
of railroad and car material, also appears in the 
bulletin. It provides that any persons “who have 
presented acceptable evidence to the designated 
agency of the Southern Pine Division showing 
that their products or facilities require such 
price differential, and who are determined by 
the said agency to be persons entitled to said 
differentials,” may sell at $2 per M-feet below 
the established minimum f.o.b. mill prices on 
“all grades of No. 2 Common or lower or 10 
percent below on grades of No. 1 Common or 
better.” 


March 17, 193) 


Hiring Handicapped Worke 


JACKSONVILLE, FLA., March 12.—After Jean 
ing of President Roosevelt's executive order ; 
Feb. 17, establishing an officially sanctions 
method of hiring handicapped workers at Wage 
below the prevailing Code scale—the method, 
be the issuance of a Code Authority permit j, 
the Division agency—the Southern  Cyprg, 
Manufacturers’ Association asked Maj, 
Mackey, State Labor Inspector for Florid; 
what the procedure should be. Major Mackey, 
reply, the association announced in a bulle 
dated March 7, was that any cypress prodyce 
desiring to work such employees at wages }. 
low the established minimum should address ; 


letter to the Cypress Division agency (the xf 


sociation), supplying the following informatig, 


1. Name 
ployee. 

2. Detailed information as to 
and/or mental handicap. 

3. Proposed hours to be worked. 

4. Wages to be paid. 

5. Nature of work to be assigned to gy). 
standard employees. 

The bulletin continues : 

Upon receipt of this information it will } 
turned over to the State Authority designate 
by the U. S. Department of Labor in th 
respective States involved and if approved 
a certificate authorizing the employment ¢ 
such substandard employees will be issue 
It will be the duty of the Cypress Divisio 
to make a check of all employees listed a 


and address of each such ep. 


physica 


substandard, and we presume the U. S. Labo 


Department will elect to do likewise. 





Rulings on Prices 


SEATTLE, Wasu., March 10.—West Cos 
Lumber Code Bulletin No. 40, besides listing 
price differentials new and canceled, contaix 
numerous rulings on the pricing of variow 
items, including the following: 

Car Material—Clear list, page 6, LCA Bu: 
letin No. 45, applies only to those items ¢ 
l-inch car material not covered under 1x: 
and 1x6-inch items on page 3. 

Barge Framing, par. 300.1—Use Select Con: 
mon price for same size and length. 


Kiln Dried or Air Dried—On any stock, ir® 


cluding plank and small timbers, when spec: 
fied “dry,” the Kiln-Dried price shall appl 
whether the stock is kiln-dried or air-dried. 

Guaranteed Moisture Content as Applying ti 
Fir, Hemlock, and Spruce Factory Lumber- 
The addition of $2 per M applies only whe 
moisture content is guaranteed 10 percent « 
less. However, if any moisture content clair 


is made on stock not so guaranteed and wherf 


this $2 charge was not assessed, it is a vile 
tion of the Code to allow such a claim. Thi 
refers to first Footnote No. 3 


column, page 11, and first Footnote No. ' 


page 12, LCA Bulletin No. 45, applying to ff 
and hemlock; also to footnote “For guaranteey 


moisture content of 10 percent or less, ail 
$2 per M” as published on Page 3, Bulletit 
No. 50, applying to spruce. 

Shipping Points Named Can Not Be Changei 
—Repeated violations of the Lumber Coit 
occur through naming a shipping point 
f. o. b. quotations to the Government am 
later changing the shipping point to one wit! 
a higher freight rate, the shipper absorbin 
the difference. This is in violation of th 
Shipping Rules and constitutes a sale at les 
than the established prices. A shipping poll! 
named must be one from which shipment W! 
be made. 





Northern Producer Re-Equip' 
With Uptodate Machinery 


INTERNATIONAL FALLs, Minn., March 12- 
The International Lumber Co., large manuf 
turer of genuine northern white pine and othe 
quality lumber products, is making importa 
repairs and alterations to its mill and plant @ 
this place, estimated to cost around $100,000 
Part of the mill recently was damaged by fit 


and all the machinery is being removed and tt 
placed with machinery of the most modern ty? 
It is expected that the mill will resume ope™ 
A cut of 40,000,000 ! 


tions about April 1. 


45,000,000 feet is contemplated. 


in right-hani— 
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Allotments and Fees for Sales to Concentrators 


New Oreans, La., March 12.—To answer 
such questions as “Who should request and ob- 
tain the production allotment and pay the Code 
fees when a mill sells all or part of its output 
to a concentrating manufacturer?” The South- 
ern Pine Association on Feb. 27 issued Bulle- 
tin No. 23, the purpose of which is “to estab- 
lish a definite policy for the Southern Pine 
Division which will enable all manutacturers to 
make application for allotments, and all per- 
sons to report shipments and pay Code fees, 
on a uniform basis.” It defines a concentrator 
as follows: 

A concentrating manufacturer within the 
meaning of the Code is a person who as- 
sembles lumber from various sawmills, owned 
or not owned, for the purpose of remanufac- 
turing lumber or timber products. The func- 
tion of the concentrating manufacturer is a 
part of the process of manufacturing and 
selling lumber, and in performing that func- 
tion he is subject to the provisions of the 
Code, as hereinafter outlined. 


If the concentrator himself owns the various 
small mills which supply him with lumber, the 
bulletin continues, all these mills and his con- 
centration yard are one operation, as concerns 
the Code; but each such mill, however small it 
may be, if it is individually owned by its oper- 
ator is a separate operation under the Code 
and must operate on production allotment from 
the association, and must pay Code fees. All 
such individually-owned mills may deal directly 
with the association in obtaining allotments and 
paying fees; but if (and only if) a producer 


sells his entire output to one concentrator, he 
may under certain conditions arrange for the 
concentrator, as his agent, to make application 
for the production allotments as needed. In any 
case, whether the mill owner makes his applica- 
tion for allotment himself or whether he ar- 
ranges for the contentrator to do this, the appli- 
cation blanks must be “completely filled out and 
filed with the association not later than the 21st 
of the month immediately preceding the month 
for which the allotment is required.” 

A pine sawmill operator must apply direct 
to the asociation for his production allotment 
unless he delivers his entire production to one 
concentrator, the bulletin states, and continues : 


Sawmill operators who deliver their entire 
output to one concentration plant for season- 
ing and/or further refinement and where 
through joint co-operation of the initial pro- 
ducing mill and the concentration plant, the 
keeping of records and other compliance ac- 
tivities are eensolidated, the operator may 
appoint the concentration manufacturer as 
his agent to obtain production allotments as 
needed. A concentrating manufacturer, act- 
ing as agent and making application for pro- 
duction allotments for other manufacturers 
is required to show, on the reverse side of 
the application blanks, the name of the opera- 
tor, the location of the mill, the lumber de- 
livered to the concentration plant during the 
previous month, the capacity in board feet 
per hour, and the estimated number of feet 
required for each operator. With this in- 
formation the association will issue allot- 
ments in the name of the individual opera- 


tors . . Production allotments are no 
cumulative from month to month; the number 
of feet manufactured each month must fg 
within the allotment for that month. 

The monthly Code fees of 15 cents a thousand 
feet apply to all “shipments and local sales” 9 
the preceding month, and the bulletin rules thy 
this term includes: Domestic and export ship. 
ments; local sales (rail and truck); sales to 
concentration plants; and sales to other many. 
facturers. It does not include the transporta-- 
tion of lumber from one plant to another tha 
is owned and operated by the same person, be. 
cause this is not considered a sale. The reason 
why fees must be paid on sales to concentration 
plants or to other manufacturers for concep. 
tration or further refinement is thus explained 
by the bulletin: “This policy is necessary be. 
cause Code supervision and a service incident 
thereto must be rendered at both points.” 

Sawmill operators who obtain their prodyc. 
tion allotment direct from the association must 
pay Code fees on all shipments and local sales 
made during the month for which the allotment 
was obtained, but if the mill and the concentra- 
tor are on a joint cooperative compliance basis 
as required for the concentrator to act as the 
mill’s agent in obtaining the allotment. then only 
one fee need be paid, by the concentrator and 
mill together, on this mill’s production. As a 
single Code fee on dual shipments will be per- 
missible only under specific authority of the 
association, each shipper must pay the full fee 
on his output until such authority has been 
obtained. 


Trade Practices Continue to Attract Attention 


One of the most prolific subjects for discus- 
sion and debate in groups of lumbermen now- 
adays is trade practices in one form or another. 
The center of interest just at present is Schedule 
B of the Lumber Code, amendments and excep- 
tions to which were adopted by the Lumber 
Code Authority at its recent meeting. These, 
including the definitions which appeared on 
page 25 of the Mar. 3 issue of the AMERICAN 
LUMBERMAN, when properly edited as directed 
are expected to be presented by the Authority 
at the public hearing which is to be held in 
Washington starting Mar. 27. They do not be- 
come effective, of course, until after they are 
approved by the Administration, and organiza- 
tion of the proposed Wholesale Division is be- 
ing held up pending NRA approval of the 
definitions. 

_In the meantime one of the oft-debated ques- 
tions is whether, when a commission man sells 
to a wholesaler, the mill may allow both com- 
mission and wholesaler’s discount. Of this, 
Western Pine Liber Code Bulletin No. 29, 
dated Feb. 26, had the following to report, as 
telegraphic answers from the Lumber Code Au- 
thority to Western Pine telegraphic questions: 

(a)—Nov. 21, 1933—THERE IS NOTHING 
IN THE CODE AT PRESENT TO PROHIBIT 
A COMMISSION AND ALSO A WHOLESALE 
DISCOUNT UP TO MAXIMUM OF FACH RBE- 
ING ALLOWED ON SAME SHIPMENT BUT 
COMMISSION MAY NOT BE PAID TO ANY 
PERSON CONNECTED WITH THE WHOLE- 
SALER. SEE SECTION THREE B. 

(b)—Feb. 22, 19834—-CODE DOES NOT PRO- 
HIBIT WHOLESALER ACTING AS COM- 
MISSION MAN ON SOME SALES AND 
WHOLESALER ON OTHERS BUT NO DIS- 
TRIBUTOR MAY BE BOTH WHOLESALER 
AND COMMISSION MAN ON SAME SALE 
NOR MAY WHOLESALER EVADE BY 
DESIGNATING PERSON IN HIS ORGANIZA- 
TION AS COMMISSION MAN. SEE SEC- 
TIONS THREE B AND FOUR B. 

(c)—Feb. 23, 1934—-IF WHOLESALER 
TAKES ORDER FROM COMMISSION MAN 
HE HAS TO PAY THE COMMISSION MAN 
OUT OF HIS WHOLESALE DISCOUNT AS 
THE COMMISSION MAN IS REPRESENT- 


ING HIM AND NOT THE MILL. ONLY ONE 
WHOLESALE DISCOUNT MAY BE AL- 
LOWED ON A SHIPMENT. THE SECOND 
WHOLESALER MUST RECEIVE HIS COM- 
PENSATION FROM THE FIRST WHOLE- 
SALER AND THE FIRST WHOLESALER IS 
LIMITED TO THE MAXIMUM. SEE SEC- 
TION TWO B. 


Southern Pine Division Code Bulletin No. 24, 
dated Mar. 5, in reply to various questions has 
this to say about discounts and commissions: 

A wholesaler is defined in the Lumber Code 
as one whose principal business is that of whole- 
saling lumber. The wholesaler’s discount is 
not to be allowed to any whose business is not 
at least 50 percent wholesaling of lumber. 
This discount is paid for distribution services, 
and if the wholesaler does not perform a dis- 
tribution service as his principal business, he 
is not to be permitted the wholesaler’s dis- 
count, 

When a commission man states he has 
orders for lumber on which a wholesale dis- 
count must be allowed, without disclosing the 
wholesale customer’s name (or otherwise prov- 
ing existence of wholesale customer) that 
commission man should not be permitted to 
complete the sale. It is impossible for a com- 
mission man to place an order for delivery to 
a retailer or to an industrial, and at the same 
time indicate the necessity of payment of a 
wholesaler’s discount to anyone. The whole- 
saler must be the customer who pays the bill. 
And the terms must be those permitted to 
wholesalers. 

Where a company, firm or person offers a 
market for lumber, stating a price, whcther 
it be in accordance with Code prices or not, 
he has become a buyer’s agent. He has no 
right to assume a price. By doing so he has 
established his status as a buyer’s agent, for 
he has offered the buyer’s price. When that 
person, firm or corporation indicates the ac- 
ceptance of an offer must include a whole- 
saler’s discount he is a buyer’s agent for an 
unnamed wholesaler. 

A retailer shall not be permitted a discount 
of any kind. If the retailer asks for a whole- 
sale discount he must be in the principal busi- 
ness of distributing lumber at wholesale. 
Manufacturers who permit a wholesaler’s dis- 
count to a retailer are in violation of the 
Lumber Code to the same extent as if not 


paying proper wages. The fact that retailer 
states on his letterhead or in a letter he is in 
the wholesale business does not alter the 
status of the manufacturer. It is not the 
manutacturer’s part to be ignorant of the law 
or its application. 

‘A wholesaler can not ask for a discount for 
himself and a commission for the men who 
sell for him. A manufacturer who permits 
such a combined discount and commission is 
violating the Lumber Code. 

Note: Inst2zad of lumber manufacturers or 
dealers making statements that any of these 
practices are being followed, they should re- 
port specific cases, stating names and dates if 
possible, so cases may be properly investi- 
gated. The Southern Pine Association can not 
use mere statements without facts to sub- 
stantiate. The association, as the adminis- 
trative agency, will do everything possible to 
correct evils if facts are placed before it. 


Jurisdiction of the Codes is another question 
that has caused considerable disagreement, but 
as time wears on these differences are being 
composed. One of them has to do with retail 
lumber sales by sawmills; retailers maintain 
that such sales (except those made by mills to 
employees) should be at cost-protection prices 
established by the Retail Lumber Code, if there 
is any retail lumber yard in immediate compe- 
tition with the mill. Homer W. Ballinger, chait- 
man of the executive committee of the Retail 
Lumber Code Authority, has been taking this 
matter up with the various manufacturers’ Di- 
visions separately, apparently with favorable 
results thus far. This same Bulletin No. 24 0 
the Southern Pine Division just quoted from, 
reports that the Board of Directors of the 
Southern Pine Association agreed to these pro 
posals, with the further agreement that mills 
should pay Retail Lumber Code Authority fees 
on retail sales, as well as production fees to the 
Southern Pine Division. Sawmills that are 
located in communities without any retail yard, 
in immediate competition, however, may be €x- 
empted from this price and fee requirement, 0 
approval of the divisional Retail Lumber Code 


Authority and of the subdivisional Lumber Code 
Authority. 


As to what the sawmills’ price 
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determining methods shall be the directors’ res- 


olution specihes : 

The cost of lumber used in computing the 
retail price is not that which the mill may 
consider to be its cost, but not less than the 
effective cost-protection price established by 
the Lumber Code Authority. Delivered price 
shall be governed, as to transportation costs, 
py the rail transportation cost basis for the 
jocation to which lumber is to be delivered, if 
a rail rate exists, 


It is intended that this arrangement shall last 
4 while, for the resolution continues : 


Jurisdiction established under these pro- 
yisions shall not be disturbed (by the intro- 
duction of new retail or manufacturing facili- 
ties in any locality) subsequent to the adop- 
tion of these provisions until joint hearing by 
the interested divisions of the Lumber Dealers’ 
Code and the Manufacturers’ Code, respec- 
tively, is held. 

The California Redwood Association a few 
weeks ago sent to operators in its Division a 
similar set of regulations for their considera- 
tion. 


AMERICAN LUMBERMAN 
Publish Log Scaling Rules 


SEATTLE, WASH., Mar. 10.—The “Rules for 
Scaling,” as adopted by the Pacific Log Scaling 
Bureau on Aug. 16, 1933, tentatively approved 
by the board of trustees of the Pacific North- 
west Loggers’ Association Oct. 23, and as 
finally approved and adopted by the trustees 
at their meeting Feb. 28, 1934, are published 
in full in West Coast Lumber Code Bulletin 
No. 39. They become effective 30 days later, 
or on Mar. 30, and the resolution also provides 
that “by the effective date of said rules all 
scalers of member bureaus be certified by the 
Pacific Log Scaling Bureau.” These rules 
adopt as standard what is commonly known 
as the “Old Scribner Rule,” making this com 
ment : 

The Scribner Decimal C. Log Rule, revised 
to show board foot quantities for small 
diameters and long lengths, is recommended 
for general use in the district under consid- 
eration, because of its recognized fairness to 
buyer and seller, and its long use in a con- 
siderable portion of the territory involved. 


Lumbermen at Code Conference 


(Continued from Page 21) 


berg, S. C.” This purported copy of the con- 
gressman’s letter, dated Jan. 5, 1934, said: 

Dear Mr. Hunter.—Replying to 
of Dec. 29, will state that I have just been 
informed by General Johnson that only the 
provisions applying to hours and wages apply 
to sawmills of your type. 

I feel sure that it will be impossible for 
you to cut hours and pay the wages prescribed 
in the Code for reasons that you are unable 
to demand such prices for your lumber in the 
locality in Which you sell your lumber to take 
care of this additional expense. I have there- 
fore advised sawmill operators in my district 
to continue operating on a common sense 
basis, being just as fair as they possibly can 
to wage earners as to hours and wages in line 
with the prices received for their lumber. 

Any time I can be of service do not fail to 
call on me, 


your letter 


Mr. Sheppard next read “an affidavit of a 
field representative of the administrative section 
of the Lumber Code Authority for this region” 
which affidavit stated that R. M. Hunter “was 
not complying with the Code and would not try 
to comply as he had received a letter from 
Congressman H. C. Fulmer telling him he did 
not have to comply with the Code. R. M. Hun- 
ter is paying his labor ten cents per hour and 
working his men seven to eight hours per day 
three to five days each week. No records are 
kept by R. M. Hunter.” The affidavit was made 
by S$. M. Eaton, Jan. 9, 1934, at Columbia, S. C. 
_ Mr. Sheppard next read a copy of a letter 
irom L. M. Zeigler, Bamberg, S. C., dated Dec. 
18, 1933, to the Southern Pine Association, New 
Orleans, saying: 

This will advise you that one Roy Hunter 
in this neighborhood is sawing lumber and 
selling it and is not on the Code. 

In fairness to those of us who are trying 
to do the right thing, please advise him that 
there exists a Lumber Code and that he is 
expected to get on it and stay on it as long 
as he manufactures lumber. 


Small mills, especially in the South, have 
been greatly benefited by the Code, Mr. Shep- 
pard told the group, for previously they were 
in desperate condition but now are coming. back 
Into production, as many as 500 a month. In 
Spite of this, however, he continued, “95 per- 
cent of our non-compliances are from these 
small mills and the NRA has a problem of 
eniorcing their compliance.” 

A. B. Lacey, representing the Lumber Code 
Authority and speaking in the interests of small 
southern pine sawmill operators supported this 
plea for better compliance methods against re- 
calcitrants. He said the majority of men in the 
lumber industry are solidly behind the Code 
and declared that he considers it to be admin- 
istered and interpreted on sane and reasonable 
mes, with flaws and inequalities corrected by 


the Authority as soon as called to attention. 

P. A. Bloomer and his colleagues decided that 
instead of speaking at the Employment group 
meeting they would file a brief after the con- 
ference. In the Trade Practices (Prices) group 
Charles Green filed a paper in which he de- 
clared that without cost-protection prices the 
lumber industry could not maintain Code hours 
or wages, and could not stand the expense of 
the conservation program; practically all speak- 
ers representing manufacturing interests in this 
group agreed that cost-protection prices are 
essential to the Recovery prcgram. 

In the Trade Practices (Production) group 
Landon C. Bell told why the lumber industry 
needs its Code’s production-control provisions, 
and filed with the chairman comprehensive 
tables of lumber stocks, production and con- 
sumption over a period of years (prepared by 
the N.L.M.A. statistical department). The 
amendment recently adopted by the Lumber 
Code Authority to limit further expansion of 
production capacity was the subject of some 
discussion, and V. S. von Szeliski, of the NRA 
Division of Research & Planning, declared that 
NRA is allowing limitation of capacity only 
when surrounded by adequate safeguards. Dr. 
Paul Douglas, of the Consumers’ Advisory 

3oard, opposed the plan, and was asked what 
solution he could advance for the problem of 
increased employment in capital goods indus- 
tries. He surprised his hearers by stating that 
he favored a “gigantic and daring housing pro- 
gram” with outright Government subsidy. He 
favored taking for this purpose “all the money 
made on devaluing the dollar, with the excep- 
tion of a few hundred millions,” and using it to 
break the hold of real estate speculators and 
“the restrictive practices of trade unions.” 

Wilson Compton’s address on “The Test of 
Code Authorities and Trade Associations” fea- 
tured the meeting of the Code Administration 
group. He showed the need for such bodies, 
saying that the Government can not do indus- 
try’s thinking, but that the honorable business 
man should look to the Government for his 
ultimate protection against the chiseler. In this 
group meeting Will Lawrence, chief of the Code 
Administration Division of the Lumber Code 
Authority, declared that absolute enforcement is 
essential to the success of any code, but urged 
vigilance to prevent complaints becoming a tool 
of chiselers or running up too high a cost. 

On Mar. 8, at General Johnson’s request, the 
representatives of consumers’ goods industries 
and of capital goods industries met in the morn- 
ing and each group elected a committee of 
twelve to meet with the administrator in execu- 
tive session in the afternoon. The capital goods 
representatives agreed to make the committee a 
continuing organization; C. C. Sheppard is one 
of its members, 
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AMERICAN LUMBERMAN 


National Production, Shipments and Orders 


Wasuinoron, D. C., March 12.—Following is the National Lumber manufacturers’ Association report for two weeks ended March 3, and for 
nine weeks ended that date, covering mills whose statistics for both 1934 and 1933 are available, and percentage comparison with statistics of ident. 


cal mills for the corresponding period of 1933: 
TWO WEEKS: 

Softwoods: 

Southern Pine Association........ seeeeecees 
West Coast Lumbermen’s Association....... 
Western Pine ASSOCIALION......seceeeeeeeeee 
California Redwood Association..... pteeee 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


Total softwoods 
Hardwoods: ; 
Hardwood Manufacturers’ Institute.......... 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


Total hardwoods 

Grand totals 
NINE WEEKS 
Softwoods: 
Southern Pine Association.......ccceeeeeeees 
West Coast Lumbermen’s Association....... 
Western Pine Association.....cccccccccccses 
California Redwood Association............. 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


Tee eee eee eee eee ee 


Total softwoods 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


ee 


Total hardwoods 
Grand totals 


eee eee eee eee eee ee 


ee 











Av. No. Production 
Mills 1934 

95 42,377,000 
184 166,851,000 
110 48,612,000 
11 11,493.000 
15 2,660,000 
$15 271,933,000 
199 28,602,000 
15 3,130,000 
214 31,732,000 
614 303,725,000 
96 183,170,000 
184 670,589,000 
113 197,164,000 
11 46,714,000 
16 8,402,000 
120 1,106,039,000 
200 124,821,000 
16 15,367,000 
216 140,188,000 





1,246,227,000 


Percent 

of 1933 
110 
168 
302 
185 
295 


169 
201 
270 


206 


172 


104 
150 
213 
153 
269 


148 


171 
398 
182 
151 





Shipments 
1934 


41,270,000 
159,522,000 
65,788,000 
11,294,000 
1,834,000 


279,708,000 


26,958,000 
3,068,000 


30,026,000 


309,734,000 


161,600,000 
579,764,000 
270,395,000 
47,497,000 
8,856,000 


1,068,112 


103,002,000 
10,152,000 


13,154,000 


1 
1,181,266,000 


Percent 


of 1933 
104 
136 
150 
161 
197 


134 


143 
185 
146 
135 


93 
125 
137 
143 
216 





123 


109 
129 
111 
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Orders 
1934 


86,000 


180,578,000 
647,232,000 
294,302,000 
39,302,000 
9,690,000 


1,171,104,000 


1 


2,724,000 
2 ee 
0,099 


1 
13,660,000 





126,384,000 


1,297,488,000 


Percent 
of 1933 





Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 


Ore., March 14.—The Western 
Association reports as f 


PoRTLAND, 
Pine 


tions of 


lows on opera- 
Inland Empire and California mills 
during the two weeks ended March 10: 


Average number of mills reporting, 130: 


Total production for two weeks.. 55.100,000 
ns, Sen, ans eceseseeeoueee 79,320,000 
Total orders received .........+.+. 89,448,000 
Weekly average of identical mills, average 
number, 111%: 

—Two weeks ended—— 

Mar. 10,1934 Mar. 11, 1933 

Production ..ccccecs 26,717,000 8,319,500 
Shipments ....... .. 33,737,500 20,259,000 
Orders received .. 43,552,000 17,678,500 
On Mar.10, On Mar. 11, 

1934 1933 
Unfilled orders ..... 106,891,000 85,565,000 





West Coast Review 


[Special telegram to American LuMBERMAN] 


SEATTLE, WASH., March 14.—The 564 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders, during the 
two weeks ended March 10 reported: 
Production 182,076,000 
Shipments 167,795,000 7.85% under production 
Orders 195,030,000 7.11% over production 

A group of 573 mills whose production re- 
ports for 1934 to date are complete, reported 
as follows: 


Average weekly cut for ten weeks— 


re ee Coe ee 54,514,000 
DE: attoncawe svaen das cenietwenes 80,302,000 
Average cut for two weeks ended 


Ee ctitvendeeuwaeeeearek out 


91,275,000 


A group of 564 mills, whose production for 
the two weeks ended March 10 was 182,076,- 
000 feet, reported distribution as follows: 





Unfilled 

Shipments Orders Orders 
OS eae 54,544,000 61,298,000 110,417,000 

Domestic 

cargo ... 58,626,000 60,220,000 137,834,000 
Export 31,213,000 50,100,000 136,351,000 
Local ..... 23,412,000 Fit) ee 
167,795,000 195,030,000 384,602,000 


A group of 163 identical mills, whose reports 
of production, shipments and orders are com- 
plete for 1933 and 1934 to date, reported as 
follows : 

Aver. for two 


weeks ended Average for 10 weeks 
1933 


Mar. 10, 1934 1934 
Production 72,081,000 62,611,000 43,603,000 
Shipments 66,387,000 52,175,000 44,665,000 
Orders 74,496,000 60,939,000 43,909,000 





Sales 18 Percent Above Outqut 


[Special telegram to AMERICAN LUMBERMAN] 


Wasuincton, D. C., March 15.—Nine groups for the two weeks ended March 10 reported as 


follows : 

Softwoods _ " 
Southern Pine Association (North 
Carolina mills included)........... 


West Coast Lumbermen’ 


s Association* 


(Washington and Oregon)......... 


Western Pine 


Association 


Empire and Caulermia).cccsccccecs 
Northern Pine Manufacturers*....... 


Northern Hemlock & Hardwood Manu- 


facturers’ 


Association 


California Redwood Association...... 


Southern Cypress Manufacturers’ As- 


sociation 
Northeastern 


Totals, Softwood 


Softwoods 


Hardwoods 
Appalachian and Southern Hardwoods 


Northern Hardwood.... 


Totals, Hardwood.... 
Total Lumber........ 


*American mills. 








Week No. of 
ended Mills 
March 3 172 
March 10 169 
March 3 565 
March 10 573 
March 3 132 
March 10 128 
March 3 18 
March 10 25 
March 3 21 
March 10 21 
March 3 18 
March 10 19 
March 3 27 
March 10 24 
March 3 25 
March 10 30 
March 3 978 
March 10 989 
March 3 351 
March 10 334 
March 3 21 
March 10 21 
March 3 25 
March 10 30 
March 3 397 
March 10 385 
March 3 1,329 
March 10 1,374 








Production Shipments Orders 
25,718,000 26,155,000 26,006,000 
28,673,000 24,580,000 28,223,000 
89,986,000 91,668,000 98,369,000 
92,397,000 76,272,000 96,558,000 
25,982,000 35,403,000 42,832,000 
29,118,000 34,917,000 46,616,000 
333,000 1,980,000 1,285,000 
632,000 2,048,000 2,376,000 
1,420,000 1,046,000 1,105,000 
1,583,000 1,135,000 1,195,000 
6,100,000 7,634,000 6,910,000 
6,739,000 6,005,000 7,552,000 
1,399,000 3,088,000 2,756,000 
1,156,000 2,370,000 2,433,000 
268,000 521,000 650,000 
832,000 1,249,000 1,608,000 
151,206,000 67,495,000 179,913,000 
161,130,000 48,576,000 186,561,000 
19,635,000 20,864,000 24,681,000 
19,314,000 23,245,000 24,033,000 
2,370,000 2,020,000 2,464,000 
2,010,000 1,823,000 1,227,000 
676,000 570,000 413,000 
961,000 778,000 469,000 
22,681,000 23,454,000 27,558,000 
22,285,000 25,846,000 25,729,000 
173,887,000 90,949,000 207,471,000 

183,415,000 74,422,000 212,290,000 





Movement of Timber Products 


Wasuincton, D. C., March 13.—Following is a statement of the movement of timber prod- 
ucts during the two weeks ended Feb. 24 and March 3, as reported by identical mills and 
published by the National Lumber Manufacturers Association for the 


Lumber Code Authority: 


. J Unit of Unfilled 
Week No.of Meas- Production Shipments Sales Orders __ Gross Stocks 
Ended Mills ure 1934 1933 1934 1933 1934 1933 1934 1933 1934 1933 
Pacific Feb. 24 25 Mbd.ft. 4,441 7 3,928 2,861 12,966 2,537 23,086 2,396 37,653 37,976 
Box ......Mar. 3 25 4,832 3,599 5,445 3,636 10,833 3,855 27,967 2,912 37,330 39,162 
Douglas Fir Feb. 24 4 Number 5,882 6,294 3,825 6,181 4,627 .... 23,982 6,140 16,571 8,789 
oS ae Mar. 3 4 1,910 3,624 3,832 3,905 11,032 1,220 31,182 5,620 14,649 8,508 
Douglas Fir Feb. 24 3 Msq.ft. 2,3 1,264 1,900 982 3,623 797 8077 1,252 6,921 4,614 
. wey weed .-Mar. 3 3 %” basis 2,294 1 2,503 1,404 1,484 532 6,329 605 6,759 4,788 
Southern 
Rotary Cut Feb. 24 26 Mbd. ft. 907 73 757 621 525 -- 1,264 1,015 ‘ 
Lumber ..Mar. 3 + ; + f 
Stained Feb. 24 17 Squares 1,681 1,623 2,325 «> £80 . 25,226 
Shingles*.Mar. 3 18 1,552 1,401 602 -- 6,496 .... 24,879 
Red Cedar Feb. 17 180 Squares 53,049 50,357 73,374 . 49,478 ....352,555 
Shingles*. Feb. 24 189 66,430 . 60,020 79,794 . 135,054 . .365,420 
Southern 
Hardwood Feb. 24 6 M bd. ft. 194 301 208 363 255 220 433 332 394 145 
ar Mar. 3 Records Incomplete 
Ege Feb. 24 9 Mbd.ft. 350 412 587 315 679 417 2,687 1,996 2,188 744 
NN: iii wna oa Mar. 3 Records Incomplete 
” . Doors 
weeswek iin 3% 23,177 .... 10,291 .... 11,257 ....120,655 ... .208,806 
Mfrs. Frames Number 71,670 59,633 .... 52,707 . 362,098 . 327,956 
(Feb. 17) 5,518 4,699 - 11,342 55,674 . 27,733 
Woodwork Doors - 
Stock Sash 38 Number 13,854 -. 15,454 .. 10,066 .- 115,267 ....207,206 
Mfrs Frames 56,852 . 46,670 . 25,881 . . 341,309 . .338,138 
" r (Feb. 24) 4,698 2,751 .... 3,208 . 56,131 .... 20,680 ..>: 
*Totals reported for week are given for stained and red cedar shingles, as comparative 


data for identical mills are not available. 


7No record. 
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Accumulating Materials for chairman of the board of directors of this com- 


pany, and has entered actively into the manage- 






























































d § Three Spillways ment of its oy The i is producing 
‘ or New Or.eans, La., March 12.—Work prep- its full Code allotment. The company has re- 
€nti- NE . : ‘ cently been marketing its No. 1 common grade 
aratory to the construction of the three railroad in Californi iy tan el “Found 
voeties spanning the Bonnet Carre Spillway is %™% \@tttormia under the trade name founda- 
rcent restles sP e : : ti yhich is stamped on each piece. This 
f 1933 being advanced, and accumulation of material ae " a ae _ -— 4 
114 ‘; being effected, according to lumber trade cir- 8Tade 1S SO Thi er & guaranty ageaocae Rene rs 
19 § tes. The creosoting work on the timbers and and termites. is company's upper grades are 
es : : : I cetec A 5 Sales , 
205 sling, in this case dense southern pine, is to ™arketed in the East by the Redwood Sales Co LONGLEAF 
122 be done by the American Creosote Works, at se 
im [| Southport (New Orleans). The three trestles Fir Exporters Decide on Trade 
' will require approximately 16 million feet of : m 
178 piling and timber, — aye of = oe Promotion is unsurpassed 
iv any business equal to 1933. 1e€ . a 
= give the eon gers ee secage 7 : ‘ SEATTLE, WaASH., March 10.—Decision to 
lroads are acquiring the material from the ‘ ; i f 
188 ar make an effort at trade promotion of Douglas or strong and 
178 mills. a fir, with the object of increasing the world 
e ° market for this product, and the effecting of 
101 Spruce Sounding Boards Again preliminary arrangements to finance such a dura ble con- 
= ° D mand campaign, were accomplishments of the annual 
134 in Ve stockholders meeting of the Douglas Fir Ex- struction Hel 
1”) HoguiaM, WasH., March 10—Some im- _ ploitation & Export Co. here recently. All offi- ” Pp 
138 provement in the demand for piano sounding cers and trustees were re-elected. The officers ee 
boards, which are manufactured from spruce, are: E. G. Griggs, president; J. H. Bloedel re your custom- 
123 is reported by the Posey Manufacturing Co, and M. C. Woodard, vice presidents; W. A. ay | 
178 of this city. On the basis of the improved Whitman, treasurer; L. E. Force, general man- e804 b - | d 
127 condition of this market, Harry Galloway, ager; and W. P. Morgan, secretary. Of the ers to ul 
137 manager of the Posey Manufacturing Co.. said trustees, C. H. Kreienbaum and 3 E. Morris € Sy 
en that his concern had placed an order for a were appointed last fall, while the rest are the T ith 
raft of spruce logs with the Western Logging same appointees as at the 1932 annual meeting. well wi 
Co. George Miller, head of the Western Log- 
ving Co., has announced that his company has 7 
orders ahead for spruce logs for the next three Veteran Lumberman Under 
rted as months. The logs will be cut by the Polson goes Operation 
or & Shi ’ is city. 
ders Lumber & hingle Co., of thi my [Special telegram to AMERICAN LUMBERMAN] 
—_—_—_—_—_—_—_—— > . 
006.000 L di f R Evel ht Re ice ph oe Me —— ae 
223,000 chairman of the board of the Long-Bell Lum- syne eel 
oaaings 0 evenue rreig n awa 
369,000 ber Co., apparently surmounted the shock of an > bails Siig Jct ih 71s, ae 
558,000 A report of the car service division of the operation ‘te intestinal obstruction performed " epee Rey 
516004 American Railway Association shows that rev- Tuesday, and was reported in a satisfactory FAF lJ FR (0 
285 000 enue freight for the two weeks bs — condition today despite his 83 years. The crisis pe 
376,000 3, 1934, totaled 1,177,508 cars, as follows: For- is expected to be reached in four or five days, 
105,000 est products, 44,035 cars (a decrease of 310 but he was reported to be joking today with 5 pe BR, * seeege 
195,000 cars below the amount for the two weeks nurses and doctors at Menorah Hospital. Mr. ee lenge 6, Soe 
thay ended Feb. 17); grain, 56,550 cars; ore, 5,857 Long calmly discussed the operation with the 
mg cars; coal, 312,740 cars; coke, 20,860 cars; live- surgeon before preparations were completed 
tp : Seek tl Pt YELLOW PINE 
433,000 stock, 29,322 cars; merchandise, 306,539 cars, and, although he learned his chances of recov- 
650,000 and miscellaneous, 401,605 cars. The total ery were unfavorable, he gave his last minute . 
608,000 loadings for the two weeks ended March 3. consent. M. B. Nelson, president of the com- Straight or Mixed Cars of H 
913,000 show an increase of 6,108 cars above the amount pany, is on the way here from Longview, A 
561,000 for the two weeks ended Feb. 17. Wash. Mrs. Loula Long Combs and Mrs. [6 Yellow Pine and Hardwoods A 
681,000 Hayne Ellis, daughters, were with Mr. Long. PILING CAR MATERIAL 
033,000 is Y as R 
sso | Shipping Two Cargoes of Coast 7 : onan DOORS * 
a3'000 Fir to Gulf California Redwood P CREOSOTED LUMBER 
558,000 New Organs, La., March 12.—Transfer of Saw Francisco, Cauir., March 10.—The fol- JR WwW 
729,000 two million feet of fir lumber and timbers to lowing information is summarized from the re- E W T.FERGUSON O 
Pye New Orleans will be effected during April and ports of 23 mills to the California Redwood . 
eis May, according to B. T. Toomer, vice president Association for January: S LU M BER co Oo 
—— and general manager of the American Fir — —Redwood— ' White bd 5 
f- i i 4 7 e Percent 0 Wood 
ber Co. The Gulf-Pacific Line will move th Woot. seeieetnn Wear S ST. LOUIS, MO. 
lumber in two cargoes, one in April and OREM section ye a cen.eee S 
» May. The shipment is coming from the Willapa Shipments. ...: 20'349'000) °° ~—-2'48'000 T. C. WHITMARSH, JR., PRESIDENT 
r prod: §& Harbor Lumber Mills, Raymond, Wash. The Plant use ..... 1,365,000f 109 412,000 N. C. WAGGONER, SALES MANAGER 
lls and shipments wil! be discharged at the Illinois Cen- rders— . x 
‘hority: tral’s Stuyvesant docks, and taken to the com- Oa hand 2. Beseaeon «=? BEB S888 WEST COAST PRODUCTS 
Stocks pany’s Southport yard by rail. Detailed Distribution of Redwood 
1933 Shipments Orders =v 
97.97 ° Northern California*.... 6,325,000 6,649,000 , Bh ESS 
Sits Markets Special Redwood —Soutnern Californias‘! 2,788,000 2:197,000 » CYP 
3789 ST REE OS 84, : : 
,  g'F 08 H NN a eee 8,976,000 3,920,000 We annually produce 40,000,000 feet of 
, with Guaranty Foreign ......... hve: 2:076,000 1,113,000 Louisiana Red Cypress, Lumber, 
. AT Bie - — ~ an gles 
, San Francisco, Catir., March 10.—The en ee 20,349,000 13,935,000 Aine Geotte Gunes, eek base Gunatels 
sons cr goer gs oe Co., ye neg wl *North and south of line running through . Planing Mill Facilities. 
t wood, started up last summer aiter abou 72 San Luis Obispo and Bakersfield. * 
} is years shutdown. S. O. Johnson, well known +Washington, Oregon, Nevada and Arizona. Dibert, Stark & Brown Cypress Co. Ltd. 
) California lumberman and timber owner, is tAll other States and Canada. anuracturers ’ . 
) 
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= Relation of Unfilled Orders to Stocks WHITE PINE (22he— 







; TH : age es —_— Ponderosa— 
' Wasuincton, D. C., March 12.—Following is a statement for four groups of identical mills California White 
ot the gross stock and unfilled order footages, in thousand board feet, March 3: Also and Sugar Pine 
S wees No. of Gross Stocks Unfilled Orders ‘ 
ee Mills 1934 1933 1934 1933 Fir Wallboard $22?" 2°.» oducts 
; Southern Pine Association...........++seseeeeee 90 472,749 474,002 66,844 50,121 
West Coast Lumbermen’s Association..........- 130 1,019,574 979,639 261,515 171,853 ae 
, Nestern Pine Association........+.....+s..s00. 107 1,060,517 1,3071912 91,108 90,090 William Schuette Company 
} Northern Hemlock & Hardwood Manufacturers 
_ Association— = . New York a. 
irative PT intennhinesnsiwd soa cdeseundntn cede: 8 59,370 113,343 4,180 3,336 Office—220 5th Ave. PITTSBURGH, BA. 
EL See Bee 12 101,398 127,487 8,126 5,034 
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Lumber and Forestry for Schools 


Can you give suggestions to aid me in com- 
piling a bibliography on wood and forestry for 
use by industrial arts or manual training 
teachers?—INQuIRY No. 3074. 


[These books are so numerous and widely 
varied that a guide to their scope and content 
has been published under the title “A Guide 
to the Study of Woodworking,” supplied by 
the AMERICAN LUMBERMAN at publisher’s price 
of $1. The National Committee on Wood 
Utilization has issued “You Can Make It,” a 
series of three books for boys. This series 
contains a brief bibliography. The committee 
has published a highly useful book entitled 
“Light Frame House Construction,” and the 
National Lumber Manufacturers’ Association 
has published “Details of Frame Construction,” 
which would be of great usefulness to manual 
training students as well as to the carpenters, 
contractors and retail lumbermen for whom 
they are primarily intended. Among recent 
books of particular interest to boys are “The 
Carpenter’s Tool Chest,” by Thos. Hibben; 
“The Boy Builder,” “Young People’s History 
of Architecture and “All the Ways of Build- 
ing.”” Works on forestry are numerous and 
include “Forestry and School Studies,” by E. 
V. Jotter, a guide to teachers of forestry mat- 
ters of the simpler sort in the public schools; 
“The School Book of Forestry,” Pack, $1; 
“Elements of Forestry,” Moon and Brown, 
$3.50; “Forestry,” Recknagel and Spring, $1.25; 
“Training of a Forester,” Pinchot, $1.75; 
“Trees as Good Citizens,” Pack, $4; “Our Na- 
tive Trees and How to Identify Them,” Keeler, 
$3; “Our Trees—How to Know Them,” Emer- 
son and Weed, $5; “Tree Habits—How to 
Know the Hardwoods,” Illick, $4; “Trees in 
Winter,” Blakeslee and Jarvis, $2.50; “Our 
National Forests,” Boerker, $3.—Enprror. | 


Canadian Duty on Lumber 


Will you please inform us what is the 
present duty payable on lumber entering 
Canada?—A telephone request from a Chi- 
cago lumber concern.—INqQuiIrRy No. 3080. 


[As other readers may be interested in de- 
tailed information, it was thought advisable to 
secure from the Lumber Division, Department 
of Commerce, an uptodate statement of the 
tariff rates applying. The preferential tariffs 
apply only to imports from British Empire 
sources. The Lumber Division’s statement is 
printed below.—Ebiror. ] 


500—Logs and round unmanufactured tim- 
ber—Free. 


503—Planks, boards, clapboards, laths, 
Plain pickets and other timber or lumber of 
wood, not further manufactured than sawn 
or split, whether creosoted, vulcanized, or 
treated by any other preserving process, or 
not—Free. 


504—Planks, boards and other lumber of 
wood, sawn, split or cut, and dressed on one 
side only, but not further manufactured— 
Free. 


505—Sawn boards, planks and deals planed 
or dressed on one or both sides, when the 
edges thereof are jointed or tongued and 
grooved—From U. S., General Rate of 25 per- 
cent ad valorem. Preferential Rate is 17% 
percent ad valorem. 

506—Manufactures of wood, not otherwise 
provided for—From U. S., General Rate of 
25 percent ad valorem. Preferential Rate is 
17% percent. 

There is a sales tax of 6 percent, based on 
the duty-paid value or articles dutiable un- 
der items 505 and 506, and on the value in 
the case of articles free of duty (items 500, 
503 and 504). This tax applies at the time of 
importation, unless the articles are imported 
by licensed manufacturers of taxable articles 
for sale, or by licensed wholesalers or job- 
bers for resale, when it would be based on 
the resale price to the unlicensed dealer or 
retailer. 

There is also a 


special excise tax of 3 


AMERICAN LUMBERMAN 


QUERY AND COMMENT 


percent, based on the duty-paid value. Logs 
and round unmanufactured timber are ex- 
empted from this tax. 


Application of Import Tariff System of 
Canada 
1. Equivalent of currency unit (at par): 
Canadian dollar equals $1.6931. 


Equivalent of weight unit: Ordinary non- 
metric units. 


2. For Specific Duties: Dutiable weight: 
Net weight, except where coverings and con- 
tents are rated together in the tariff. 

Conversion of duty: Current exchange. 


3. For ad valorem Duties and Dumping 
Duty Purposes: Dutiable Value: Fair mar- 
ket value, in no case to be lower than sell- 
ing price to jobbers or wholesalers generally 
at time and place of shipment direct to Can- 
ada; for new or unused goods, in no case to 
be less than actual cost of production of 
similar goods at date of shipment direct to 
Canada, plus a reasonable advance for sell- 
ing cost and profit (Canadian Minister of 
National Revenue to be sole judge as to “rea- 
sonable advance”). No discount or deduction 
not shown, allowed, and deducted on invoices 
covering sales for home consumption in ex- 
porting country will be allowed in estimat- 
ing value for duty, but Canadian importers, 
when remitting, may take advantage of any 
eash discounts regularly extended to cus- 
tomers in home market, without dumping 
duty being applied. (Dumping duty applies 
to imported goods of class made in Canada, 
if sold at less than acceptable fair market 
value, and is equal to difference between such 
value and lower selling price to Canadian 
customer not to exceed 50 percent of value 
in any case.) 

Conversion of foreign values: 
change on date of shipment. 


4. Method of Payment of Duty: 
currency. 

5. Customs Surtaxes: Special excise tax 
of 3 percent, based on duty-paid value; ap- 
plies only to imported goods. Assessed on 
practically all imported goods, with two 
notable exceptions: (a) Goods sent by mail 
or express valued duty-paid at $25 or less; 
(b) articles subject to certain other excise 
taxes. 


Current ex- 


Canadian 


March 17, 1984 


Wants Slab Siding with Bark 


Can you tell me if it is possible to fing 
4-inch slab siding, with bark on, to use for 
building booths?—INQuIRY No. 3078. 

[This inquirer, located in Iowa, was give, 
the names of a number of concerns that gp. 
cialize in log cabin siding with bark on, jy 
slab form or the round; and also the nam 
of a concern specializing in hand split ang 
shaved cypress and red cedar shingles, tha 
go well with this type of construction. 

His attention was called, also, to two article 
on chinking log cabin construction that ap. 
peared in the issues of June 24 and July 8, 
1933. 

Concerns in position to supply log cabin 
siding with bark on are invited to place ful} 
descriptions of their product in the files of the 
AMERICAN LUMBERMAN. First of all, the species 
used should be mentioned. Then it should he 
stated definitely whether the siding is sold in 
the round, or in slab form. If in slab form, it 
should be stated whether the edges are trimmed 
and to about what thickness, and whether 
an overlap has been provided. Some statement 
should be made as to the average diameter of 
round logs; and as to the width and thickness 
of slabs. If the bark has been given any spe 
cial treatment to prevent its becoming loose, the 
fact should be noted. Sketches of any special 
working should be included. Photographs of 
completed cabins made from the product would 
help clarify descriptions. And finally it should 
be stated what unit of measurement is used in 
pricing the material. Information as to rate 
of freight and shipping point might help a pros- 
pective buyer in reaching a decision. 

Information about such products as enhance 
the effect desired by the builder of a log cabin 
—such as hand made shingles and shakes— 
will be welcome.—En1ror. } 





THe DREW LOG RULE, adopted by the Wash- 
ington legislature in 1898, is still the legal rule 
of the State but is seldom used. 





NEWS AND 
VIEWS OF 





50 YEARS AGO 


From the AMERICAN LUMBERMAN 








The rules of inspection and 
measurements of hardwood lum- 
ber recently adopted at a meet- 
ing held by the trade in St. 
Louis will command the atten- 
tion of the shippers of such 
lumber to that market as well 
as the dealers who buy it. 
It speaks well for the St. Louis 
dealers that they have taken 
such a step. Complaints, loud 
and numerous, many of them 
undoubtedly without just cause, 
have been made about the in- 
spection rules—or about the 
absence of any such rules—of 
the trade in that city. 


* @¢ 7 
In Pennsylvania there is an 


organization known as the Re- 
tail Lumber & Coal Dealers’ 


Association of the North Penn- 
sylvania Railroad and Adjoin- 
ing Districts, having for its ob- 
ject the maintenance of uniform 
prices. When a dealer becomes 
a member, he must deposit his 
due bill for $25, and if at any 





time he is caught underselling 
his brother members, the due 
bill is collected, and the money 
goes to the association. This 
forfeiture tends to keep the 
members in the traces, and we 
understand it works admirably. 
This plan might be adopted 
with good results elsewhere. 
At several of the leading lum- 
ber markets there are associa- 
tions and exchanges and the 
main object of most of them 
is to establish prices. This they 
do regularly —on paper — but 
generally it goes no further. 
The dealers meet and discuss 
the importance of uniform 
prices, and while they are do- 
ing it no one would suspect 
that some of them have their 
sleeves packed with so many 
aces that they feel confident 
of winning the game. It would 
not be drawing on the imagina- 
tion to say there are dealers 
who, at these meetings, advo- 
cate high prices on the pub- 
lished list, while all the time 





they expect to sell away under 
them, and thus convey to their 
customers that they are selling 
cheap. If they were a to 
deposit a few hundred dollars 
that would be forfeited in case 
they undersold the current list, 
they would cease to be the bulls 
they are in convention, and the 
bears they are out of it. 


The following freight rates 
on softwood lumber, lath ot 
shingles, in carlots, to Kansas 
City, Leavenworth, Atchison 
and St. Joseph from the points 
named below went into effect 
Jan. 15: From Detroit and Te 
ledo, 20 cents per 100 pounds; 
from Chicago, 15 cents; from 
Moline, Rock Island, Davet- 
port and Muscatine, 11 cents; 
from Burlington, Fort Madi- 
son, Montrose nad Keokuk, 10 
cents; from Quincy, Hanni 
and Louisiana, 9 cents; from 
Alton, St. Louis and East St 
Louis, 8 cents, 
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NOT ME MY SCREENS 
ARE GOOD AS NEW... 
7 YEARS OLD NOW! 
THEY'RE BRONZE 
YOU KNOW ... AND 

CAN'T RUST. 
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BUT AREN'T 
BRONZE SCREENS 
EXPENSIVE? 


EXPENSIVE? NO. THEY'VE 
SAVED ME MONEY EVERY 
YEAR. NEVER ANY PATCH- 
ING OR PAINTING, YET 
THEY'RE NEAT AND TRIM. 
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tvs day you install screens of 

Anaconda Bronze Wire, you 
begin to save money... enough, in 
a short time, to cover the slightly 
higher first cost of about 40 cents 
more per window than screens that 
rust. This durable Anaconda wire 








— ...used by leading weavers of screen 
> under cloth...is of the standard diameter 
to their and quality to assure many years of 
selling service. Ask your dealer or screen 
iged “ maker for screening of Anaconda 
a ‘ 9 1 
= on Bronze Wire. An interesting book- 
ent list, let, “Screens that Meet the Test’, 
he bulls mailed on request. 
and the 
THE AMERICAN BRASS CO. 
General Offices: Waterbury, Conn. 
Other Anaconda Products: Brass Pipe, Copper 
Tubes and Fittings, Sheet Copper, Everdur 
t rates (strengthened copper) the ideal metal for Tanks. 
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Kansas 
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AMERICAN LUMBERMAN 


Why not hold 
the GOOD WILL of 
your customers 
and gain new friends 
for your store, 


by selling 


BRONZE 
SCREENING 


The advertisements reproduced 
here will appear this spring ...in 
The Saturday Evening Post and 
Better Homes and Gardens... to 
help you sell the economy idea of 
durable, rustless Bronze screening. 
We suggest you order screening 
of Anaconda Bronze from your 
wholesaler now. We do not make 
screen cloth, but furnish Bronze 
wire of standard gauge (.0113”) to 
leading screen cloth manufacturers. 


THE AMERICAN BRASS COMPANY 


General Offices: Waterbury, Connecticut 


BRONZE SCREENS: 


last many times 
yet cost 









longer, 
only 40c more 





THIS SPRING 
a 


“NO MORE PAINTING, 
PATCHING OR RE- 
} SCREENING .. . THESE 
BRONZE SCREENS 
CAN'T RUST.” 





aon 

















“SO TRIM AND TIGHT 

. « « THEY'RE LIKE NEW. 
WHY DIDN'T | GET 

BRONZE SCREENS 





BUYS | EVER MADE, 
CERTAINLY WORTH 


WINDOW | PAID 
FOR THESE RUST- 
LESS SCREENS.” 


Wi fo, 


NACONDA Bronze Wire is used 

by leading weavers of screen 

cloth. You may obrain this durable 

screening from your local dealer or 

screen maker. An interesting book- 

let, “Screens that Meet the Test,” 
will be mailed on request. 


THE AMERICAN BRASS CO. 
General Offices : Waterbury, Conn. 


Other Anaconda Products: Brass Pipe, Cop- 
per Tubes and Fittings, Sheet Copper, Everdur 
(strengthened copper) the ideal metal for Tanks. 
















THE 40c EXTRA PER || 
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Portland, Ore. 


Douglas Fir—Fir mills cutting for the ex- 
port trade have good order files, the best 
for many months, and business is coming 
along nicely, although it was not as heavy 
this week as during the two preceding weeks. 
Demand from China and Japan the past week 
fell off somewhat. Domestic business is com- 


ing chiefly from large users. The Pennsyl- 
vania railroad will be in the market for 
about $50,000 worth of lumber; 1,200 men 


have returned to work recently in its shops. 
The initial shipment will consist of 
forty carloads, to be used largely in the con- 
struction of freight cars. 

Spruce demand is active—better than for a 
long time. Good orders have been booked 
for U. K. delivery, and the domestic demand 
is said to be showing steady improvement. 


Birminaham. Ala. 


Southern Pine—One of the largest manu- 
facturing plants in Alabama reports it is over- 
sold on twenty-three items—and it produced 
its full quota for February. With demand 
on the increase from the different agencies 
of the Government, and retail yards finding 
it necessary to replenish, these mills will 
find it impossible to meet the calls. Then 
cost-protection prices will be the starting 
point from which an advance will be made. 
Many yards in Alabama have yet to receive 
their CWA money. For the first time in more 
than four years, retail yards are increasing 
their forces, to handle requests for estimates, 
though the increase in actual sales has not 
reached proportions to cause any excitement. 
Much of these are on repairs, financed by 
Federal agencies, but volume of new con- 
struction has also gained. 


San Francisco, Calif. 


Business generally in California is showing a 
much more confident tone. The wine grape in- 
dustry is booming. House building, however, 
is still at a low ebb. There is a lot of school- 
house building projected, because of the num- 
ber of school] buildings that have been con- 
demned in various parts of the State. Work 
is progressing rapidly on the construction of 
the two big San Francisco Bay bridges. One 
particular sign of the returning confidence 
among lumber manufacturers is increased in- 
terest in timber sales and inquiries. 


Redwood manufacturers report an encour- 
aging pick-up in orders and inquiries since 
the first of March, although eastern yard 
business had been slack up until that time. 
Practically all redwood producers are sold 
up on tank stock, for which there has been 
a very heavy demand. During the past twelve 
months, redwood production has increased. 


Tacoma, Wash. 


West Coast Woods.—Improved conditions 
throughout the lumber industry in this section 
continue to be evident in announcement of in- 
creased production, additional orders, greater 
shipments, and the reopening of a number of 
additional plants, particularly shingle mills. 


Shingles.—The improvement in the shingle 
situation is perhaps the most outstanding de- 
velopment of the past fortnight, and is not 
confined to any single locality. Plants through- 
out southwest Washington, as well as in 
Tacoma, are reopening following periods of 
inactivity that in some instances have ex- 
tended over several years. 


Intercoastal.—Shipping men declare there 
has been a pronounced increase in demand 
for intercoastal lumber, and believe that the 
North Atlantic market is definitely on the 
upgrade. Several big cargoes, one of 3,000,000 
feet, have left here during the week for North 
Atlantic ports. Because of the improved situ- 
ation, the United States Intercoastal Confer- 
ence has announced the extension, until April 
30, of the intercoastal rate of $12 a thousand 


feet. The existing rate of 67 cents per 100 
pounds on shingles has been similarly ex- 
tended. The $12 lumber rate, which has been 


in effect since last September, compares with 
the $9 rate in effect last April. 

Foreign.—Large shipments have gone for- 
ward to China and Japan, and several smaller 
cargoes to Europe. 

Doors and Veneers.—Veneer manufacturers 
report business as good, with virtually all 
plants operating steadily under Code restric- 
tions. The biggest demand, they say, is in the 


about 
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Market News from A 


East and middle West, and is for veneer wall- 
board. Much of this is for immediate delivery, 
and is going forward by rail. They report that 
the demand for doors has slackened somewhat, 
but that the European market, in spite of 
tariff barriers, has suffered no worse than 
the domestic market. 


Boxes.—Business in the fruit and vegetable 
districts of California, Arizona, New Mexico 
and Texas is showing a decided improvement. 
Pro-rata quota limitations will cut down the 
volume of production considerably, but will 
assure the producers of a profit on their fruits 
and vegetables, and the ability to pay their 
bills, after several poor seasons. 


Spokane, Wash. 


Inland Empire Pines.—The Spokane lumber 
mills report the general state of business 
remains about the same, with no change in 
prices excepting that No. 4 common Idaho 
white pine has been advanced $1 by some 
mills and is extremely scarce. A _ steady, 
slow pick-up in the retail demand is being 
noticed here. 


Rail Rates.—There seems to be consider- 
ably newly-stirred interest shown by the 
towns of northern Idaho in freight rates. The 
Bonners Ferry Chamber of Commerce last 
week passed a resolution asking that north 
Idaho be given the same rates on lumber to 
eastern markets, where the haul is of equal 
length, as Arizona and other parts of the 
Southwest. It is understood that the Sand- 
point (Idaho) chamber will take similar ac- 
tion. It was pointed out at the meeting of 
the Bonners Ferry civic group that with the 
haul from Arizona about equal to that from 
north Idaho, there was a difference in the 
freight rate of 17 cents a hundred, making 
the rate $3.50 per thousand feet higher from 
north Idaho to the same market. The lum- 
ber rate from Spokane to seaboard markets is 
68% cents per hundred. The Moscow (Idaho) 
Chamber also recently took action in the 
same matter. 


Memphis, Tenn. 


Southern Hardwoods.—A fairly good de- 
mand continues, particularly in the domestic 
market, where all groups of consumers have 
been purchasing. The export demand has 
shown some decline, following heavy ship- 
ments of hardwoods during the past few 
months. The report from England would in- 
dicate that there is enough hardwood on 
hand to take care of immediate demand, and 
that it would be April before new business 
will develop in any volume. Domestic de- 
mand from the furniture and automobile 
plants has been exceptionally good. The 
automobile manufacturers are buying stead- 
ily. Demand from manufacturers of furni- 
ture has continued at a fair rate, and the 
majority of manufacturers report enough 
business for several months. There is a fair 
demand from the retail lumber’ dealers 
throughout the United States. Manufactur- 
ers of oak flooring have been in the market 
for flooring oak, and some manufacturers 
have been placing sizable orders. Prices on 
many hardwood items are being quoted above 
minimums fixed by the Code Authority, and 
it is felt that with a little more business 
offered, all prices will advance beyond mini- 


Buffalo, N.Y. 


The lumber trade has not shown much im- 
provement since the unusually cold and 
stormy weather of February. Building busi- 
ness is below normal. It is expected that 
considerable repair and remodeling work will 
be done hereabouts this spring. The annual 
spring furniture show of the Jamestown 
(N. Y.) Furniture Market Association will be 
held in the Furniture Exposition building in 
that city from May 21 to 29, inclusive. The 
inquiries already indicate that buyers will 
be present from twenty-four States and three 
Provinces of Canada. 


Hardwoods.—The hardwood yards 
that trade has not improved 


report 
much of late, 





March 17, 193; march 17, 
| 


though some increase in inquiries has taken 
place. Industrial concerns are buying only 
for their immediate requirements. Lack of 
building is a drawback. Prices of oak figor. 
ing were recently advanced, and this moye. 
ment was followed last week by an advance 
in maple flooring. 

Western Pines.—Not much business ig pp. 
ing done in California and other Western 
pines, either in the better grades or in com- 
mon lumber. February was a very backward 
period in the building line. Retail stocks and 
those of industrial concerns are low in most 
instances. 


Northern Pine.—The chief movement is to 
box factories, which are fairly busy in some 
instances, while others have about all they 
can do. Wholesalers look for improvement 
in the other items of stock before the month 
is out, as retailers are likely to need more 
lumber. 


Louisville, Ky. 


Southern Hardwood demand has been more 
varied. The automotive industries are the 
most active buyers, with the box people tak- 
ing some material, and furniture manufac- 
turers, a little. But the building trades de- 
mand for flooring and trim continues very 
quiet. Oak and ash have been moving fairly 
well for export, but domestic sales are small. 
except of quartered white oak such as ean 
be used for cooperage heading. Export sales 
of oak include chiefly FAS and No. 1 com- 
mon red; and ash in 4/- to 8/4 FAS and 
common. Willow has been moving in inch 
FAS, Nos. 1 and 2 common, but not as freely 
as it was. Poplar has been more active, due 
to its low prices. Gum has continued active 
in inch FAS and common, plain sap; No. 2 sap 
and some red, also quartered sap sell in 5/- to 
8/4. Substitution of willow and sycamore 
for gum has eased up a trifle, in that they 
are now closer together in price. Cottonwood 
has been dead, but warmer weather should 
create some demand for beer boxes. 


Distillery Building.—Recent announcements 
at Washington are to the effect that permits 
will be issued more freely for distilleries, 
and quite a number of pending projects in 
the State should get into the active building 
stage, which will mean a considerable con- 
sumption of pine lumber, including heavy 
timbers, sheathing etc., especially in ware- 
housing. The general program is to build 
one warehouse, of 10 to 20 thousand barrels 
capacity, and wait until additional capacity 


is needed. 
Kansas City, Mo. 


Although many of the last two weeks’ sales 
have been in mixed cars, an occasional order 
is received indicative of the need for sub- 
stantial amounts. The increase in building 
since the first of the year has brought to re- 
tailers the assurance of’ good business during 
the next few months. 

Producers are looking forward to the time 
when they will be able to advance prices 
above existing cost-protection minimums. 
During the past two weeks a number of 
minor changes have been made in the lists 
of various species, but the general price 
structure was unaffected. 

Good demand from industrial consumers 
and railroads continued to feature the mar- 
ket. Producers reported heavy call for grain 
door lumber. Several roads have been com- 
pelled to lower their requirements in order 
to get supplies. Producers look for an Up- 
ward swing in this item. 

The heavy demand for motor cars brought 
out a continuation of the good demand for 


hardwoods for body building. Furniture 
manufacturers’ sales increased somewhat 
last week. A few orders were placed by 


breweries in anticipation of spring needs. 
Specialty manufacturers were reported in the 
market. 

Southern Pine.—Rookings were generally 
increased, there being a marked disposition 
on the part of retailers to buy somewhat in 
advance for spring needs. Producers re- 


ported their stocks generally in good shape. 
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America’s Lumber Centers 


as taken} There was a good market for piling and heavy be a downward revision of Code prices. The 


ing only} construction items. Railroads bought small majority of lumbermen are adhering to the 
Lack of} amounts Code, but various interpretations are causing 
) y —e : . 
ak floor "a rdwoods.—Producers reported a_ better some concern. However, if the Code Authori- 
a - a S. ves =i tac r jec ati > > yj icy. 
IS move. ovement to flooring plants, but otherwise ties would issue bulletins covering dis} uted 
advance} oY arket continued dull. Virtually no in- Points promptly, a great deal of uncertainty 
the ~y yas shown by the retail trade, ex- would be eliminated. There are still some 
srest was S otal é . 7 : ‘ > : 
3S is be. one in flooring. Scattered mills reported — Ban oe wea the ie but 
( . . . . ~ = > 
Wester uiries from breweries, but indicated that policing 1s becoming more stringent. 
gee n me “a hard to make During February the Federal Government 
m-— sales were N« : . 


did not buy very much stock, but inquiries 
from this source have picked up recently. 
Box makers are using more lumber, but have 
quite a lot bought for water shipment, ship- 
ment of which has been delayed because of 


ack ward Shingles and Lath.—A few good orders 


Oocks and were received for shingles, but activity was 
In Most not sufficient to warrant an advance in price, 
which the producers asserted was much 


























ent is tof needed. Lath were quiet, and few inquiries ice. Much complaint is made regarding 
In some vere received. keener competition from wood substitutes in 
V . 
all they Douglas Fir.—Government projects and the box industry. 
ovement} aijroads afforded the best outlet last week. North Carvlina pine production so far this 
e€ month Railroads were in the market for bridge, year has been greatly curtailed not only be- 
ed more ek 4 car repair material. Retail inter- cause of the fact that business has not been 
track and car re] : : 
est lagged, as many yards in this territory very brisk, and because of lack of funds 
have good stocks and report scarcely any to keep on piling up stock, but particularly 
demand. because of bad weather. Many millmen, large 
en more Western Pines.—Retail dealers remained and small, are eager to get going again, for 
are the f the market. Only a few orders could 4 number of them have to get out stock 
ple tak 0% canal ot a ‘ inckine up for spring needs which is wanted promptly by their customers. 
- > rib & Ss K 4 s , eas. ¥ “ 
meseaiien ———" . z : There is not a large surplus of unsold stock 
alicia a8 Retail Sales.—Sales of lumber in _board on hand, and a fair demand would soon clean 
a de- feet at 156 retail yards in the tenth Federal this up. 
—_ wae 2eserve district during January were 21.9 W h 
> be percent larger than in December, and 40.4 Seatt e, asn. 
> Sma srcent greater than in January, 1933. Sales , 
as can percent greater than in pi ol seca eae ssi West Coast Woods.—Most markets the past 
of all materials in dollars were respectively = ; ‘enna age toe: ae rar . 
rt sales 1 percent and 49.2 percent larger. Lumber two weeks show small gains over the preced- 
ye 4 4 < ame « . 4 . . . 
. ve. ing “‘tnight. 
1 com- stocks as of Jan. 31 were 1 percent smaller ng fortnight - 
AS and than one month earlier, but 1.1 percent Rail.—Most operators report volume im- 
in inch} j.avier than on the like date of the previous Proved. There is a pick-up in inquiries for 
'S freely one railroad and industrial stocks. Prices are 
ive, due — ‘i m in favorable to the buyer, the mills sticking to 
d active Minneapolis, Minn. the minimum. Yard orders are still needed 
lo. 2 sap j . 1 badly. 
in & tail Sales.— January was a comparatively . , 
in 5/- to Retail sok = ° en tte Intercoastal.—A small but slightly in- 
ycamore profitable month for the lumber trade of the : eae 
yCé ; ce hes - aren ‘ ® creased volume of lumber is moving to the 
lat they ninth Federal Reserve district. Sales at 442 - i pes , 
é ne} ; . 7” FE Atlantic coast. Of much significance is the 
tonwood retail vards totalled 3,147,000 feet, as com- 3 rf i : , . ' 
00 ‘ es aed x ee action of several steamship lines in adding 
should pared with 2,266,000 feet sold during Decem- ae : a 7 ; 
shou ~ ey. § ; ieee Res ane a boat apiece, in anticipation of more busi- 
ber and 1,652,000 feet during January, 1933. 7 ; spine 
: : ; aioe” nents = ness. At present, ship space is in ample sup- 
Stocks at the end of last January in 417 yards : ss sige Re ; : - : 
cements “age pSaggsgeco henge: a = - ply. Reports here are that there is quite 
. totalled 58,873,000 feet, as compared with 56,- = bit of unsell tmenber tn amin af ie 
permits 764,000 at the end of December, 1933, and i cies ners wi Rone ~anecil S <0 wae Se see 
tilleries, 51,153,000 feet at the end of January, 1933. a ‘ ane ‘sche , 
jects in | Total sales of all materials amounted to $707.- California.—Shippers to this market are 
building 600 last January, as compared with $428,000 puzzling over Bulletin No. 79, issued on ap- 
le con- during December, and $476,800 during Janu- peal from the rules of Bulletin No. 32 in an 
heavy ary a vear ago. attempt to equalize differences which, under 
vare- a te 8 . F . ‘ the old ruling, were sai zrive s 2g 
ware Northern Pine.— Business is increasing ‘ : 2s ‘— - ng aid to «tll some Oregon 
o build steadily in volume With supplies short in shippers a $3.50 advantage in shipping lum- 
barrels : - : ; aes ber to California. It is so technical and in- 


—— soggy ts a ge ig “9 - volved that many interpretations of it are 
Lapeer ey Pp gyn gr ocg cs May pat on being made. Whether or not the new bulletin 
ae Marcel & year ago, are now movene = has helped is hard to determine, but the past 
quantity. Most of the mills will not be in  \cex shipments to California have increased. 
active production until early in April, al- One informant figured the new rules still 
though some of the smaller ones have been 


apacity 





cs’ sales Se 7 gave shippers south of the Columbia river a 
3 cee operating all winter. - 50 cent advantage. 
or sub- Northern White Cedar.—lInquiries already Exvort.—This market is improved for 
ildi are being f re y a consideré 3 - Pee z - a a 
yuilding are being followed up by a considerable num though Japan, the largest consumer, is in- 
t to re- ber of orders, something extraordinary for active. two or three other countries have 
during soo Megane dg — pewcesigh oBene Ringe bir arnt come in for lumber. Consignments to north- 
soni tag l all pet wes a aha ct “ nl that ae ern Chinese ports have expanded, and the rate Our Main Lumber Business 
ne tin igi se * 2 ‘ “1 i is steady at $6, while shipments to Shanghai ° ° 
. prices } Posts, which were almost valueless for a ove at $5 5  eeananes adam ener eae tae Our Real Lumber Business is 
1imums. long time preceding the middle of 1933, will enka a frei ht : to $5.75, t é 
. ; -eKs ag e ‘ e . ut have 
be at a premium this year. Manufacturers bile Re ee ee ee ! 
ag have Sua. rather inactive because of a seare- pre ae 7 —", a —— oer — LONG TIMBERS 
sus ; declare o be heavy. ne informant says : 
7 lity of s € >» le ¢ p € ao ! 
1 price - * uitable labor, and shortage of a num that Manchukee hes purchased tears tember and it always has been! We know our 
er of post sizes is certain to be acute. so far this year than it did all last year. business, yet we charge no more! 
isumers Millwork.—Gradual improvement is being 


" While British Columbia is getting the bulk of 
1e mar- noted in this market. There is an increased the business in clears, there is a good move- Os I RANDER re 4 
yr grain volume of inquiries, and a small percentage ment to the United Kingdom from this side ‘ 





n com- of them are being followed by orders. An _ of the line. The steady rate of 47/6 is a big “a OSTRANDER, WASH. "= 
n order advance in prices is expected in the near help. Continental sales have improved con- The original long timber mill. 
an up- future. siderably of both clears and merchantable. 

Space is ample. Both the east and west 
a Norfolk, Va. coast of South America are buying a fair 
anc 0 


North Carolina Pine.—During several days Volume of lumber. Mill prices of some items 


Resawed Fables | 


heer of mild, spring weather, business immediately have advanced and f.a.s, prices are very firm. is a collection of the funniest 

ced by seemed to take on new life. In this section, Shingles.—Combination mills have good or- prosewritings of "the lumber- 
neods. now building is far below normal. Farmers’ ders for shingles. Minimum prices have been wat: 4 ‘ 

1 in the o the southern States, however, have been established for dimension shingles, and slight t = : , ay ont. 
able to get a little profit out of their crops changes have been made in other minimum > aytagedae eg oe 


with a smile. Every lumber- 


during the past season, and there will be prices, mostly downward. A good many sales man owes it to himeelf. 


nerally quite an amount of repair work, alterations are being made above minimum figures, es- 








vosition to barns etc. . There has been an increase in pecially by direct-selling mills, and it won’t Price postpaid, $1.00. 
vhat in inquiries from. retail yards and others, but take much more demand to put the average AMERICAN LUMBERMAN, Publisher 
rs re- orders have been rather slow in developing market price higher than minimum figures 3 

iaiad oo . “s . nage 4 1 Se. Dearborn St., CHICAGO 
shape. Prospective buyers had thought ‘there would which for several months have represented 
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the market. Stocks are low, and No. 1 shin- 
gles are rather scarce. 

Logs.—Good fir logs bring $10, $15, $20-21, 
and hardly any are to be had, but the mills 
have fair supplies. The strength of fir logs 
is partly due to British Columbia mills mak- 
ing purchases on this side, because of log 
shortage caused by strikes. On the other 
hand, British Columbia is selling cedar logs 
to American mills, so that cedar is weak. 
Fir logs other than the best move at several 
price ranges, such as $9, $13 and $17, and 
$9, $14, while very small logs sell at $9.50, 
$10. No. 1 peelers bring $24. Shingle cedar 
brings from $10 to $12, with very little de- 
mand; in fact one informant said it was tem- 
porarily a drug on the market. Cedar lumber 
logs are steady at $18. Hemlock logs are in 
good demand, and hard to get. Pulp mills and 
box companies are after them, and a fair 
amount go to export destinations. Hemlock 
logs move at $7.50@8, with $12.50 the export 
figure. There is a very good demand for 
second-growth tie logs, and they are scarce. 


Baltimore, Md. 


North Carolina Pine.—The Baltimore mar- 
ket has been fairly well depleted of stocks, 
as a result of the continuance of the ice 
embargo in the bay, which prevented water 
shipments almost entirely, and of a strike of 
longshoremen. Box factories for the most 


New England 


[F. J. Caulkins] 


Boston, Mass., March 12.—The large vol- 
ume of snow that fell in New England during 
recent storms is now thawing, lifting all riv- 
ers and lakes very close to the flood stage. Al- 
most magically, southern New England has 
turned from winter to spring, and the retail 
yards are confidently anticipating a real ex- 
pansion in the call for lumber beyond the 
volume of any spring season since 1929. Most 
of the yards are carrying well rounded stocks 
and, with the new Code price lists perfected, 
they are all-set for a new and more promis- 
ing era in retail yard operation. Government 
regulation of the industry through the NRA 
and the Codes is freely accepted by the trade 
in this section as promising relief from what 
had grown to be an intolerable situation. 


Wholesalers Widen Organization 


Lumber distributors at many points in New 
England are outspoken in their demand for 
more speed in reaching definite decisions and 
interpretations as to the status of transactions 
under the Codes. A conference of wholesalers 
at Springfield on Friday was attended by sev- 
eral Boston dealers, and resulted in approval 
of the plan for expanding the territory cov- 
ered by the Massachusetts Wholesale Lumber 
Association to include all New England States. 
The directors of the Massachusetts association 
had already voted to establish a New England 
committee to work through the National-Amer- 
ican Wholesale Lumber Association and the 
Lumber Code Authority in bringing all trans- 
actions into strict compliance with the Code. 
To that end a special meeting of the directors 
will be held at Boston on Wednesday, to be fol- 
lowed on March 16 by a second directors’ 
meeting, to which delegates from the States 
outside of Massachusetts have been invited. 

West Coast Fir and Hemlock. — Severe 
weather has held business in check. Total 
February receipts amounted to but 3,499,062 
feet, against 4,814,821 feet in February one 
year ago; 7,986,680 feet in 1932; 13,894,682 
feet in 1931, and 12,992,933 in 1930. The 
average in February in the previous four 
years was 9,922,279 feet. Most yards bought 
their spring stocks a year ago at pre-Code 
prices. This stock was delivered in June, 
July, August and September, when a total of 
61,808,000 feet was landed here. The new 
“Mode” price lists at retail yards are now 
fully established. C.i.f. prices to- dealers at 
all Atlantic coast ports are unchanged. Lo- 
cal intercoastal distributors have adopted 
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part have enough lumber for current needs. 
Building is stopped by cold weather and 
snow. 


Georgia Pine.—The Pennsylvania railroad 
tunnel and other big undertakings require 
some lumber, but demand on the whole is 
poor. Stocks in the yards are small. 


Cypress.—Barroom fixtures and other work 
are creating some demand, but the wood- 
working establishments are having little to 
do. Quotations are well sustained. 


Douglas Fir—Demand for West Coast 
stocks leaves much to be desired, though 
various big undertakings are making some 
market for larger sizes. Building consump- 
tion is small. 


Hardwoods.—Cold and snow interfere with 
forwardings, and have brought quiet to the 
local yards within the last two weeks. Ex- 
ports are hesitant, with large stocks reported 
in London and Liverpool, as a result of heavy 
forwardings that followed an interval of 
quiet. Ocean freight rates hold good over 
the current month. 


Salvaged Cargo.—=It has been definitely 
settled that the cargo of. lumber on the 
4-masted schooner “Purnell T. White,” which 
was all but wrecked in February about 85 
miles from Norfolk, Va., will come to Balti- 
more, the W. J. Appel Lumber Co. having ac- 
quired the shipment, which originated at the 
plant of Rankin & Tyson in Georgetown, S.C. 


Trade News 


rules and charges governing sales from stor- 
age, to cover re-handling costs. 


Eastern Spruce.— There have been no 
changes in official quotations for spruce, but 
there are rumors that the manufacturers will 
soon broadcast a new list to show advances 
above Code for all of the larger dimension 
sizes. This move is due to the freer move- 
ment overseas from Canada to Great Britain, 
the brisk call for spring and summer ship- 
ments to those markets, and the renewal of 
interest in spruce yard sizes at New Eng- 
land points, on account of the closer balance 
of spruce prices with fir under the Codes. 
Production at the mills has been checked 
by the extreme cold and by heavy snows, but 
logging was completed several weeks ago, 
and yarding and hauling to the river land- 
ings will proceed with little difficulty or 
delay. The base price f.o.b. mill for both 
dimension and random remains at $26, ex- 
cept for the smaller sizes of random scan- 
tling, 2x3- 4- and 6-inch, which are priced 
$1 less. 

Lath and Shingles.—Lath stocks at mills 
are ample; yard demand has not yet 
made itself felt. The Code price is main- 
tained at $5.10, delivered at Boston rate 
points, for all widths. There are no Code 
prices for eastern white cedar shingles, and 
the mills continue to use the pre-Code basis 
of $4.50 for the extra grade, delivered. Of 
the western red cedars by water, there are 
liberal offerings at all Atlantic Coast termi- 
nals, where c.if. prices for the 16-inch 
XXXXX range from $3.85@3.95, and $4.25 
@4.35 for the Perfections. These two grades, 
all-rail, sell uniformly at $4.17@4.56. 


Maple Heel Stock.—Labor troubles at the 
shoe centers continue to hold a severe check 
upon the output of shoes and the call for 
wood heels. In this situation there is no 
normal demand for heel maple. A confer- 
ence of members of the Heel Maple Produc- 
ers’ Association was held at the Hotel Man- 
ger in Boston Friday, when the situation 
was thoroughly canvassed, and plans laid 
for meeting it from the standpoint of pro- 
ducers of maple. No quotable changes in 
mill prices are reported. 


Pine Boxboards.— Standard Code prices 
f.o.b. the mill yard prevail—$17 for inch 
round edge, and $27 for the square edge. 
These prices call for random widths and 
lengths, with the usual advances for stock 
widths, 8- 10 and 12-inch. The standard 
bushel box, which sold to the farmers a 
year ago at 6 to 6% cents, is now priced 
under the Code at 12 cents. All other types 
of wooden boxes are correspondingly higher, 
and demand is temporarily curtailed. Stocks 
on the mill yards are not heavy, and severe 
weather has caused a sharp drop in pro- 
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duction. Code operating quotas, ana cost- 
protection prices, are being closely followed 
and with little complaint by the operators, 


Personal Notes About New Englanders 


The Boston delegation to the annual conyen. 
tion of the Canadian Lumbermen’s Associatio, 
held in Montreal on Tuesday and Wednesday 
of last week, included Farnham Smith, vice 
president and manager of the Boston office of 
Blanchard Lumber Co., and John P. Mosher 
of the same company; N. J. Blinn, of the H, B 
Stebbins Lumber Co.; George E. Fisher, of 
Godfrey Lumber Co., and Charles P. Wood. 
worth, of Woodstock Lumber Co. Mr. Smith 
was chosen to represent the United States on 
the board of directors. 

Fred D. Sterritt, of the F. D. Sterritt Lum. 
ber Co., Cambridge, Mass., accompanied by 
Mrs. Sterritt and their daughter, are spending 
the winter season at Altamont Springs, Fla, 
to return about April 15. Mr. Sterritt has 
been identified with the retail trade in Cam. 
bridge fully fifty years. 

Alfred K. Ames, head of the Machias Lumber 
Co., Machias, Me., has announced his candidacy 
for the governorship in that State. 

The C. E. McManus Lumber Co., has been 
incorporated at Lynn, Mass., by C. E. Me- 
Manus and others, to conduct a retail lumber 
business. 


Maritime Log Input Reduced 


Information comes from Fredericton, N. B,, 
that abnormal weather and snow conditions in 
the territory tributary to that lumbering cen- 
ter will reduce by about 25 percent, or 87,000- 
000 feet, this winter’s log cut in the New 
Brunswick forests. An early estimate of the 
cut was 350,000,000 feet, but this has now been 
lowered to 265,000,000 feet. Deep snows came 
so early in the winter that many firms had 
to abandon operations. 





Small-Mill Kilns Installed 
at Two Plants 


Mosite, ALA., March 12.—Installation by the 
Stover Manufacturing Co., of this city, of spe- 
cially designed dry kilns at its small-mill opera- 
tions at Deer Park and Bay Minette, Ala., has 
aroused considerable interest in the lumber in- 
dustry in this section. 


At each of these opera- 
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Specially designed low cost Moore cross-circulation 
fan kiln for small mills 


tions the Stover company recently built spe- 
cially designed Moore reversible cross-circula- 
tion fan kilns, using wood frame construction 
for the buildings. While these kilns are only 
24x29 feet over all, they have unusually large 
holding and drying capacity. These small-mill 
kilns are built with tracks spiked to ties on 
ground level, with fans and heating system 
located at the side of the loads. The fans are 
on a single shaft, operated by a small motor 
or steam engine. With two tracks in each kiln, 
it is possible for the mill to segregate stock 
and to dry decking, framing, siding, etc. on one 
track, and 4/4 boards-on the other. A small 
kiln of this type will produce 3,000 to 4,000 feet 
of lumber a day, properly seasoned at low tem- 
peratures. Officials of the Stover company say 


these modern, low cost kilns make it possible 
for the smaller mills to produce as high quality 
kiln dried lumber as is produced by the larger 
mills. They also afford a quicker turnover and 
a lower investment in yard stocks. 
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THE LUMBERMAN POET 








The Open Purse 


The baby runs about the place 

With open purse and hurried pace, 
Then gazes ruefully upon 

A purse with all its pennies gone, 
But now, perhaps with better sense 
Than other folks who scatter pence, 
Looks at the purse within her hand 
And then begins to understand. 


For oftentimes a loss occurs 

To older folks, a loss like hers. 

We have been running through the town, 
Our purse wide open, upside down. 
We've dropped a dollar here and there 
With little thought and less of care, 
Till, shorn of all that we possessed, 

VUur answer is to blame the rest. 


Would that that little lesson stayed 
With boy and girl, with man and maid, 
And that we saved a little sum 

For harder days, so sure to come. 

Yes, when prosperity is here, 
Remembered need is always near, 
And did not run all over town, 

Our purses open, upside down. 


Between Trains 


Cotumsus, Ou1o—The fiity-third annual, and 
first Code, convention of the Ohio Association 
of Retail Lumber Dealers was in full swing 
when we landed in the lobby of the Deshler- 
Wallick, after bawling the cabby out for dump- 
ing us at a lumber yard, which, for a moment, 
we mistook the lobby to be, so numerous and 
nifty were the exhibits. Tonight at the banquet 
Homer W. Ballinger himselt, in person, head 
of the Retail Lumber and Building Material 
Code Authority, introduced us to the multitude 
in banquet assembled. You see, Homer hap- 
pened to be president of the Ohio Association 
also, which was prouder of its head than a pea- 
cock is of its tail, as it had a right to be. For, 
speaking of feathers, it was quite a feather in 
the cap of the association to have present as 
its president the chairman of the executive com- 
mittee of the Code Authority. 

There is no poet’s code, and we don’t know 
whether the fact that Homer told us what to 
do brought us under the Retail Lumber Code 
or not, but we did the best we could to shorten 
the hours. The thing that warmed our heart 
the most was the presence of so many of the 
Old Guard, men we have known ever since we 
broke into the retail lumber business thirty- 
three years ago; with a jimmy, of course, but 
anyway, we broke in. Among those present, 
for example, was Harry Sheldon, God bless 
him, who was selling boards for Ed Hines 
when—well, lots of times when you couldn't 
sell boards; for let us not forget that there 
have been depressions before, gentlemen. We 
would like to go on and describe the virtues of 
all the Old .Guard, if any, fellows like Ed 
Hilton, of Huron, that square-shooting Christian 
gentleman, and the new Old Guard president, 
F. A. Schulz, of Columbus, and Walter Whit- 
acre, retiring president, who sprouts friendship 
like another acre sprouts corn, and old John 
Bartelle, who got old when we were young 
and has stood still ever since as far as looks 
of age are concerned, and Herb Vance, today 
celebrating his twenty-fifth anniversary in the 
business, and good old Ben Stephens, of Toledo, 
and Harry Mauk, both still young, and Charlie 
Dawson, and D. R. Winn, and Ben Johnson, 
Webb Sturtevant, Ernest Dillow, Bill McPher- 
son, Ernest Claridge, Harry Jones, Tom Van 
Swearingen, Ross Allen, Walter Magruder, and 
others we ran into in the mob, whose names 
have slipped us for the moment, but who will 
lorgive us. All of these men have been in 


the lumber business for 25 to 45 years, in fact 
almost 25245 years, and always to their own 
and the industry’s credit. And here was Karl 
Aschbacher (“You Ought to Be in Pictures’’), 
reformed retailer now selling Masonite. 

We did not have as good luck locating the 
old guard retailers. We missed Sidney King 
by a few hours, and Sidney is someone you 
miss when you miss him. We did see A. C. 
Davis—our recollection is he has been in the 
retail lumber business here in Columbus for 
50 years. And among those present at this 
meeting was F. H. Koons, who has been in the 
retail lumber business for 67—count ’em—67 
years, and has a son, a grandson and a great- 
grandson in the business. Match that—any 
retail industry of any kind anywhere. And 
near by us at the table was W. G. Smith, of 
Uhrichsville, not so old, and not so young. 

Why, this was more than a meeting of lum- 
bermen: it was a meeting of friends. And in 
an inconspicuous spot, that is, as inconspicuous 
as he can be, was Findley Torrence, who has 
served this association as secretary so long and 
SO well. 


We See b' the Papers 


Some papers publish a “Daily Mystery.” But 
what is life but that? 

Any man who has not failed during these 
last four years is a success. 

The commercial lines are to be given the 
air again; but the right way this time. 

A new magazine, “The Racquet,” is to be 
published in Chicago, most appropriately ; 

3ut we don't know yet whether about the 
cleaning and dyeing, political, or alimony one. 

“Roads Agree Lower Fares Are a Benefit.” 
Passengers decided they were long ago; 

Meanwhile the eastern roads keep right on 
wondering why they don’t sell more tickets. 

A lot of fellows had forgotten all about 
that profit column in the profit and loss ac- 
count. 

A sparrow has already started building a 
nest in our eavetrough. Lumber yard prospects 
please copy. 

There is only one bad thing about spring: 
in the winter you can blame that smell on 
the radiator. 

The RFC loaned half a billion in December. 
While he is handing out money, we hope Jesse 
Jones doesn’t forget that he was once one of 
us lumbermen. 


Debate 


I reckon we must have our parties, 
Republican and Democrat, 

Our gay old fogies and young smarties, 
And some folks even worse than that ; 

That we must have our disputations, 
And find some sort of common ground, 

That that’s a sort of way with nations, 
The only way we've ever found. 


We talk of capital and labor, 
Those in the city, on the farm, 
When ev’ryone’s another’s neighbor, 
That no one ought to ever harm. 
It’s right and proper; this debatin’ 
No ear, I guess, had ought to miss, 
But there’s no room for hurtin’, hatin’, 
In any world as small as this. 


So I have got one small suggestion 
I'd like to make that ain’t so small: 
That, when we argue any question, 
The answer must take in us all. 
And, if it only helps a section, 
A trade, a business, or a few, 
We're travelin’ the wrong direction, 
And ought to start all over new. 
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Conditions 
Look Like 
More Business 


How are your stocks? We offer a 
mixed car service to enable you to bal- 
ance your stocks with minimum invest- 
ment — reliable quality, old-growth 
Douglas Fir. 


We do our own logging, own our own 
timber and manufacture our own prod- 
uct. Booth-Kelly stock bears the official 
association grade mark. In each car we 
put a card which certifies the grade, 
shows the number of pieces, size, length, 
species, 


surfacing, manufacture and 


footage of the shipment. 


Let us quote on a mixed car of 


Booth-Kelly identified stock— 


DOUGLAS FIR 


Dimension, Flooring, Ceiling, 
Drop Siding, Finish, Stepping, 
Mouldings, Casing, Base. ete. 


We are headquarters for Association Trade-Marked 


and Grade-Marked Douglas Fir Lumber. 


Bothell 
SUGENE ORE 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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| CHICAGO 








Halse en oa 


Lumber 
ound A) 6 CISAR BROTHERS 


2357 South Loomis Street, CHICAGO 
Telephone Canal 1830, 1831, 0118 








Klin Dried 


and Air Driea ENGELMANN SPRUCE 


We own and represent exceptional quality stocks i 
Engelmann Spruce, Sitka Spruce and Wasun Pine 


We represent Nicola Pine Mills, Ltd., Merritt, B. C. 
PAUL MILLER CO. 


LUMBER 
General Offices: 308 W. Washington St., CHICAGO 











GILBERT NELSON & CO. 


Public Accountants 
332 S$. MICHIGAN AVENUE 


CHICAGO 


TELEPHONE HARRISON 0366 








Builders’ Commercial Agency 
ESTABISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 








LUMBERMEN! 


Write now for our catalog telling 
about our books that'll 


HELP YOU MAKE MONEY 


AMERICAN 431 S. Dearborn St. 
LUMBERMAN Chicago, III. 


HAOCOW 
nAKOOW 














Go After the 
Safety Glass 


Business in Earnest 


Of course, you don’t want to neglect 
your regular glass repair business—show 
case work, furniture tops, glass shelves, 
etc., but 1934 offers a distinct opportunity 
in selling shatterproof auto glass. You 
lumber dealers who live in states where 
laws go into effect this year requiring 
safety glass in all autos and buses should 
push this business hard. Make it a rule: 
Ask every customer who comes in about 
safety glass. Go after the garage trade. 
Other lumber dealers are doing it. In- 
crease your 1934 profits. Mail the coupon 
for our new catalog. 


Henry G. Lange Machine Works 
166 North May Street Chicago, Ill. 


Henry G. Lange Machine Works AL 
166 North May St., Chicago 


Send me copy of your new catalog of Lange 
Auto Glass Edgers, Tools and Supplies. 














YARD, MILL 





Newsy Notes of Persons and Places 


and OFFICE 








The annual meeting of the Eastern Lumber 
Salesmen’s Association will be held Friday, 
April 6th, at Fuhrman’s Inn, Philadelphia, Pa. 

Harry D. Howden, vice president of the 
R. T. Jones Lumber Co., Philadelphia, Pa., was 
the victim of a severe attack of tonsilitis, upon 
his recent return from [lorida. 


S. L. Crawford, manager of the Chehalis, 
Wash., yard of the John Dower Lumber Co., 
has been elected a member of the board ot 
directors of the Chehalis Chamber of Commerce. 

C. Todd Singleton, manager of the R. D. 
Walker Lumber Co.’s Goodwater, Ala., pliant, 
has entered the race for the lower house of the 
Alabama Legislature. This is the third lumber- 
man to announce for the legislature. 

T. G. Huggins, sales manager of the Pater- 
son-McInnis Lumber Co., Guit Hammock, Fla., 
stopped in Baltimore on Mar. 6 and paid his 
respects to some of the wholesalers there. He 
Was on a swing of the Eastern markets. 

J. S. Titlow, who has been connected with 
3rown-Borhek Co., Bethlehem, Pa., for the 
past twenty-two years, was recently elected sec- 
retary-treasurer of the Moravian Congregation 
of HKethlehem, and secretary-treasurer of the 
lire Insurance Co. of Upper and Lower Saucon, 

M. J. Schmitt, prominent Port Angeles, 
Wash., shingle manufacturer and widely known 
as an enthusiast tor development of the Olympic 
Peninsula district in western Washington, has 
just been appointed to a three-year term as a 
member of the new Port Angeles city planning 
commission. 

Mrs. O. D. Romney, sr., wife of the president 
of the Romney Lumber Co., Salt Lake City, 
Utah, and mother of O. D. Romney, jr., the 
company’s manager and president of the Utah 
Lumber Dealers’ Association, is recovering from 
a broken hip suffered recently in a fall in Los 
Angeles, Calif. 

Frost Snyder, president of the Clear Fir Lum- 
ber Co., and Thomas S. Galbraith, retired head 
of the Eatonville Lumber Co., have been elected 
members of the first board of trustees of the 
newly organized Tacoma Property Owners’ 
Association, an organization made up of exten- 
sive property owners in Tacoma, Wash. 

C. R. Black, of Corning, Ark., was elected 
NRA director of all retail lumber dealers in 
Clay, Greene, Randolph and Lawrence counties, 
at a meeting of the NortHeast Arkansas Lum- 
bermen’s Association. Trade areas were estab- 
lished for each dealer, and fair practice rules 
drafted. 

D. Carlyle MacLea, of the MacLea Lumber 
Co., Baltimore, Md., is on a trip among lumber 
mills in the South. He left about two weeks 
ago and has since then been visiting cypress 
plants in Florida and hardwood producers in 
other sections of the South, going as far as 
Alabama. 


Roland W. Slagle, who has been named secre- 
tary of Subdivision No. 1 of the Indiana Retail 
Lumbermen’s Association, to supervise Retail 
Lumber Code work in the thirteen Indiana 
counties bordering on the Ohio River, has es- 
tablished his headquarters in Madison, in the 
City Hall Building. He will move his family 
from Indianapolis to Madison soon. 


R. G. Willrich, operator of a retail lumber 
yard at Chehalis, Wash., had the misfortune 
to have his country home, north of Chehalis, 
destroyed by an early morning fire Mar. 7, with 
a loss estimated at $12,000. Mr. and Mrs. Will- 
rich were able to save some of the lighter fur- 
nishings before the building was destroyed. The 
loss is partially covered by insurance and Mr. 
Willrich plans to rebuild. 


ed 


Mrs. Coleman J. Ehrmann, wife of the presi. 
dent of the West Seneca Lumber Co., Lacka- 
wanna, N. Y., was injured in an automobile col- 
lision west of St. Louis, Mo., Feb. 24, while 
en route to California with her husband. At a 
hospital in St. Charles it was found that though 
she had sustained bruises and a severe cut on 
her knee, no bones were broken. Mr. Ehrmann 
was shaken up but not badly hurt. 


M. C. Van Gorder, of Huntington, W. Va, 
sales manager of the Peytona Lumber (Co, 
(Inc.), in a letter to the AMERICAN LumMper- 
MAN announces that the company’s board of di- 
rectors plans for the present to continue the 
business along the same lines as before the re- 
cent death of its president, the late E. K. Ma- 
han, “as we still have a large tract of virgin 
timber in southern West Virginia near our 
Omar band mill.” 


John J. Neasmith, for years active in business 
in Buffalo and North Tonawanda, has taken 
charge of all CCC activities in Vermont State 
forests and forest parks. He will have charge 
of the office staff, as well as all superintendents, 
engineers and foresters in the field. He was 
graduated from the forestry college at Syracuse 
University in 1917. He served with the Twen- 
tieth Engineers in France and was in charge 
of timber acquisition and railroad location for 


the A. E. F. 


FF, J. O’Connor, San Francisco representative 
of the Donovan Lumber Co., Aberdeen, Wash., 
who has been manager of the California Whole- 
sale Lumber Association, has resigned the lat- 
ter position. Mr. O'Connor had only agreed to 
take on the association work during the period 
of slack lumber business. With increasing activ- 
ity in his lumber business and having accom- 
plished his principal object in strengthening the 
wholesale organization, Mr. O’Connor feels the 
necessity of devoting his entire time to his lum- 
ber business. 


L. C. Blades, of the Foreman-Blades Lumber 
Co., Elizabeth City, N. C., was in Baltimore, 
Md., Mar. 9 and called on some of the consum- 
ers of shortleaf pine there. He stated that he 
was on his way back home from a trip to Phila- 
delphia, New York and other centers. He said 
he found business fairly good and on the upward 
trend in New York, while quiet prevailed in 
Philadelphia. The Foreman-Blades company 
last year undertook the experiment of estab- 
lishing a distributing yard in Baltimore, but 
abandoned the attempt after a few months. 


Named Vice Prutdent and 


General Manager 

CinctnnatI, Ono, Mar. 12.—Wilbur J. 
Wright, vice president of the M. B. Farrin 
Lumber Co., Cincinnati, in charge of sales, has 
been appointed vice president and general man- 
aver of the compatiy to succeed Murat Halstead 
Davidson, who has been general manager of the 
Farrin company for several years past. Coin 
cidentally with this announcement was made 
public the news of the appointment of Thomas 
C. Matthews, who for the past fourteen years 
has been the sales manager of the Mowbray & 
Robinson Company here, as vice president im 
charge of sales of the Farrin company. Mr. 
Matthews has been prominent for several years 
in the affairs of the Cincinnati Lumbermens 
Club and is now serving his second term as 
president of that organization. 

The promotion of Mr. Wright was made fol- 
lowing the resignation recently of Mr. David- 
son, who wished to look after his own business, 
the Davidson Coal & Lumber Co., of which he 
is the president, and the receivership of the 
Tennessee Lumber & Coal Co. to which he 
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. yinted more than three years ago. In 
Widition to this, Mr. Davidson has been made 
alternate administrator of the Oak Flooring 
Code Authority with headquarters in Cincin- 
nati, In this he reports to Ralph Hill, Mem- 
phis, Tenn., administrator of the Oak Flooring 
¥ Authority. 

Cothe work of Mr. Matthews in the Mowbray 
& Robinson firm will be taken over for the pres- 
ent, it is understood by Joseph J. Linehan, sec- 
retary-treasurer of the latter company, who 
with his wife recently returned from Europe. 


Finds Florida Booming 

PHILADELPHIA, PA., Mar. 12.—Mark Finley, 
who is secretary of the Philadelphia Wholesale 
Lumber Dealers’ Association and associated 
with the MacFarland Lumber Co., expressed 
his surprise at the change in conditions noted 
on his recent trip through the South. In an 
interview he said that one would never have 
known there had been such a thing as “depres- 
sion” in Florida. He pointed out that this was 
a curious fact because it was in Florida that 
the depression really started and now that the 
evcle has been turned, things are booming there 
again. 

““Never have the Florida towns had such an 
influx of visitors,” Mr. Finley declared. “There 
is not enough parking for cars and every- 
body in Florida is making and spending plenty 
of money. The Florida Express from New 
York has been running three sections for the 
past two months with every seat taken.” Mr. 
Finley reported that due to weather conditions 
the saw mills throughout the South have had 
plenty of orders and business is booming. 








Back Home Again 

Loneview, WaAsuH., Mar. 10.—Southwest 
Washington lumber dealers have returned to 
their homes following extensive stays in Wash- 
ington, D. C., during which they were active 
in important sessions concerning the Lumber 
Code Authority. Among those who participated 
in the meetings were John D. Tennant of Long- 
view, vice-president of the Long-Bell Lumber 
Company, who is chairman of the Lumber Code 
Authority ; A. E. McIntosh of the Grays Harbor 
Veneer Company of Haquiam, who has been 
active in formulating the box veneer program; 
E. W. Daniels of the Harbor Plywood Corpora- 
tion of Hoquiam, who devoted much time to 
the plywood schedules: and Peter and John 
Schafer of Montesano, William G. Reed of the 
Simpson Logging Company of Shelton and 
Henry N. Anderson of Aberdeen, who have 
worked on the logging and lumbering phases 
of the Code. 





Replaces Burned Plant 


Replacing its plant destroyed by fire on 
February 1, the George Silbernagel & Sons 
Co., Wausau, Wis., recently acquired the plant 
formerly owned by the Wausau Novelty Co. 
This has been completely remodeled for the 
manufacture of sash and doors, new and re- 
built machinery has been installed, and the Sil- 
bernagel company expects to resume shipments 
about April 1, according to the information 
supplied by the company. 


Will Build Industrial Village of 76 
Houses 


New Or.eans, La., March 12.—While the 
bill for lumber to be used in the construction 
of the village of seventy-six houses at Grande- 
port, seventy-five miles below New Orleans on 
the Mississippi River, for the Freeport Sul- 
Phur Co., has been circulated for some time, 
contracts have not yet been made. Bids had 
been asked by the company but, due to the fact 
that division and sub-division of the bid into 
contract and sub-contract sections necessitated 
the figuring of a composite offer involving 425 
separate bids, the entire project was rejected by 
the general contracting trade in New Orleans as 
being contrary to the Code. 

The contract now under plan is for 35 4-room 
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cottages; 25 5-room cottages; 10 double cot- 
tages with four rooms on each side; and 5 
5-room staff member residences. All houses 
will have front and rear porches, asbestos roof- 
ing, and will be bolted to creosoted piling foun- 
dations. Tie rods will extend up to hold the 
roof on when and if a hurricane should ap- 
proach the exposed location of the project. The 
sulphur company already has fourteen houses 
at the site. 

The lumber bi!l wili run approximately 1,500,- 
000 feet, practically all of which is to be long- 
dJeaf yellow pine. Included will be 500,000 feet of 
tongue and groove, No. 2 common; 200,000 
feet of %-inch beveled cypress siding; 200,000 
feet of 1x4-inch No. 1 common flooring—with 
the remainder in standard No. 1 dimension. 
Trade reports placed the estimated cost of mill- 
work for the houses at $40,000. 





Transferred to New Sales Office in 
California 


San Francisco, Cauir., Mar. 12.—The 
Shaw-Bertram Lumber Co. has opened general 
sales offices at 741 Russ Building here, and has 
closed its Pittsburgh, Pa., offices. C. T. O’Con- 
nor, until recently district sales manager at 
Pittsburgh, has been made general sales man- 
ager in charge of the 
new offices. 

Mr. O’Connor has 
been engaged in the sale 
of California soft pines 
for the past fifteen 
years. He was located 
on the Pacific coast 





C. T. O°’CONNOR, 
San Francisco, Calif.; 


Appointed General 
Sales Manager 





through most of that 
period, but for the past 
three years has repre- 
sented the Shaw-Ber- 
tram company at Pitts- 
burgh. 

The Shaw - Bertram 
mill, at Klamath Falls, 
Ore., has a capacity of 300,000 feet a day, and 
in conjunction with this a planing mill, dry 
kilns, and a large remanufacturing plant are 
operated, producing a fine quality of kiln-dried 
California Ponderosa pine lumber, moldings, 
bevel siding, cut stock and box shook. 

The company began operating at Klamath 
Falls about twenty years ago, and is recognized 
as one of the most progressive firms in the 
Klamath Basin, continually improving its plant 
facilities. J. R. Shaw is president of the com- 
pany; Alfred F. Smith, vice-president; L. L. 
Shaw, treasurer; and A. W. Norblad, secretary. 


Will Help Make Your Boy a 


Better Lumberman 


The Boy Builder, by Edwin T. Hamilton, 
is a clearly written book on handicraft. As its 
name indicates, it is directed explicitly toward 
the needs of the youthful craftsman. It begins 
with the workshop and describes the various 
tools needed by the boy builder. It makes numer- 
ous suggestions about selecting and caring for 
tools, lists them in order of importance, and 
includes careful directions about their proper 
use. Having established the workshop, the book 
then takes the boy builder through the year, ex- 
plaining both by words and drawings how to 
make scores of articles. The projects chosen are 
of the kind appealing to boys. The author 
has chosen wisely in this respect; and he has 
followed the principle that interest in handi- 
craft must be directly proportioned to the 
desirability of the completed article in the 
eyes of its youthful maker. Mr. Hamilton has 
had extensive experience writing on handicraft 





of panels and furniture. 
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subjects for young people, and his articles have 
appeared in many magazines. The price of the 
book is $2. 

One of the most informative and fascinating 
books in its field to come to the reviewer’s desk 
is entitled, “All the Ways of Building,” by L. 
Lamprey. Miss Lamprey has written this his- 
tory of architecture for young people; and she 
has paid the intelligence of these youthful read- 
ers the deserved compliment of writing with 
dignity as well as with clearness and simplicity. 
The author carries the unfolding story of build- 
ing from primitive times to the present; and 
she has indicated clearly the fact that styles and 
periods of architecture are logical accompani- 
ments or issues of political, religious, educa- 
tional and social life. Architecture can be 
made a fascinating and thrilling commentary 
upon the development of civilization; and Miss 
Lamprey has succeeded admirably in making 
her book such a commentary. While it is in- 
tended, according to the publisher’s statement, 
for young people, any reader must find that it 
is wrought out of full information and is ad- 
mirably organized. It will be excellent as an 
introduction to the subject, for the reader to 
whom the field is new; and it will serve as a 
review of the whole field for those to whom 
architecture is well known. The book is splen- 
didly printed and is extensively illustrated. The 
price is $3.50. 

Either of these books will be supplied by the 
AMERICAN LUMBERMAN at the publisher’s price. 





Practical Instruction on 
Applying Veneers 


The Casein Manufacturing Co. of America 
(Inc.), 205 E. 42nd Street, New York City, 
has published a book entitled, “How to Make 
Veneered Panels; for the School: and Home 
Workshop.” This book, which was written by 
Herman Hjorth, M. S., is a useful and practical 
treatise on the use of glue in the construction 
It is well illustrated, 
offers many projects for the amateur shop work- 
er, explains clearly the process of preparing 
the wood and applying the veneer, and is a 
guide in avoiding errors of technique. 

Many amateur cabinet workers, both among 
schoolboys and their seniors, hesitate to attempt 
the ancient art of veneering, and so limit the 
scope of their work. This book, with its illus- 
trations and clear directions, should open new 
fields to them. It should serve also, as a prac- 
tical text in manual training courses. The 
price is $1. 





Manufacturers and Retailers 


Join in "Harmony" Meeting 
(Continued from Page 20) 


manufacturer and retailer throughout the 


country. 


Present at the dinner, other than those pre- 
viously mentioned, were: 

Retailers—G. N. Glass, Pittsburgh, Pa.; H. 
J. West, Atlanta, Ga.: Earnest Alter, Alma, 
Neb.; W. H. Mitchell, Richmond, Va.; and John 
Suelzer, Ft. Wayne, Ind. Manufacturers—Lee 
Robinson, Mobile, Ala., president of the Hard- 
wood Manufacturers Institute and member of 
the Lumber Code Authority; Charles Green, 
president of Eastman, Gardiner & Co., Laurel, 
Miss., and member of the Lumber Code Au- 
thority; Landon C. Bell, of the W. M. Ritter 
Lumber Co., Columbus, Ohio, an alternate 
member of the Lumber Code Authority, and 
I. N. Tate, vice president, Weyerhaeuser Sales 
Co., St. Paul, Minn. Association executives— 
H. C. Berckes, of New Orleans, La., secretary- 
manager of the Southern Pine Association; J. 
Ben Wand, of Washington, D. C., secretary of 
the Federation of Wooden Package Associa- 
tions; A. S. Boisfontaine, assistant secretary 
of the Southern Pine Association; Paul S&S. 
Collier, of Rochester, N. Y., secretary of the 
Northeastern Retail Lumbermen’s Association. 
Members of the staffs of the retailers’ and 
manufacturers’ Code Authorities were also 
present, 





Sell More 
Modernizing Jobs 


by showing prospective customers how the 
completed job will look, how much it will 
cost. 


Send us your prospect’s own sketch or 


snapshot of present building with suggestion 
of what change is desired. We will furnish 


FLOOR LAYOUT, PERSPECTIVE SKETCH, 
LUMBER AND 
MILLWORK LIST 


1+.) 


Immediate attention by air mail. Send us 
a trial job—will make money for you. 

We also make, sell and rent models made 
to your plans and specifications. We fur- 
nish house plans and material lists. Write 
for special low prices. 


Lumberman’s Drafting 
& Listing Service 


233 Drumheller Bldg., Walla Walla, Wash. 

















BUYER ano 
SELLER 


ARE BROUGHT TOGETHER 
BY USING THE 


CLASSIFIED 


DEPARTMENT 


of the American Lumberman. The 
classified ads are read each issue by 
both the buyer and seller. A quick 
way to get what you want and dispose 
of anything you want to sell. 


How to Figure Costs for Advertising 
In Classified Department 


 :  scncicanvsdasensshisnes 30 cents a line 
Two consecutive issues........... 55 cents a line 
Three consecutive issues.........- 75 cents a line 
Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 


Seven words of ordinary length make one 
line. 

Count in the signature. 
es two lines. 

No display except the heading is per- 
mitted. 

Extra white space figured at line rate. 

One inch space advertisement is equal to 
fourteen lines. 


Heading counts 


Remittances to accompany the order. No 
extra charge for copies of paper containing 
advertisement. Copy must be in this office 
not later than Wednesday morning in order 
to secure insertion in regular department. 
All advertisements received later will be 
placed under heading Too Late to Classify. 


Send your advertisement to the 


AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Ill. 
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Business Changes 


ALABAMA, Birmingham — Tallapoosa Lumber 
Co., 37th Place North, has been succeeded by J. M. 
Steverson, who has been the majority stockholder 
since the company was organized. The transfer 
gives the J. M. Steverson interests retail, whole- 
sale and manufacturing urder one managemcnut. 

Warrior—Warrior Lumber & Timber Co. mill and 


yard purchased by Roger & Roger, who began 
operating on March 1. 

CALIFORNIA. Los Angeles—City Lumber Co. 
succeeded by Michael M. Weisz, 235 W. 116th 
Street. 

GEORGIA. Keysville—Russell Lumber Co, suc- 
ceeded by Russell-Hall Lumber Co. 


ILLINOIS. Dwight—Hager Lumber Co. succeeded 
by Earl N. Hager. 


Gibson City—Hager Lumber Co. now owned by 


Henry M. Hager. 

IOWA. Corydon—Corydon Lumber Co, sold to 
McKliveen & Henderson. 

KENTUCKY. Louisville—W. R. Willett Lumber 


Co. succeeded by W. R. Willett Co. 

MISSISSIPPI. Nettleton—Nettleton Lumber Co., 
of which G. J, Gravelee is president, will move its 
offices from Nettleton, Miss, to Tupelo, Miss., and 
will change the name to Gravelee Lumber Co. 
The firm will keep the planing mill at Nettleton. 


MISSOURI. St. Joseph—Dougherty-Moss Lum- 
ber Co, has been sold to Donald Verrier, of Des 
Moines, 

NEBRASKA. Enders—Farmers Produce & Sup- 
ply Co. changed name to Farmers Co-operative 
Supply Co. 

NEW YORK. Eipley—Stow Lumber & Coal Co, 


succeeded by Lake Shore Lumber & Coal 
NORTH DAKOTA. tugby—Rogers Lumber Co. 
incorporated as Rugby Lumber Co. The yard will 
undergo no changes other than the new name. 
OHIO. Granville—R. B. White Lumber Co. suc- 
ceeded by Granville Feed & Supply Co. 
Lexington—William Lutz & Son succeeded by 
Lutz Lumber Co. 


Co. 


Luckey—Martin Co. succeeded by Luckey Lum- 
ber Co. 
Randolph—L. J. Huth succeeded by L. J. Huth 


& Sons (Inc.). 
OREGON. Forest Grove—tTipton Lumber Co. sold 
to W. J. McCready Lumber Co. 


PENNSYLVANIA. New Castle—E. L. & W. D. 


Stitzinger succeeded by Stitzinger Bros. Lumber 
Co, (Inc.). 

TENNESSEE. MecMinnville—Seals & Dews Lum- 
ber Co. dissolved; Mr.- Dews purchased interests 
of Mr. Seals. 

TEXAS. Avinger—-Caton Lumber Co. changed 
name to John Lingold Lumber Co. 

Dallas—Maple Lawn Lumber Co., 5620 Maple 
Avenue Road, purchased by Eli Wiener and his 
son, Samson Wiener, and will be known as the 


Wiener Lumber Co. 

Dallas—Trinity Lumber Co. and Oak Cliff Lum- 
ber Co. stocks and equipment purchased by Lyon- 
Gray Lumber Co. No change will be made in the 
personnel of any of the three companies. 

Gladewater—Matthews-Nanney Lumber Co. chang- 
ing name to Gregg County Lumber Co. 

WISCONSIN. Pickerel—John Knoble 
name to Knoble Lumber Co. 


Incorporations 





changed 


ARKANSAS. Perry—G. M. C. Lumber Co.; $10,- 
000. Incorporators: S. O. Curtis and PD. B. Graves 
of Perry, and D. F. McNeil, Seminole, Okla. Will 
open in about six weeks. 

Rison—Saline Lumber & Timber Co. $10,000. 
Tom Pierson interested Will open in about four 


weeks, 

ILLINOIS. Chicago—Artwood Products Co., 5642 
Lake Park Ave. 

MICHIGAN. Detroit—C. F. Langdon (Inc.); 1480 
Penobscot Building; $100,000. To manufacture and 


deal in lumber, wood ard metal products. James 
D. Wilson an incorporator. 

Detroit—Stave Sales (Inc.); 1117 Penobscot 
Building. M. K. Talbot, 50282 Rivard Building, 


an incorporator. 
NEW JERSEY. Paterson—Brooks-Wright (lnc.); 
building materials. Edmund B. Randall, 152 Mar- 
k*t Street, an incorporator. 
NEW MEXICO. Carlsbad—Carlsbad Hardware & 


Lumber Co.; $50,000. W. T. Griffith an incorpora- 
tor. 
NEW YORK. New York City, Queens Co.— 


Jamaica Lumber Co.; $20,000. Lumber and build- 
ing materials. Lester D. Birdsall, 250 Fulton Ave., 
Hempstead, N. Y., an incorporator. 


Port Jefferson—A. H. Atkinson (Inc.): building 
materials. A. H. Atkinson, 656 Main St., an in- 
corporator. 

SOUTH CAROLINA. Inman—Wilkins & Me- 
Millan Lumber Co.; $5,000. J. C. MeMillan is 
president; John T. Wilkins, vice president and 
treasurer, and W. W. Wilkins, secretary. 


TENNESSEE. Memphis——Friars Point Lumber & 
Stave Co.; $25,000. Incorporators: F. B. Gianotti, 


jr., Sam Coston, Charles C. Crabtree, H. R. Rat- 
cliff and Bedelee Metts. 
TEXAS. Dallas—Wiener Lumber Co.; $75,000. 


Eli Wiener, 4321 Overhill Drive, an incorporator. 
Houston—-Saramyne Lumber Co. Thomas Fletcher 


and R. A. Shepard interested. 
VIRGINIA, Clarendon—Home Builders (Inc.); 
$10,000. A Delaware corporation, with principal 


office in Virginia at Clarendon and with Claude O. 


THE BUSINESS RECORD | 


Thomas agent in charge of business, 


: _ 3 r ' has beep 
granted a certificate of authority by the Virginia 
State corporation commission to do a contracting 
and construction business, ‘ 


Fredericksburg—Transport Lumber Corporation 
to manufacture lumber, shingles, lath,  stayeg 
boxes and barrels. George Werner of Washington 
D. C., is president. ' 

Norfolk—McConnell Lumber Corporation; $50 000 
To deal in timber and timber products. Ralph 8. 
McConnell, of Norfolk, is president. ss 

RNichmond—J. H. Bennett (Inc.); $15,000. To 
‘onduct 9 general engineering and constructiory 
business. C, R. Purdy, of Richmond, is president. 

WASHINGTON, Kelso- 
000. A. W. Ayers and A. W. Erwin interesteq 

Leavenworth—-Leavenworth Lumber Co.; $10,099 
Max Bowen, Charles A. Wright and Elmer ¢ 
Kerns interested. = 

Seattle-—Kitsap Lumber Co.; $15,000. 
birs, I. G, Robinson and Edmond S. 
porators. 


Kelso Lumber Co,; $10,- 


Milo Rob. 
Dillon incor. 


Casualties 


ARIZONA. Yuma—Plant of Hayward 
Co, recently destroyed by $150,000 fire. 

MARYLAND. Frostburg—Sleeman Bros. planing 
mill and warehouse destroyed by $30,000 fire. ¥ 

NEW JERSEY. Neptune Lewis Lumber Co. suf- 
fire loss estimated at $250,000. 


Lumber 





fered 


New Ventures 


CALIFORNIA. Alhambra—wW. E. Cooper Lumber 
Co., with headquarters at 35 East 15th St., in Les 
Angeles, is opening a branch at 136 West Main St. 
here. 

Glendale—Bennett Bros. have 
wood flooring business at 527 N. 

Huntington Park—Monarch 
Co., 2865 East Slauson Ave.; 
ager. 

Los Angeles—Ace Manufacturing Co., woodwork- 
ing, has engaged in business at 982 East Jefferson 
Blvd., under management of John Raymond Archey 
and James W. Hazzard. 

San Francisco——Klamath-California Redwood Co., 
216 Pine St. 

ILLINOIS. Chicago—Hardwood 
commission hardwood 
Hanbury, 841 East 63rd St., proprieter. 

MISSISSIPPI. Jackson—Standard Millwork (Co. 
opened a plant here with F. O. Cambre as super- 
intendent. Jack Roell heads the firm. 

MISSOURI. Kansas City—O. P. 
gage in business at 1213-17 East Forty-seventh 
Street. Arrangements are under way for erection 
of a new lumber yard and sales office. Mr. Leach’'s 
son is associated with him. 

Raytown—Gibbon-Strauss Lumber & 
Co., a new organization, will open here. 

OHIO. Akron—Gilbert-Brown Coal & Supply Co., 
379 Park St., will open in about three weeks. 

OREGON. Cascade Locks—Cascade Locks Lum- 
ber Co. has engaged in business. L. B. Laber, 
Failing Building, Portland, interested. 

Portland—Beaumont Shingle Co. has engaged in 
business on corner of Grand Ave, and Alder St. 

TENNESSEE, Memphis—A. L. Deal Flooring Co. 
has been organized by A. L. Deal, with offices at 
710 Decatur. 

TEXAS. Cleveland—Dayton Lumber & Feed Co., 
with headquarters at Dayton, Tex., has opened a 
yard here. 

Sanger—George O. Hughes is opening a new 
lumber yard here. Joe Hughes will be manager. 

WISCONSIN. Milwaukee—George Connelly, 1344 


engaged in hard- 
Verdugo Road. 

Building Materials 

Ray M. Smith, man- 


Lumber 
flooring and lumber. 


Sales; 
H. L 





Leach will en- 


Hardware 


North 4th Street, has leased a building here and 
will open a lumber yard. 
. . 
New Mills and Equipment 

ALABAMA. Eay Minette—Eiland Mill Co. is 
rebuilding recently burned plant. The company 
specializes in dogwood shuttle blocks. 

GEORGIA. Queenland—Gress Lumber Co. of 


Jacksonville, Fla., purchased pine timber on R. V. 
Bowen estate and has engaged E. 8S. Smith, prom- 
inent mill man of Quitman, to move his mill on 
the land here. A planing mill and dry kiln will 
also be erected, 

MISSISSIPPI. Waynesboro—O. B. Grat, Vicks- 
burg, Miss., will establish a shuttle block mill here. 

OREGON. Dallas—Willamette Valley Lumber Co. 
will erect a supplementary sawmill here, to handle 





logs smaller than considered economical for the 
larger plant. It will have a capacity of 10,000 


feet an hour, 

PENNSYLVANIA. Philipsburg—Moshannon Mill 
& Lumber Co., recently destroyed by fire, will be 
rebuilt. 

TENNESSEE. Columbia—Sheppard & Co. will 


open 2 new stave plant here, which will turn out 


10,000 barrel staves daily. 

VIRGINIA, Rockymount—Grecr-Weaver Manu- 
facturing Co. plans erecting addition to lumber, 
crating and planing mill plant. 

WASHINGTON. Hoquiam—Establishment of 4 
large shingle mill in the Olympic Peninsula dis- 
trict at Tyee, north of here, has been announced. 
The mill will be built by Hulding and Fields, who 
for many years have been operating a shingle mill 
near Fairfax, Wash. The plant will be a six 
machine affair and construction will begin at once. 

South Bend—Willapa Harbor Lumber Mills is 
renovating the Lewis mill unit, completely rebuild- 
ing the planing mill and otherwise thoroughly 
modernizing the entire mill plant. 
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LUMBER MARKET REVIEW 


Southern Pine Mills Build Up Order Files; Farm Sales 
Prospects Are Much Brighter 


Southern pine orders showed a slight gain in the two 

weeks ended March 10, and production was at the same 
level as demand. For the tenth week, bookings exceeded 
shipments, so that the mills are accumulating better order 
fles. Their stocks have been rounded out, because ship- 
ments during the first nine weeks of the year were 13 per- 
cent below the output, but on March 3 the total of these 
stocks was less than on the corresponding date last year, 
according to reports of identical mills. A large part of the 
recent demand has come from railroads and large con- 
struction, but retailers, and especially those at country 
points, have been showing a desire to prepare for spring 
trade by building up assortments. They are being stimu- 
lated to do so by indications of price advances above ruling 
minimums, and also because of growth in their own busi- 
ness—for January yard sales of lumber in the Kansas City 
Federal Reserve district were 40 percent greater than in 
January last year. 
' North Carolina pine has been moving in somewhat bet- 
ter volume to the box industry, and inquiries are coming 
in as preparations are made for the public works program. 
While city building demand is quiet, prospects for sales to 
southern farmers are considered good, and there are 
numerous public works, housing and industrial projects 
being undertaken in the Southeast. 


All Markets for Hardwood Show Steady Improvement; 
Big Industrials Lead Buying 


Hardwood demand made a decided gain in the two 
weeks ended March 10, and there was a decline in southern 
production, so that total bookings exceeded the cut by 21 
percent. Furniture plants, which reported January sales 
21 percent above last year’s, are good buyers, and large 
quantities of automobile stocks are being sold. Flooring 
factories find business better, are buying rough stock, and 
have marked up prices of both maple and oak floorings. 
Retailers in many sections are making inquiries. Miscel- 
laneous sales to industrials have improved. Brewers are 
showing interest in box stock for spring needs, and both 
brewers and distillers are buying nice lots of keg materials. 
Export business is quiet, but promises to improve by about 
April, for overseas reports indicated larger consumption 
and depletion of stocks bought last fall. 


West Coast Mills Report a Rising Volume of Demand 
From All Markets 


Bookings of West Coast mills showed a fine gain during 
the two weeks ended March 10. A group of identical 
plants reported an increase of about twenty percent in 
their orders. .A favorable feature is that improvement has 
occurred in all markets—domestic rail and cargo, and ex- 
port. Bookings exceeded the cut by 7 percent, compared 
with 12.5 percent below it in the preceding fortnight. 

Most of the rail orders are still coming from large users, 
such as railroads and public works interests, and prospects 
lor this sort of business are considered good, as some big 
schedules are being received for bids. Partly because of 


‘continued wintry weather, building demand on the retail 


yards has not shown any gains, and the dealers are able to 
continue to rely on stocks bought last fall. 

Atlantic coast yards have been unable to report any 
marked increase in business, but are quite optimistic. They 
have fairly full stocks, and their winter purchases made a 


big dent in wholesale supplies. February receipts were 
small, but a larger movement is now under way. Ship 
lines are putting on more boats to care for the larger de- 
mand for space, and have set the intercoastal rate at $12 
until April 30. New rules have been put into effect gov- 
erning sales to yards, but the price list is unchanged. 


California reports a larger volume of public works con- 
struction, including school building, while business in gen- 
eral is being stimulated by the prosperity of the wine in- 
dustry. Some increase in the movement from the North- 
west is reported, but uncertainty as to Code interpretations 
as to figuring cost of freight has been a handicap. 

While Japanese trade is inactive, there is a good move- 
ment to northern China, an improving trade with South 
America, and European sales of clears have increased. 

Good fir logs have been very strong, partly because of 
a shortage caused by strikes in British Columbia. 


Western Pine Mills Report Increasing Sales Volume, 
With Stocks at Low Level 


Reports from the western pine mills indicate decided 
improvement in business. Total orders received during the 
two weeks ended March 10 were 62 percent in excess of 
the production—though figures from identical mills show 
that their cut was more than three times as large as in the 
corresponding period of last year. While gross stocks 
March 3 were around 20 percent below those of the same 
time last year, unfilled orders were about one percent 
larger—and the new additions will build up the mill files 
to a more comfortable level. Attention of all students of 
the western pine market is called to the statistical graph 
that appears on page 38 of this issue, which makes clear 
that mill stocks are at an abnormally low level. While a 
large share of the recent gain in sales was accounted for 
by demand for box grades, retail business is steadily im- 
proving. The mills are striving for more favorable freight 
rates in comparison with those of the Southwest soft pine 
mills, feeling that an evening up would give them a larger 
share of the business from the middle West. 


Northern Pine and Hemlock Mills Find Sales Vastly 
Better Than Last Year's 


Northern pine mills reported bookings during the week 
ended March 3 nearly four times as large as their output, 
while shipments were nearly six times as large as the out- 
put. The order files are therefore light in relation to 
stocks, and the stocks are considerably below last year’s 
totals. Production is at a seasonal low, but will increase 
during the next few weeks. A good share of the business 
is in industrial low grades, but retail demand is increasing, 
for sales by yards in Northwest sales territory during Jan- 
uary were nearly double last year’s; while Niagara area 
box factories are making heavier purchases, and retailers 
give indications of entering the market. 

Northern hemlock output in the week ended March 3 
was about three and a third times as large as in the corre- 
sponding week last year, with orders two and a half times 
as large and 22 percent below production. The increased 
bookings reflect principally the improving demand from 
country yards in Michigan and Wisconsin. 

New England spruce mills have been relieved of Can- 
adian competition because mills across the line are finding 
a good outlet in the British market, and of pressure from 
other regions by price stabilization under the Code, while 
their local markets are making increasing demands on 
them, and they expect soon to be able to advance prices. 


Statistics, Pages 52-53 — Market Reports, Page 56-58 — Prices, Pages 64-66 
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East and west side mills have reported the followin 

( é x average f. o. b. sales 

change, New Orleans, La., for sales made in the period Masch ty Rag oad te sel “tc eg Py oe ne Telia Gets ae 

month of February have been inserted and distinguished by asterisk: sees or this period were not available, prices for the 

West East West East Ww 
es 
Side Side Side Side Side. Bide Bias’ Blac Sige’ Side wae Rast 
Flooring, Standard Drop Siding, Stand- Partition, Standard No. 2 Fencing & CM No. 2 v AB. 

Lengths ard Lengths, 1x6” Lengths a renelng I oO. Shortleaf No. 2 Longleaf 
ee ° %x4"— tandard Lengths Dimension Dimension 
1x3” rift— 0. 117 mibettes.. 2850 20.47) 128. ----- 18.67 18.87, 2x4” 2x4" 

3& better &better.. 35.67 36.00 ee eat: Pe 20.38 20.19'12 & 14’.. 22.00 22.00)12 & 14’ 23.00 

Shortleaf.. 53.41 53.63\No. 1 .... 33.06 *32.00 Rough | 16’ 23.00 23.00/16" 2 2800 24% 

Longleaf.. 58.75 60.00 oagh Pontes, No. 2 Shipl a mo es te weed 

a ts Assorted patterns 10-20 ” — = 3x6 12 & ao. 

No, 1- ; ~eoent liga ry Boards, Std. Leth. | 12 & 14’.. 19.64 19.00] }¢, & 14 ‘+ anon 20.44 

tle 3 36.4! ¥ -? € o5 , owes we ol. 5 

Shortleat.. $3.00 sa 7g| NO 1 «+++ 34-10 *34.43 'nch thick— Shortl't— canes eenliag _ ~ oo 

‘ é. 4” ix 8* . 21.46 21.53!119 2 ’ ) 12 & Ps 

x3” fat Surfaced Finish, i> terres ee (+o**hiaser | °:. 33:33 21:70| 22, © 14’-- 22-00 21-00) 16° wn, 29.00 BBN 

— 10-20’ OP ccaese 7160 41.00)1x12” .... 25.08 25.75] axage = Se" | 2x10" 4 ' 
3&better.. 38.36 38.40 B&better 10” 46.00 7 — 3x10 12 & 14’. 

No. 1 .... 34.25 32.18|Inch thick— a B70 cee Longleat— . | 32, 1¢.. hee eeestiesas’ 24.0 

No. 2 .. 23.00 *21.8¢ 4” - coool Ix 8” .-*21.46 ft oe) ee 22.46 *22.56) 9x12” . 

21.80 44.69 43.501)56&6/4 thick— 1x10 *21.50 22.90); 2x12” 2 g : 

1x4” rift— 6" 45.47 44.31|4_9” 00 §3,00}1x12” :.:. .... 28.56 12 & 14’.. 21.91 22.00 ie. e eteee Ge 

B& better 5 bd 45.11 44.44)5a10"" |. 1eB9.b8 #59.94 {16 23.31 #2259 | ee 

Shortleaf.. 52.46 52.75]ig9” <1..." tie 4 ree *67.45 67.00 No. 1 Shortleatf “ "" |Timbers, 20’ & Under, 

No. 1— . Dimension No. 1 Longleaf o 3 

Shortleaf.. 41.46 *40.00 |>&6/4 thick— Casing, Base & Jamb | 2x4” Dimension ——— 

Longleaf.. .... 46.42|4, 6, 8”... 58.75 56.25 10-20’ 12 & 14’.. 25.60 25.50| 2x4” 3x4 & 4x4" 25.00 25.08 

No. 2 .... 31.50 *30.00 |5&10 63.33 *64.03| B&better,  vesnnrs Be 50 Beg0| 12 & 14°.. 26.50 26.90) 46 —8x8"-224.62 24.00 

Ix4” flat aM ne eeee 12.56 70.25 }1x4" ...., 49.94 49.18| 2x6” ID esnes "2 27°50 27.50|%&4x10” ..*32.00  ..., 
grain— c— 1x6&8" ... 50.22 50.38/12 & 14’.. 23.64 *23.50| 2x6” “ee 

B&better.. 38.44 38.21|Inch thick— 1x5&10" .. 57.00 57.00]16’ ... iT 24.80/12 & 147.. 24.50 25.43|s@¢n12" 84100 Siam 

No. lees? Boge Sie etciel cea 57 24.50/12, 024-50 apd 34x12 ” ..*41.00 *43.08 

0. 2 19.36 19. 36.33 36.00) . + rencing, 10-20’ |4>' 2 14’ —_—** — ee 
9.18] 67 2..... 38:00 37.20] No. 1 Femeimm, 10-20 | 12 @ 14°. 24.62 224.50] 78% 14, 26.09 s26. 001 peinepe ne ee 
Celftan, Stantact ame tttee shee aki 1x4* ater 31.76 53.47] 16° ...... 26.02 *25.50 zz, 38.00 ons-08 Shortleaf— 

Lengths 3" 53.33 53.38 , +06 90.04) 2x10” 2x10” ilies a “ 3x4 & 4x4” 21.44 20.50 
ex 4”— No.1 8 a, se reres 26.50) 19" e005 es1.a0lencate ° akan Ee 
B&better.. 28.00 anee Plaster Lath boards. 10-20". +4 or ees one ee 28.50 °30.88 ets ada - a 
5% x4” — %x1%”, 4’ - os on — oto 16% ....--. 29:83 *33.83]° 10x10" . 24.25 24.25 
SEvctter.. 28.22 29.38 4 © aw, oe Ix 8° 32.25 34.88 2x12” 2x12” se 4x1 2" oo hs eset 
No. 1... 25.00 25.00 No. 2 2:75 2.75, 1x12 a Sai **.. Be eee: eae Geer sees | | 

’ b.47 wind wats 32.25 31.50]16’ ....... 37.81 36.50 12x12” .*30.19 *32.00 
WEST | 
. ERN PINES | WISCONSIN HEMLOCK WESTERN RED CEDAR 
‘ollowing f.o.b. mill prices on actual sal i i 

7 aie De y j s : _ . , 

were reported to the Western Pine Aeeneie- No. . ee oe ~" Se Seren: ager ag ag sey Re cng ig E 

tion by members fotos ts oie ton ts ards, SiS— cedar siding in mixed cars, new bundling, § 

Se 2, inclusive. Averages include both di- , eer ww eee | oO eee 

rholesale sales, and are based on | 1X 4” ........... 30.00 ; ) 4 
specified items only. Quotations follow: 2 lee #3200 ¥33:00 sr 30 ty + ees arenes +o 
- ss 7 - - ear a iT ” 
teacenalitils tain ot re 33.00 34.00 35.50 34.00 | 4-inch ......++- 00+. $22.00 $20.00 $17.00 

SE 1x8” 5/4x8" 6/4x8” | 1x12” 1222221111! 38.00 39.00 a AE Bgeeeneneets eee 22.00 = 19.00 

SELECTS netin tale a yaw oreereceees 38. 40.50 39.00 | SOMO sr2erseneanes 27.00 25.00 20.00 
C Select RL... $41.86 $55.08 $55.95 For shiplap or flooring, add 50 cents to . 
. Ps Ee 4.86 6 $55.26 prices on No. 1 boards. Clear Bungalow Siding 

Smoe. s2s— No. 1 No. 2 No. 1 Hemlock Dimension, 81S1E— POE. .cdvivhenvnnver tay 
li sd RR | ge agtaene 16 ineaor azeny | JEc|Reh Wee Rb eae phate 

paeoresrses , #39 el oo oes eee ene te a Tk ainiedeaneraceqapensdacsinnases 9.00 

one Hi S2 or 4S— No. 2 No. 3 3x 6” ... 328.80 +3278 o3a ae sr 7 Be78 Finish, B&better ‘ 
x49" BM RY were eee eee ee $21.84 $19.25 2x 8” 33.25 33.25 34.25 35.25 37.25 | S2S or S48 
izis) x iesniethaidt eeeeeeeees 27.64 19 2x10” 36.75 36.75 37.75 38.75 40.75 | Rough 
v7 Dew & Madccovsces 1 i) 2x12” 37.75 37.75 37.75 38.75 40.75 RE aAgcseeeeoedeseeencecnene ae ine $40.00 
| Idaho White Pine a tin © Menon, Sek. & sok bie | cucnaiiesdueeasuescdeneseseeeeksee 

SELEcTs, S2 or 4S— deduct $4 from No. 1 price; for 2x10- and 1x12” Fs OF OROROHADECE EEO RH RN EDR ES ER SEN 50.00 

een ahesese | Tedees melee O BED -Acdrevscassbdgnanabhontseceaeeael 70.00 
7 px, She /4as" DT i ccpiestehasatauanveneneien tana 75.00 
© Select RL. ....ccceeceeee. Cow Sue. 1x18” su apeubAdehieabecerpenGhcnanncniee 
D Select RL............ce-. 42.14 5500 1x20" atte tee eter e sere es eaeeeenees 85.00 
omens cada he agg ae RED CEDAR SHINGLES EE Ged wkdant sw bondacavideisaainiatabawans 90.00 
Bale *oeeseesenes $34. ty 927-38 $20.08 Seattle, Wash, March 10.—The following 1x3” ay ae Fanon $25.00 

eee eee eseees ° 060.92 23.60 minimum prices > “ed cedar shi ham te we CeSlereesecsereveresegereccveroors . 
No . 4, 4/4 RW RL TE Se 14.80 | square f. 0. b. er ge tiem ol ee pee RMN bear recess anerede dee en ueeraneanbs 28.00 

Sugar Pine price, except where figures in parenthesis Discount on Moldings 

1x8” 5/4x8” 6/4xg9” | following minimum price indicate average Made from 1x4” and under.......-+++++: 64% 

Suuecr, s2 or w— @ccr gan git | sales are above the minimum: Made from other sizes.........ccccccess 54% 
oo 2 aS $62.17 $59.95 6 ; 4 to. 2 Jo. 3 is P 
7 Select RL Ht 79 +¥+ tye tis dass: Mia No. 1 No No. 3 Clear Lattice 5/16” 4 to 16 
D Select RL 49.00 48.50 7.50 ee eo - . : $2.67 $2.13 $1.79 1%” 100 lin, & 

Suor, $25— Mel was wns | 180 GAL... soos Be BR LE Bette trarcergeesicecicaieser 40 
5/4 ... $36.00 $29.50 03°75 | 24” (4 bdl. sq.)....... 3.30(3.50) 2.1: BEE BUI” sienevankcesaintciosicepbersuennnen 35 
8 : _ siemeyien 35.20 29.65 99.37 | 18” (5/2%) . 2.91(2.95) 2.23 Vea} we 

beens ererenenn 46.60 32.85 23.95 | Dimensions 

Larch—Douglas Fir (5/2-16") ... 3.06 2.5! W 

No. 1 Dimension, 2x4” ....... $19.6 | (6"-5/2%4"-18) . 3.30 — 

eo 1 Dimension, 2x6 8”..... aa Saad ve ba (6"-4/2- 24”) Jadiatart-tealle (5.20) EST COAST LOGS 

No. 3 Commo S2 0 3” RL....... 79 ri . i 

Vert. gr. flooring, ‘ febtr, 4” RL. ee 29:17 | 6” We REIOAORAS AER SON ” omg: aD ee Average prices of logs: 

itt BOAT | 16" on sees eee 2.47 1.97 1.63 | Fir: No. 1, $21-17; No. 2, $18-13; No. 3, 
24” (4 bdl. sq.) 3.00 1 88 "44 ar 3 , 
WESTERN SITKA SPRUCE | ott St AR BSE THE] gigedars shinete tows, s10-125 tumber toss 
. 3 Di s ae 
A LOT OAL REP ehae’) _— — - Hemlock: Nos. 2 and 3, $7.50-8.00. Export, 
»/ a= saaereeees .560 é , $12.5 
Portland, Ore., March 14.—The following are (67-5/2%4"-18) ...-. US — 
prices for mixed carlots prevailing today: (6 4 2-24”) eseeseve 3.50) ° . 

Finish— call acctetnge anenar id Pa = mena ooo AMERICAN TLuMBERMAN] 
O_o ree $55.00 a . Frenne, Gre, Maren 14.—Log market quo- 
iS i Cacaci at eek 36.00 5/4 ee taig ee: te + MAPLE FLOORING  Samew Fir: No. 1, $18; No. 2, $14; N $9 

Dem etsiacan, 6/ * 97° low Fir: No. 1, $18; No. 2, $14; No. 3 ™ 
: $42.50@ 44.50 Yr si-ae Michigan and Wisconsin flooring mills re- ted Fir: $13. 

3evel siding— SR asec waa 2150 port the following prices realized, f.o.b. floor- Cedar: Shingle logs, $12-13; lumber 1085: 

Mel ike able 34.00 ing mill basis, during the week ended March | $18-19. 

MES ccoccoes dean ee _— : | 

e x6" iat er. 24.00 ~~ etter 4.00 aaa i . Hemlock: Nos. 2 and 3, $9@10. 

4x6” Vert. gr. 27.00 Green box ..... 15.00 ane et $64.04 $53.15 AST ws No. 1, $18-17; No. 2, $14-13; No. & 
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March 17, 1934 


NORTHERN HARDWOODS 


Following are minimum prices f, 0. b. Wau- 
sau, Wis., on northern hardwoods, as estab- 


lished by the Lumber Code Authority: 

No.1 No.2 No.3 
AsH— FAS SEL Com Com Com 
1, 50.00 40.00 32.00 24.00 18.00 
5/4 seccceees 55.00 45.00 35.00 26.00 20.00 
6/4 seeeceeee 60.00 50.00 40.00 30.00 20.00 
8/4 cocceeeee 65.00 55.00 43.00 32.00 20.00 

OD 

. paleees 60.00 50.00 37.00 28.00 20.00 
5/4 weeeeces 63.00 53.00 40.00 30.00 22.00 
6/4 woeeeees 68.00 58.00 42.00 30.00 22.00 
8/4 veeseees 75.00 65.00 50.00 32.00 22.00 
10/4 seeeeees 90.00 80.00 65.00 45.00 .. 
12/4 weeceees 95.00 85.00 70.00 50.00 .. 


Key stock, 4/4, No. 1 and better, $65; or on 
grade, FAS, $75; No. 1, $55; 5/4, No. 1 and 
better, $70; or on grades, FAS, $80; No. 1, $60. 


No. 1 No. 2 No. 3 
BIRCH FAS Sel Com Com Com 
60.00 45.00 37.00 28.00 18.00 
1 a 65.00 50.00 40.00 30.00 19.00 
re 70.00 55.00 45.00 35.00 20.00 
 — a 75.00 65.00 55.00 40.00 20.00 
eer 95.00 80.00 70.00 50.00 1x4” 
0 105.00 90.00 75.00 55.00 1x6” 
a 150.00 135.00 115.00 1x4” A.L 
0 ee 51.00 41.00 28.00 22.00 1x4” A.L 
53.00 43.00 30.00 23.00 
No.1Com No. 2 No. 3 
Sorr ELM FAS & Sel Com Com 
ee 45.00 30.00 24.00 19.00 
BO essences 50.00 35.00 26.00 20.00 
CE senncwes 50.00 35.00 26.00 21.00 
eer 55.00 40.00 28.00 21.00 
Pe amin aes 65.00 45.00 30.00 save 
1) Sere 75.00 55.00 35.00 ‘ee 
Narrow) No. 2&Btr.—$30.00. 
ial , No. 1 No. 2 No. 3 
Rock ELM FAS Com Com Com 
* eee 65.00 40.00 21.00 16.00 
OS ere 70.00 45.00 23.00 18.00 
aes 75.00 50.00 23.00 19.00 
8/4 80.00 70.00 28.00 21.00 
De sadvnae oe 90.00 80.00 50.00 acces 
| 100.00 90.00 535.00 30.00 
No.1 No.2 No.3 
Sorr MAPLE FAS Sel Com Com Com 
OE Sb diam aie 55.00 45.00 32.00 2300 18.00 
St! gen sereas 60.00 45.00 38.00 25.00 19.00 
Ccseaneas 65.00 50.00 43.00 30.00 20.00 
| Ga 70.00 55.00 48.00 30.00 20.00 
Harp No.1 No. 2 No.3 No.3 
Maple FAS Sel Com Com Com Sound 
4/4 60.00 45.00 40.00 27.00 16.00 18.00 
5/4 65.00 50.00 40.00 32.00 17.00 23.00 





6/4 70.00 55.00 45.00 32.00 17.00 23.00 
8/4 75.00 60.00 50.00 32.00 18.00 25.00 
9/4 90.00 75.00 60.00 35.00 1x4” #3 $16.00 
10/4 90.00 75.00 60.00 35.00 

12/4 110.00 95.00 75.00 40.00 

16/4 150.00 135.00 105.00 


KILN DryING CHARGES —5/8, 3/4&4/4, $6; 
5/4 & 6/4, $7; 8/4, $8; 10/4, $12; 12/4, $15: 
basswood, $1 per M less. 

WEIGHTS PER THOUSAND ON AIR DRIED STocK 
—Hard maple, oak, rock elm and birch, 4,000; 
soft maple, 3,600; soft elm and ash, 3,200; bass- 
wood, 2,500; kiln dried stock, 500 pounds less. 

If inspection is after KD add 5% to price. 

For delivered prices, use the freight and mill- 
work additions shown in Broughton List ; except, 
figure maple on birch basis. 





OAK FLOORING 


Following are carlot 
base, on oak flooring: 

(Minimum prices authorized by the Lumber 
Code Authority shall be not less than f. o. b. 
mill price, plus freight to destination from 
Johnson City, Tenn., Memphis, Tenn., or Al- 
exandria, La.) 


quotations, Memphis 


1ex2%y” 98x12” %x2” %x1%” 


Cir. qtd. wht...$107.00 $86.00 $73.50 $54.00 

Clr. qtd. red... 90.00 79.50 61.50 54.00 

Sel. qtd. wht... 73,00 65.50 48.50 46.00 

Sel. qtd. red... 65.00 59.50 48.00 46.00 

Cr. 0 Wa... tae 63.50 57.00 47.00 

Clr. pin. red... 69.00 60.00 49.00 47.00 

Sel. pln. wht... 66.00 53.00 48.00 39.00 

Sel. pln. red... 65.00 52.50 47.00 40.00 

No. 1 com. wht. 50.50 43.50 35.00 34.00 

No. 1 com. red. 49.50 43.00 34.50 34.00 

No. 2 com...... 36.00 21.00 18.00 18.00 
Wex2” %x1%e” ~,x2” 

Clr. qtd. wht...$ 83.00 $82.50 $96.00 

Clr. qtd. red... 76.00 75.00 84.50 

Sel. qtd. wht... 63.00 62.00 66.00 

Sel. qtd. red... 62.00 62.00 64.50 

Clr. pln. wht... 68.00 67.00 72.50 

Clr. pln. red... 67.00 66.00 67.50 

Sel. pln. wht... 63.00 62.00 66.00 

Sel. pln. red... 62.00 61.00 58.00 

No. 1 com. wht. 42.00 42.00 41.50 

No. 1 com. red. 42.00 42.00 41.00 

No. 2 com...... 22.00 22.00 19.00 


New York delivered prices may be obtained 
by adding to the above: For j3-inch stock, 
$9; for ®g-inch, $4.50; for %4-inch, $5.50. 


Chieago delivered prices may be obtained 
by adding to the above: for }2-inch stock, 
$6; for %g-inch, $3; for %4-inch, $3.50. 


AMERICAN LUMBERMAN 





65 
ATLANTIC COAST PRICES 


All Ports—C.LF. for West Coast Fir and 
Hemlock 

Price changes become effective ten days 
after publication by Code Authority. 

Handling charge beyond “ships tackle” 
varies at each port. When figuring back- 
haul freight—dock to delivery point—base on 
nearest quarter dollar; if fraction is 12%c or 
more, add 25c; if less than 12%c, drop. 


Fir Flooring K.D. 4-20’ 


S.G. V.G. 
0 ee lente wine wae $32.00 $47.50 
SN easel: bie aig haaraam eer ee - 35.50 45.50 
1x6” pawns Mnbnenweeiet om 39.75 47.75 
Er baa die wie 36.75 49.25 
2 =e (tcieckudenmnase: ae 48.25 

Fir Ceiling K.D. 4-20’ 

B&Btr. — — 
SE Pate ciatc eae r $28.75 $24.75 $14.75 
Se ckbeereecknee 32.00 28.00 18.00 
=e re eo. 33.50 29.50 19.50 
NC ais Srain'eib ain he ao 38.50 35.50 25.60 
Gish. wae hee 37.75 34.75 26.75 
WME cainc cnwwacaierets 43.00 40.00 29.00 

Fir Siding K.D. 

B&Btr. ogee “ ” 

1x6—4 to 20’........$38.50 to $35.50 to $27.50 
40.50 38.50 
Fir Finish 6-20’ 
B&Btr. B&Btr. 
F.G. 
Re ase cme ees niitanawee $41.00 $47.00 
NT a sla sala sg. ta 3a reek mobied ra 3.00 50.0 
DEE. shies tdawnsanesinbere ees -- 55.00 65.00 
SO ee ee aren 45.75 50.50 
Nila. i What estan aiee a ahanl ew eet 46.75 53.50 
I ie a a a os Yer as oh Biplane gti ee 59.75 68.75 
I aida hora ai(g eli. Sika dae 43.25 50.75 
ee er 43.00 53.75 
EE nn cand Max sane ane esae 58.00 69.00 
BE g2he-0o dr o00 eb emake eoee 40.50 46.50 
eae ee ere 42.25 50.25 
DE. sivesrekoeneeane vor. 65.25 
Fir Stepping 3-20’ 
B&Btr. 

“VG” ocr 
SN ictiko sw eee slew ewa wale $65.75 $50.75 
a a hcg ursieane. din era wrk: Wie 70.75 55.75 
IE ial isan s'o'6 calcio te aceon te ete 66.00 51.00 
EE sivas dweennwienew sakes 71.00 56.00 

Eave Gutters 10-40’ 

REE vs banccscneensednt err Te «+++ + $49.50 
Ge ivensisnsees Mates sabes etneneu ewe 49.75 
Se”  b eiaids Koad coe ae Kae ae a seek 49.75 


(Continued on Page 66) 





F. O. B. MILL SALES PRICES OF SOUTHERN AND APPALACHIAN HARDWOODS 


Following are 








ranges of prices on southern and Appalachian hardwoods reported during the period ended March 9, f. o. b. mill basis: 








SOUTHERN ” MIXED OAK TUPELO le {OFT MAPLE ™_ WILLOW | MIXED OAK CHESTNUT 
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(Continued from Page 65) 
Fir Dimension and Boards 

2” Fir Green Dimension Surfaced to \%” Off 
No. 1 Com. Fir 15% No, 2 

For straight No. 1 common add $1. 


2x3-6’, $17.75; 8’, $26.75; 10’, $27.75; 12 and 
re ome oe 20’, $31.25; 22 to 24°, $35.25; 


10’, $25.75; 12 and 


x6”-6’, $20.25; 8’, $24.25: 
1 $29.75; 22 to 24’, 


: 6, i8 and ‘20°, 
75; 26 to 32’, $35.75. 
x8”-6", $20.50; 8’, $26.50; 10’, $27.50; 12’, 
.50; 14 to 20’, $30; 22-24’, $33; 26-32’, $36. 
x10”-6’, $23.50; 8’, $26.50; 10’, $27.50; 12’, 
a3: 14 to 20’, $30.50; 22-24’, $33.50; 26-32’, 
2x12”-6’, $23.50; 8’, $26.50; 10’, $28; 12 and 
143 $30.50; 16 to 20’, $31.50; 22-24’, $34; 26-32’, 


Above items hemlock, $2 less. 


The above sizes in No. 2 common fir and/or 
hemlock are quoted $4 to $5.50 lower; with 
No, 3 $3 to $4.50 below No, 2. 

Fir Plank and Small Timbers 

Surfaced to 4” off Lengths 8 to 20 Ft. 

No. 1 common 15% No. 2-3x3”, $30.25; 4”, 
$29.00; 6”, $28.25; 8”, $28.50; 10”, $28; 12”, $28; 
4x4”, $28.25; 6”, $28.50; 8”, $28.75; 10”, $28.25; 
12”, $28.25. 

No. 2 common in above sizes drop $2.50 
for 3x3-4-, 6- and 8-, 4x4-, 6- and 8-inch; 
drop $3.00 for 3x10 and 12-inch, and 4x10 and 
12-inch. 

No. 3 common below No. 2 common, $2; for 
3x3-, 4-, 6- and 8- and 4x4-, 6- and 8-inch, 
rae A $3 for 3x10- and 12 and 4- x 10- and 12- 
nch, 


Fir Timbers 
(For Hemlock, $2 Less) 

C.LF. Prices—Rough—Range from $29.25 
for 6x6-, to $30.75 for 18x18-inch No. 1 com- 
mon 15% No. 2. 

Lengths 8- to 24’ for No. 2 common, deduct 
$3.50 per M from above. No. 3 common, de- 


duct $6.50. 
For lengths 41- to 100’ call for special 
quotation. 
Boards 


Inch common fir and/or hemlock green 
random length 6’ to 20’ S4S. 

For straight No. 1 common, add $1.50. 

For dry No. 1 common, add $2; No. 2 com- 
mon, add $1. 


For matching add 50 cents, for beading 
add $1. 


All 4%” stock must be branded sub-standard 
after Jan. 1. 


No. 115% 

No. 2 No, 2 No.3 Rough 

Com Com. Com. A 
oo =r $26.25 iad tes an $5.00 
ao opaeere 24.50 $22.50 $16.50 4.75 
ft or 23.75 21.75 16.75 4.50 
ean ies 27.00 22.50 18.50 4.75 
2 =r 26.75 23.75 19.25 4.50 
3, gl 27.25 23.75 19.25 4.50 
BGS ctcwee 30.50 24.50 19.50 4.25 


Above boards are %” thick and predomi- 
nate in Atlantic Seaboard markets. 


DOUGLAS FIR 


{Special telegram to AMERICAN LuMBERMAN] 

Portland, Ore., March 13.—F. o. b. mill 
prices on actual sales of fir, March 10 to 12, 
reported by West Coast mills to the Davis 
Statistical Bureau, were as follows: 


Vertical Grain Flooring 





&B&btr Cc D 
OS li errr i $37.00 $33.00 oe 
Flat Grain Flooring 
&btr D 
1x4” . $27.00 $24.00 , 
1x6” ee ‘ 31.00 28.00 
Mixed Grain Flooring 
1x4’ ae Gere = $18.00 
Ceiling 
5x4 vices eee $22.00 
1x4” ee ne 26.00 22.00 
Drop Siding, 1x6” 
106 PE ee $30.00 $27.00 $19.00 
DE. wiesadenntennweaied 32.00 30.00 oak 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
No. 1 $18.50 $19.00 $19.50 $22.50 
i aceomue 14.00 15.00 15.00 15.50 
en 4 wtwnwke 10.50 10.50 10.50 eis 
Dimension 
No. 1, 2” thick— 

12’ 14’ 16’ 18’ 20’ 
 sseed $20.00 $20.00 $21.50 $21.50 $20.50 
6” 19.50 19.50 20.00 20.00 20.00 
ee Sed eus 19.50 20.00 20.00 20.00 20.00 

ina ee 20.50 21.00 21.00 21.00 21.00 
ee ik ei 21.00 21.00 22.00 22.00 22.00 
2x4”, 8’, $19.50; 10’, $19.50 

Oe SES ONE Pee $ 9.50 


No. 1 Common Rough &/or Surfaced Timbers 
3x3 to 4x12” to 20’... ..$18.00 
5x5 to 12x12” to 40’ 19.00 


AMERICAN LUMBERMAN 


March 17, 193) 











PETER P. GRIFFIN, 65, of Lock Haven, 
Pa., prominent Appalachian hardwood manu- 
facturer and wholesaler, died suddenly Mar. 4, 
fifteen minutes after the onset of a heart 
attack. The week previous he had been on 
a business trip among the furniture factories 
of western New York and northern Pennsyl- 
vania, and apparently was in the best of 
health. After his graduation from business 
college he entered the lumber business imme- 
diately, and at the time of his death he was 
president of P. Griffin (Inc), wholesale 
firm of Lock Haven; vice president of the 
Blue Jay Lumber Co., Blue Jay, W. Va.; treas- 
urer of the Boswell Lumber Co., Boswell, Pa.; 
and vice president of the Del Rio Lumber 
Co., Greensburg, Pa. He also was associated 
in other lumber ventures from time to time, 
and had extensive furniture, transit, brick 
and coal interests. In Lock Haven he was 
a prominent factor in both business and civic 
circles, and took a great interest in high 
school athletics, offering numerous prizes and 
awards. For several years he was a director 
of the Lock Haven Hospital, president of the 
Clinton Country Club, and a trustee of Cen- 
tral State Normal School. Active in Republi- 
can politics, he was one of the Pennsylvania 
members of the electoral college that elected 
President Harding in 1920. Surviving are 
the widow, three sons and two daughters. 


GEORGE A. WOLF, 70, prominent lumber- 
man of Mount Wolf, Pa., died suddenly Feb. 
14 at a Pittsburgh hotel. Widely known 
throughout Pennsylvania as a member of the 
firm of George A. Wolf & Sons, he was active 
in business until the time of his decease. In 
1882 he entered business with his father and 
brother, under the firm name of Geo. H. Wolf 
& Sons, dealing in lumber, feed and general 
merchandise. In 1891, after his father re- 
tired, the business went on under the name 
of George H. Wolf’s Sons until May, 1914 
when the present firm of George A. Wolf & 
Sons was organized. He was senior member 
of the firm which now has plants in Mount 
Wolf and York, Pa. He is survived by his 
widow: three sons, George H. Wolf, Charles 
B. Wolf and Earle L. Wolf, all of Mount 
Wolf; seven grandchildren; and two sisters. 
The business will continue in the regular way 
with Earle L. Wolf in charge of the Mount 
Wolf Yard, George H. Wolf in charge of the 
Werner Yard at York, Pa., and Charles B. 
Wolf in charge of the Beitzel Yard at York. 


CHARLES HORACE BROWNELL, 69, vice 
president of the Drews Lumber Co., Morgan 
City, La., died at his home in New Orleans 
Mar. 11. In addition to his lumbering con- 
nections, he served as a director of the Celotex 
Co., the Marine Bank & Trust Co., the Canal 
Bank & Trust Co., the New Amsterdam In- 
surance Co., and the Fidélity Homestead As- 
sociation, and was treasurer of the Union In- 
demnity Co. He was president of the Ber- 
wick Lumber Co., Berwick, La., until its dis- 
solution in 1916. Mr. Brownell had been in 
ill health for more than a year. Survivors 
include a son, C. R. Brownell, of Morgan 
City La.; and two daughters, Mrs. Harry 
Charlstrom, of New Orleans, and Mrs. William 
Garnier, of Bastrop, La. 


ROBERT ALLEN McCORMICK, 47, young- 
est son of the late Robert Laird McCormick, 
pioneer Tacoma, Wash., lumberman, and a 
brother of W. L. McCormick of Tacoma, Wash., 
secretary of the Weyerhaeuser Timber Co., 
died in La Jolla, Calif., Feb. 24, following an 
operation for gall stones. After the death of 
his father he managed the affairs of the lat- 
ter’s estate and was interested in mining and 
real estate investments in Nevada and Cali- 
fornia, where he had spent a large part of his 
time during the last few years. He was 
chairman of selective draft board No. 1 of 
Pierce county. 


ADELBERT N. McGEEF, 72, pioneer Willapa 
Harbor logging and shingle mill operator, died 
Feb. 24 at his home in South Bend, Wash. 
He had been ill for three years, suffering 
from heart disease. He had been a resident 
of South Bend for the last twenty-six years, 
and before that he was engaged in railroad- 
ing in Mexico, Central America and Alaska. 
He was married in Huron, S. D., in 1883, and 
he and Mrs. McGee celebrated their golden 
wedding anniversary last June. Besides his 
widow, he is survived by two daughters. 


ROBERT WALDRON, 
logging operators in the Grays Harbor dis- 
trict, died in Aberdeen, Wash., Feb. 25. He 
had lived in the Grays Harbor district since 
1885 and was first associated with the late 
Jack Waldron (not a relative), in 1886 in the 
upper Wishkah valley. Robert Waldron sub- 
sequently succeeded to Jack Waldron’s hold- 
ings and formed a logging company that oper- 
ated on Grays Harbor for a number of years. 


one of the earliest 
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GEORGE H. BINGHAM, 71, of Dunmo 
who was in the lumber business for ‘oye 
forty years but who retired sixteen yean 
ago, died Feb. 21 after a brief illness at hic 


re, Pa, 


home. He spent his entire business life in 
the lumber industry—retail, manufacturing 
mine props, sash and doors, millwork—ang 


his son, G. Herbert Bingham, a wholesaler 
here, is carrying on the family tradition, Also 
surviving are the widow and a daughter. 


JAMES MacDONALD, 74, who was engageg 
in the lumber and wood business for about 
twenty-five years in Belleville, Ont., died op 
March 2d. He was born in Thurlow township 
and practically all his life was passed in Belle. 


ville. For many years he was a railroad Coal 
contractor, afterward becoming a lumber 
dealer. Surviving are his widow, two gongs 


and two daughters. 


CHARLES SCHUCK, 75, head of the Schuck 
& Sons Lumber Co., Springfield, II1., 
Mar. 3 at his home, of heart trouble. He hag 
been ill about a year. When he was 21 he 
entered the lumber business founded by his 
father, and later succeeded to its manage. 
ment. Since his illness the company has been 
managed by his grandson, C. W. H. Schuck. 


WILLIAM E. BANKS, 29, partner of his 
father in the Banks & Son Lumber (Co, 
Liberty, Mo., died at his home Mar. 6 after 
several months’ illness. He entered the lum- 
ber firm in 1922, after graduating from high 
school, and was also vice president of the 
Liberty Chamber of Commerce. 


JAMES F. HURLEY, 62, for seven years 
manager of the R. J. Hurley Lumber Cos 
yard at Eldorado Springs, Mo., until illness 
forced his retirement about a year ago, died 
Feb. 19 at his home. Surviving are his widow, 
two daughters, three sisters and _ three 
brothers. 


SAMUEL VAN BOCHOVE, 73, president of 
the Van Bochove Lumber Co., Kalamazoo, 
Mich., died at his home Feb. 25, after several 
months’ illness. Besides his lumber interests 
he developed a northeastern suburb, and was 
active in the civic life of the community. 


JOHN C. WEETER, 76, retired Utah and 
Tdaho lumber dealer, died last week at his 
home at Salt Lake City, of pneumonia. Mr. 
Weeter operated a lumber business in Park 
City, Utah, for a number of years and then 
opened another yard in Pocatello, Idaho. 


ROPERT ‘A. BARR, 81, 
Rarr-Dubac Lumber Co., at one time one of 
the largest retail lumber concerns in Kansas 
City. Mo., died Mar. 9 at his home there. He 
established his company in 1889, but retired 
from business about twenty years ago. 


owner of the former 


CLARENCE E. SLAGLE, 74, president of the 
Slagle-Johnson Lumber Co., Monroe, La., for 
many years, died Feb. 18 at a local hospital. 
He was well known and popular among the 
lumbermen of that territory, and many of 
them attended his funeral Feb. 20. 


FRED S. TRAVIS, 64, of Ellsworth, Wis. 
who operated sawmills at various points in 
the North for many years, died Mar. 3 ina 
hospital in Red Wing, Minn., after two ab- 
dominal operations. His widow and a son 
Clair survive. 


JACK THOMPSON, 75, of Dundas, Ohio, 
well known in lumber circles of southern 
Ohio, died Feb. 20 at his home, after an ex- 
tended illness. During recent years he ha 
operated a lumber business at Zanesville. 





JAMES DALEY HILL, 62, junior partner in 
the Corbin-Hill Land & Lumber Co., Alpena, 
Mich., until his retirement a few years 4g0, 
died suddenly Feb. 28 at his home, of a heart 
attack. 


HARTLEY R. SEVERNS, 53, member of the 
firm of J. T. Severns’ Sons & Co. (Inc.), died 
suddenly Feb. 14. He is survived by_his 
widow, a daughter, two sons and his mother. 


J. B. CEQUIN, founder and one of the mem- 
bers of the Pierce-Cequin Lumber Co., Ful- 
ton, Ky., died Feb. 26 at his home. A son and 
two daughters survive. 


ADAM G. WISE, 79, retired lumberman of 
Kalkaska, Mich., died Mar. 10. He was _ass0- 
ciated with a lumber firm in Boyne City, Mich. 
for a number of years. 


THOMAS M. WARREN, 78, executive of the 
Vance Lumber Co., Seattle, Wash., died Feb. 
17 at his home. The widow, a daughter an 
a son survive. 
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March 17, 1934 


Protest Suggested Changes in 


° . 

Price Differentials 

(Continued from Page 31) 
pointed out that the committee is not specifically 
authorized to do away with the price differential 
but with preserving equities; he pointed to 
wholesalers as sales organizations for small 
mills, and reiterated big mills are unable to sell 
No. 2 boards, an advantage of “B” mills. 

R. H. Fleming, New Orleans, for the South- 
ern Wholesale Lumber Dealers’ Association, 
characterized as representing 285 small mills, 
bluntly opposed abolition of existing differentials 
or reclassification, and asked retention of present 
“A” and “B” groupings. Changing would re- 
sult in closing down small mills, distress among 
rural workers and farmers selling logs to the 
mill, and be destructive of small mill industry, 
he said. Messrs. Fleming and McLeod agreed 
the recently established green lumber prices 
were a step properly taken. 

M. L. Wootten, Columbus, Miss., representing 
the Small Mill Pine Association, blamed pres- 
ent unsatisfactory conditions on the freight rate 
structure (changed effective Mar. 13) and his 
group opposes re-classification. While a few 
members lean toward the West Side proposals, 
Mr. Wootten declared that a majority of his 
membership, through expression in a recent 
meeting, favored a continuation of status quo, 
believing enforcement with freight rate struc- 
ture changes would work out. There will al- 
ways be borderline mills, he pointed out. Chang- 
ing of set-ups, or prospective changes, causes 
retailers to hold back in buying, he said. 

W. R. Melton, Cuthbert, Ga., accompanied 
by F. C. Mills, representing the Roofer Manu- 
facturers’ Association, pointed out that “big’’ 
mili figures were utilized in working out the 
differentials, and accepted by the roofers. 
“We're not getting any business at the $2 differ- 
ential and are mostly all down,” he said. 
Troubles may be due to lack of buying. He 
recorded his association as against changes. 

W. H. Bundy, Norfolk, Va., wholesaler, 
spoke for the Small Mill Manufacturers’ As- 
sociation of Virginia, North and South Carolina. 
The small mills of the group have had no busi- 
ness since cost-protection prices went in Nov. 9, 
he declared, only the largest with most equip- 
ment getting any orders at all. He asked re- 
tention of differentials, and urged a $2 margin 
between air-dried and kiln-dried lumber. 

Small-mill operators and their spokesmen re- 
ferred to the sentiment felt generally, that cost- 
protection prices would be generally abandoned 
if the differentials were abolished. 

Inability of the class “A” mills to move No. 
2 common and lower, which are piling up in 
yards, was narrated by W. L. Legg, Sumter 
Lumber Co., Electric Mills, Miss.; D. W. Winn, 
Eastman, Gardiner & Co., Laurel, Miss.; O. S. 
Limbaugh, Natalbany Lumber Co., Hammond, 
La.; R. H. Crosby, Goodyear Yellow Pine Co., 
Picayune, Miss.; C. E. Klumb, J. J. Newman 
Co, Brookhaven, Miss.: L. I. Prudhomme, 
Southern Pine Lumber Co., Texarkana, Tex.; 
and others. 

Suggestions advanced included a differential 
of $1 between kiln and air-dried shiplap and a 
differential on straight cars. 

From 300 to 500 mills per month have re- 
sumed since Dec. 1, all class “B” mills, a ques- 
tion developed. 

Following the open hearing, the committee 
went into executive session. 


Gets British Order for Poplar 


Burrato, N. Y., March 12.—Activity in lum- 
bering in northern Ontario has been given im- 
petus by the receipt of an order for 5,000,000 
leet of poplar from the North Bay district for 
export to Great Britain. A Montreal firm nego- 
tiated the contract with English importers, who, 
it ls reported, will use the wood for veneer in the 
manufacture of furniture. All shipments will 
‘e made through the little used port of Parry 
Sound. It is expected that 400 to 500 men 
will receive employment on the work of getting 
out this order. 
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| How to Figure Costs for Advertising 
; In Classified Department 


eee ee etme eee eee eeeeee 





Two consecutive issues.......... 55 cents a line i 
Three consecutive issues.......... 75 cents a line 
Four consecutive issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line 
Twenty-six consecutive issues....... $5.40 a line 


consecutive issues 

Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Capy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 
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WANTED 














Employment 


COMPETENT YARD MANAGER 
Eight years’ record of sales, profits and collections; 
experienced draftsman and estimator. Willing to 
prove ability. 
Address “D. 45,’’ care American Lumberman. 





CAPABLE MILLWORK ESTIMATOR 


Thoroughly experienced, excellent personality, de- 
sires to serve reputable firm in responsible position. 
Well qualified to assume complete charge of op- 
eration. 

Adddress “D. 47,’’ care American Lumberman, 

















WANTED 


Salesmen 











WANTED—SALESMAN 


For northern Indiana and southwestern Ohio by 
large California mill manufacturing soft textured 
Ponderosa and Sugar Pine. Commission basis. In 
reply, outline territory covered and whether yard 
or industrial trade. 

Address “D. 51,’’ care American Lumberman. 


WANTED SALESMAN-PARTNER 


Sash & door experience preferred. Call on retail 
lumber dealers only. Central states. Age under 40. 
Address ‘“‘D. 52,” care American Lumberman. 








WANTED SALESMAN 


Familiar with industrial trade, one who has fol- 
lowing. 
Address “D. 56," care American Lumberman. 


WANTED SALESMAN 


Familiar with vegetable and industrial crate trade, 
Central and western New York. Remuneration: 
percentage of net profit. 

Address “D. 29,’ care American Lumberman, 


WANTED—SALESMAN 


For sash and door manufacturer and jobber to sell 
in Southern Wisconsin and Northern Illinois. 
Address “D. 34,” care American Lumberman. 


SALESMAN WTD. FOR SAWMILL MACHINERY 
Address “C. 37,"" care American Lumberman. 














Employees ; 


WANTED EXPERIENCED COST BOOK “A” 


Estimator. Must have sufficient experience to in- 
terpret accurately for code violation reports. Only 
graduates of Millwork Cost Bureau need apply. 
KENTUCKY RETAIL LUMBER DEALERS ASS’N, 
Louisville, Ky. 








Employment 


MILL & CONCENTRATION YARD SUPT. 


Capable of handling entire operation. Am also 
thoroughly experienced planing mill foreman capa- 
ble of handling any make machines. About fifteen 
years’ experience. Southeast preferred. Now em- 
ployed in Alabama. Have reason for wanting change. 
Address “D, 27," care American Lumberman, 








DRY KILN OPERATOR 


Thoroughly experienced and competent, natural and 
forced circulation kilns, thermostats; hardwoods 
and softwoods, green, air dried; high school grad- 
uate, age 33; married; references. 


Address “D. 48,’’ care American Lumberman. 





BAND AND CIRCULAR OR FACTORY FILER 
Wishes to make connection with large saw mill; 
25 yrs. exp. 

B. F. WHITE, Leetsdale, Pa. 





HARD WORKING LUMBER EXECUTIVE 


Age 36, now employed, desires change. Intimate 
knowledge retail lumber, building materials, spe- 
cial millwork, wholesale roofing, glass and stock 
millwork. Accustomed to keen competition. Eco- 
nomical and efficient manager. 

Address “D. 43,"’ care American Lumberman.’ 





EXP’D SALESMAN-EXECUTIVE ABILITY 


Long wholesale experience—-highest references. 
Thoroughly acquainted yards and industrials, Chi- 
cago territory, desires to represent large mill, sal- 
ary and commission. 

Address “D. 53,’ care American Lumberman. 





EXPERIENCED LUMBERMAN 


Age 40, 20 years’ experience, mill, wholesale, 
retail, stenographer, accountant, yard manager, 
credits and sales, last 9 years. Detroit territory, 
wants job; clean record, moderate salary, prefer 
Chicago territory. 

Address “D. 54,” care American Lumberman. 





MIDDLE AGED, MARRIED MAN, 


Now employed, wishes to make a change. Expe- 
rienced in selling and managing of lumber, ma- 
sons builders supplies and coal. Michigan or Ohio 
preferred. Moderate compensation with a com- 
mission and the privilege of taking a financial in- 
terest. References furnished. 

Address Box 491, Tecumseh, Mich. 





MAN WHO CAN SET UP RELIABLE MILLWORK 


Costs, and who has had a broad experience in 
selling and estimating special millwork and the 
erection of same in the building for many of the 
country’s largest and best buiidings, is open for 
a proposition. Will give references and figures 
to substantiate, 

Address “D. 61,"" care American Lumberman. 


POSITION WANTED 


By graduate architectural draftsman who has had 
5 yrs. retail lumber experience, 1 yr. in contractor 
and architects office, and 10 yrs. in millwork fac- 
tory; designing and detailing, windows, doors, 
frames, stairs and cabinet work. Can furnish ex- 
cellent references. Would consider position with 
line yard concern. Can also design and detail 
store fronts. Will go any place. 
Address “D. 42,” care American Lumberman. 


POSITION WTD. IN COLO.—NEW MEXICO—ARIZ. 


Thoroughly experienced retail lumber yard man- 
ager, now employed, seeks a permanent connec- 
tion. Estimate buildings from excavation to 
completion, both labor and material. Make plans 








and details, Long millwork and sawmill expe- 
rience. Competent in all branches. In good 
health. Like position as yard manager, or trav- 


eling salesman with reliable company in this 
territory. 


Address “C. 98,” care American Lumberman. 


DRAFTSMAN—DETAILER—BILLER 


Seeking job with manufacturer, dealer, contractor. 
Advanced manual arts education. Cost Book A 
grad. Exper. spec. millwork, cabinet work, plans, 
construction. Devoted to service. 

Address “‘C, 28,” care American Lumberman. 








WANTED 4/4 & 5/4” NO. 2&BTR. HARD MAPLE 
Tie Sides. 


Address “D, 57,” care American Lumberman, 














WANTED 
Employment 


SITUATION WANTED BY YOUNG LADY 


Stenographer-Secretary, and gen’l off. wk. 
exp. A-l Ref. 
Address “D. 


ESTIMATOR, BILLER AND DRAFTSMAN 
Desires position with lumber company, 35 years of 











vv 





Lbr. 


36," care American Lumberman, 





age. 10 years’ experience. Any location. Avail- 
able now. References. 
Address “D. 31,’" care American Lumberman. 





WANTED POSITION 

By circular sawyer, filer, hammer, 
10 to 25 M ft. capacity. 

Address “D. 35,” care American 


on mills from 


Lumberman. 





WANTED CONNECTION 


With live Wholesaler to buy and inspect hardwoods 
on a profit sharing basis. I have had ten years’ 
experience buying on this basis; can furnish best 
of references. Address P. O. BOX 106, Troy, Ala. 





Lumber and Dimension 


WANTED TO BUY ODDS & ENDS IN LUMBER 

Such as strips, edging, shorts, etc. Let us know 

what you have; also your best cash price. 
Address “D. 44," care American Lumberman. 








WANTED DRY 4/4 MAPLE AND BIRCH TIE 
Side Lumber. 
& WINCHESTER LUMBER CO., 
Grand Rapids, Mich. 


ATTENTION—LUMBERMEN 


Fifteen years’ experience in every part of the 
business—yard mgr.—office mgr.—accountant—sales 
—estimator (complete take off plans)—remodeling 
—complete building service—last seven years Sears 
Home Dept.—best references—moderate salary. 

Address “D. 39,"" care American Lumberman. 


Retail Lumber Yards 


WANTED SMALL LUMBER & COAL YARD 
Small town, good farming community on Ry. 
Mich. or No. Ohio preferred. 

Address “D. eare American Lumberman. 


VAN KEULEN 











So. 
46,”” 





LUMBER YARD 


In southwest Iowa, in county seat town. 
Answer to AZ, 1219 Long Bldg., Kansas City, Mo. 


Used Machinery 


WANTED—¢0 INCH HARVEY HOG COMPLETE 


Advise location, condition and price. 
Address “D. 52,"" care American Lumberman. 











WANTED OLD OR DISCARDED BAND SAWS 
MINER HOE WK’S, Meridian, Miss. 





Engines and Boilers 


OOOO OOOO LLL LL lel 
WANTED ONE BOILER 150 H. P.—AS ME H.R. T. 


Initial steam pressure of not less than 135 Ilbs.; 
also name make of boiler. 


Address “D. 59,” care American Lumberman. 





HAVE YOU SOMETHING TO SELL? 


Advertise in the Wanted and For Sale de- 
partment when you want to sell something 
in the lumber industry. AMERICAN LUM- 
BERMAN, 431 So. Dearborn St., Chicago Ill. 


Electric Machinery 


ELECTRIC CARPENTER UNDER 3 YRS. OLD 
Also sander. Box 113, Princeton, N. J. 


BOUND COPIES OF THE MANUFACTURERS’ 


Lumber Code may be obtained from the AMER- 
ICAN LUMBERMAN, 431 8S. Dearborn St., Chi- 
cago, Ill. Price 10 cents. 
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SAQUERTISING 
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| FOR SALE 


Lumber and Dimension 


WANT ORDERS FOR 3 CARS EACH 8/4” AD & KD 


Birch squares. Lengths 48 in, and shorter. Also 
small percent 10/4 in. Prompt loading. Also cut 
to order green maple hearts any dimension but 
8 ft. and shorter. 

Lock Box No. 75, 


SPECIAL CLEAR SPRUCE AND FIR 


Any specialty grade, any sizes, for airplanes, gild- 
ers, boats, spars, ice boats, trailers or similar uses. 
Can furnish special clear industrial dimension items 


finished to size. 
2250 S. Loomis St., 














Birnamwood, Wis. 





The PIKE-DIAL Lumber Co., 
Chicago, IIl. 


6/4 PLAIN RED OAK 
100 M feet No. 2 Com. & Btr., 20 percent long, 
thoroughly dry, for sale by 
SAMSON TOBACCO CO., Glasgow, Kentucky. 


WANT RELIABLE OUTLET FOR 


Red and white oak and pine timber. Will cut to 
order. New 4 side planer, matcher moulder. Can 
dry kiln pine. Or will sell entire equipment and 
timber stand. Address Box 232, Salem, Mo. 


CAN FURNISH SHORTLEAF DIMENSION 
And boards mixed or solid cars No. 1 and No. 2 
Com. Also crating stock in pine and hardwood. 

F. V. HALL, Box 1514, Atlanta, Ga. 














Business Opportunities 


FOR SALE—COMPLETE FIR AND PINE 


Sawmilling plant located on Southern Pacific rail- 
way in Oregon, including 40 M capacity sawmill, 
planing mill, railroad, logging equipment and real 
estate. For detailed particulars address ‘“Re- 
ceiver,”” care American Lumberman, Chicago, III. 








SOUTHERN HARDWOOD MILL 


Purchaser wanted for modern mill and about eight 
million feet timber. Liberal terms to responsible 
buyer. D 

“_. 36,” 


Address care American Lumberman. 





FOR SALE AT A BARGAIN PRICE 


Old established woodworking plant in Georgia. Op- 
personty for aggressive organization desiring locate 
in South. 


Address “D. 33,’’ care American Lumberman. 





WANTED PARTY TO FINANCE 


Going mixed hardwood operation in middle Geor- 
gia, with 20 M. capacity circular saw mill and 
planer, logs available by both truck and rail for 
several years cut; would consider partner or whole- 
sale connection. 


Address “D. 50," care American Lumberman. 





FOR SALE—IN CENTRAL LOUISIANA 


20M capacity saw and dimension mill, now in 
operation. Good machinery. 70% of pine cutting 
can be sold green to local planing mill. All oak 
and hickory now being sold green. Stock of pine 
lumber optional. For full details, write “D. 60,’ 
care American Lumberman. 





FOR SALE—AS A GOING CONCERN 


See advertisement on page 41. 


Retail Lumber Yards 


LUMBER SHEDS AND REAL ESTATE FOR SALE 


Located on south side of Kaukauna, Wisconsin, 
formerly operated by the Union Lumber Co. Will 
sell on easy terms. NEUFELD LUMBER CO., 
Green Bay, Wis. 











FOR SALE—CONTROLLING INTEREST 
In lumber yard—now on paying basis—no debts— 
$5,000.00 cash required. 
Address “D. 49,”" care American Lumberman. 





FOR SALE RETAIL LUMBER AND COAL YARD 


Equipped with electric rip saw planer and band 
saw, modern sheds, in north central Illinois, richest 
grain belt, no opposition, good community, on 
paved highway, good schools, owner has other 
business, priced low, in business for 16 years. 
Address ‘‘D. 58,’" care American Lumberman. 


March 17, 1984 

























FOR SALE 3 
Retail Lumber Yards 


FOR SALE—RETAIL LUMBER YARD 


Proprietor ill. Must be sold at once, 
Address “C. 71," care American Lumbermap, 








FOR SALE LUMBER YARD—EST. IN 1911~ 


Buildings, materials, trucks and equipment, raj. 
road siding into yard. Centrally located on busy 
highway and street car line in city of Milwaukes 
Wis. Your opportunity. ; 

Address ‘“‘C, 74,’’ care American Lumberman, 





FOR SALE—ONE OF THE BEST 


Money making lumber, coal and building material 
yards, in eastern part of Nebraska; reason for gel]. 
ing: want to retire on account age. 

Address ‘‘C. 87,” care American Lumberman, 


FOR SALE—LUMBER YARD, HARDWARE STORE 


And Fuel Yard located in Las Cruces, New Mexico, 
This is located in one of the best Farm and Ranch 
Districts in the southwest, 

Address “C. 89,” care American Lumberman, 


Used Machinery 


FOR SALE USED EQUIPMENT 


1—20x36 Right Hand Heavy Duty Corliss Engine. 
1—22x30 Houston Stanwood & Gamble Engine, 
1—No. 3 Left Hand Wickes Gang Saw. 
1—12x30 Four Side Double Roll Sizer. 
1—42-ton Shay Locomotive. 
1—70-ton Shay Lomocotive. 
1—Pyle National Locomotive Electric Head Light. 
FORT SMITH LUMBER COMPANY, 
18th and Kansas Avenue, Kansas City, Kans, 














FOR SALE TWO BOLINDERS GANG SAWS 


One left-hand and one right-hand, each fitted to 
saw two 8 ft. bolts but easily converted to saw 
standard 16 ft. logs. New in 1930, used one year, 
now in first-class condition with all necessary 
equipment. Complete description and price fur- 
nished on request. 

Address “A 43." care American Lumberman. 


WOOD-WORKING MACHINERY BARGAINS 





Write us. 
J. LEE HACKETT COMPANY, Detroit, Mich. 





FOR SALE—SOME EXCELLENT BARGAINS 


In 36” Ga geared locomotives and skeleton logging 
cars, steam hoists, rails and accessory equipment. 
BCYD-PLATTER INTERESTS, Dyersburg, Tenn. 





NO. 70 FAY & EGAN SINGLE END TENONER 


Double heads and double copes, good as _ nev, 
$125.00; H. B. Smith double spindle Shaper, $100.00; 
Fay & Egan, No. 225, 42” ball bearing Sander, 
used less than 30 days, $650.00; Woods 4, 6 and 
10” ball bearing Molders; Woods No. 59, 18” and 
30” round head Double Surfacers; Woods, Amer 
ican and Yates Matchers; Yates-American E-3 
End Matchers: many other items. LIQUIDATION 
SALES COMPANY, New Orleans, La. 





ONE 6’ SINKER-DAVIS BALL BEARING 


Band Mill complete with carriage, steam feed, 
nigger, log turner, edger, live rolls, cut off saws 
shafting and pulleys and filing room equipment; 
excellent condition. Two new 6-knife round cylin- 
ders complete with knives and pulleys for 77A 
American 15” Matcher. 

LIQUIDATION SALES COMPANY, New Orleans, la 


—_— 





BIG VENEER LATHE, SLICERS, BAND MILLS 
3 Coe Slicers 11’ to 17’, Coe Lathe 5’x10’, complete 
7’ Clark, 9’ Prescott Band Mills, 75” Edger, 6 
Veneer Clipper. Send for illustrated circular. 

N. B. PAYNE, 105 W. 55th Street, New York City. 





FOR SALE FISHER SLAB RESAW 


Little Giant No. 8; good condition. 
J. V. FISHER, Ravenna, Mich. 








S. A. WOODS NO. 11 SIZE 12” x 30” 


Double planer and matcher. Perfect condition 
Wt. 20,000 lbs. Price $1,000.00. Can also furnish 
60 H.P. HOWELL motor at half new price. | 
YATES 48 in. bevel ship bandsaw, perfect condi 
dition, at one-third cost. 

YATES 24 in. latest model electric cabinet planet 
practically new, at one-half cost. 


10 Surplus electric motors, 3 phase A.C. 10-15-20- 


40-50 and 60 H.P. at half new price. 
Address “‘D. 55," care American Lumberman. 








































